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LOADED WITH SALES ACTION! 


HAGER Now 
Binned Merchandiser 


is Bound to be the 
Hardest Working Carded Hardware 
Salesman in Your Store! 









You get so many calls for the popular ‘‘fixin’ 
hardware”’ Hager’s put into this new merchandiser 















you would normally neve every one of these items , * 4 FREE Extra Sales Help 
on your next order anyway / Hager hand-picked 3 > 

23 of the most wanted, fastest moving : bs f At no extra cost to you Hager has 
‘“‘Do-It-Yourself”’ leaders from its famous Rg! | ere dressed up stock you'd normally 
Handy Hardware Line, packaged them ina “que >> a” keep hidden in boxes on your 
new eye-stopping red-white-and-black see-thru in 1 > shelves in an irresistible bright 
package and then “‘Binned”’ them into one of Say || new carded package and “binned” 
the neatest, attractive, attention-getting Has en it for you in an 18” x 22” top-of- 
compartmentized counter organizers ey the-counter (or table) merchan- 
you’ve ever seen / “a |  diser that’s sure to pack a hearty 






sales wallop. 






Put a Hager Handy Hardware Binned Merchandiser on a main-aisle table or 


p ; While it takes but seconds to 
counter and watch the stock move. You'll have to restock it almost daily / 


set up, it'll keep you busy re- 
stocking bins. 





NOW! Hager Handy Carded Hardware 


«-.new Binned Merchandiser 
-.. new sell-on-sight package 
«++ new low price but same full big profits for you! 


Hager jobbers looked over the merchandiser and agreed: “there’s not a 
dog in the crowd /”’ It’s no wonder, for Hager carefully selected 23 of 
their fastest moving popular Handy Carded Hardware items (items you 
would normally stock on your shelves) and then put four—and only four 
—of each in their new Binned Merchandiser. 

















New! “Stop-&-Buy” Packaging Order Hager Binned Merchandiser #140 Today! 
Flags Down Big Impulse Sales. 





Merchandiser complete with 4 each 






- IIS ove cc cccsccccscoeccesccess $29.80 
3 ® Attractive Red-White-and-Black see-thru : 

; package waves °em down... stops ‘em at It’s gone before you can say: 
rs the counter. “I'd better order some more 

. Hager Handy Hardware”... for..........e.sse006: $49.68 
f @ Plastic see-thru skin-pack, seals hardware And you made full 6674% profit. ............000005 $19.88 






and screws together in tarnish-proof, leak- 
proof, pilfer-proof capsule. 









ORDER FROM YOUR JOBBER TODAY or send for FREE information 





In “‘ Do-It- Yourself’’ Carded Hardware—remember— 
Everything—including the sale—Hinges on Hager! 













ST. MO. 





C. HAGER & SONS HINGE MFG. COMPANY LOUIS 4, 
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ICECO) WINDOWS — THE LINE DESIGNED WITH THE DEALER IN MIND 


KEEP YOUR WINDOW INVENTORY GU ta: 


e You need more than a “crystal ball” 
to tell you what types and sizes of 
windows are going to be in greatest 
demand. So, don’t gamble on guess- 
work .. . to keep your window in- 
ventory in balance, call on Ceco’s 
past experience, Ceco’s knowledge of 
present trends in your market. Here 
at Ceco you get the widest selection 
of steel and aluminum windows—the 
fastest-selling windows regardless of 
location. —What windows move fast- 
est in Texas?—in California? What 
styles and sizes are most popular in 
New Engiand—The Deep South— 
Middle West—the northern tier of 
states? —From its national studies, 
Ceco can call the shots on what build- 
ers and home-owners are going to 
clamor for .. . wherever you are. So, 
ask your Ceco man today about the 
“World’s Most Wanted Windows.” 





CECO STEEL PRODUCTS CORPORATION 
Offices, warehouses and fabricating plants In principal 
cities. General Offices: 5601 W. 26th St., Chicago 50, Ill. 











Aluminum Horizontal Sliding Window — Integral Fin 
Trim Type Answers customer demand for a 
window pre-punched for fast, easy installat 
Available two ways: (1) Frames and 

bers shipped knocked down; (2) Frar 


LJ LW 





Window-Walls asements Sliding Windows Basement Windows Double-hung Windows Picture Windows Hopper-Vent Windows Awning Windows 


In metal building products Ceco Engineering makes the big difference . .. Windows, Screens and Doors / Metal Lath / Metal Roofing Products / Rain Carrying Goods, 
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The Amazing Paneling Story 
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Timber grows big on Georgia-Pacific’s vast reserves in 
the Pacific Northwest. One mature Douglas Fir alone 
can produce enough lumber to build six or seven aver- 
age homes...a year’s work for a contractor. Constant 
harvesting on a sustained-yield basis keeps G-P woods 
flowing to market...permits you to fill orders imme- 
diately while keeping inventories at a minimum, Spe- 
cify the lumber with the end stamp of famous G-P 
mills that means quality to your customers... and 
sales for you. 


gins here! 


11 MILLS TO SERVE YOU 


WESTERN MILLS 
Toledo, Coos Bay, Millington, Oregon 
Deuglas Fir, West Coast Hemlock and Sitka 
Spruce. Rail and water shipments — 
Kiln Dried Mixed Cars and Cut Stock. 
Feather Falls, California 
Sugar Pine, Ponderosa Pine, Douglos Fir and 
White Fir—Kiln Dried Pattern Lumber and 
Flask Stock — Our Specialty. 
Samoa, Eureka, California 
California Redwood — Finish, Paneling, Siding 
SOUTHERN MILLS 
Cleveland, S.C. * Dumas, Ark. * Fairfax, S. C. 
Jackson, Miss. * Steelwood, Ala. 
Southern and Appalachian Hardwoods. 
Shortleaf and Longleaf Yellow Pine and 
Cypress — Air Dried and Kiln Dried. 


sik GP). GEORGIA — PACIFIC 


CORPORATION 
SALES OFFICES: Western Lumber, Equitable Bldg., Portland 4, Ore.; Southern Lumber, Southern Finance Bldg., Augusta, Ga. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


ENCOURAGING REPORTS FROM DEALER CONVENTIONS. 


Business equal to last year is the verdict of most retailers at lumber 
dealer conventions. Profits last year seemed slightly improved with only 
millwork labeled generally low on the profit-side. 

Dealer plans for 1957 seemed to reflect changes taking place in the 
retailing of building materials. Controlling the sale, for example, is moving 
out of the theory phase and into actual practice. More dealers are buying land 
for resale to home builders. Talk of fabricating house components is strong. 
There's more interest in better home planning centers which stimulate new 
construction and remodeling. 

Remodeling was widely discussed but dealers seemed a bit apathetic to the 
whole idea. Soliciting and getting set for volume on remodeling still seems 
in the planning stage. OHI is given a pat on the back, but something seems to be 
missing at the local level. The stage is full of people promoting OHI but 
not enough effort seems directed at the fellow who must ring the doorbell 
and ask for the order. ' 


NAHB'S STATEMENT OF POLICY. 


Implied threats and almost complete reliance on government are stressed 
in a two-page statement of policy issued by the National Association of 
Home Builders. 

Bankers are threatened with direct government loans if they don't perform 
to suit the builders. NAHB wants the government to control credit by areas, to 
increase the VA interest rate to the FHA level. They want an expanded Fanny 
May but the long-range objective is a "true central mortgage bank." 


SEE EASIER MORTGAGE MONEY BY MAY. 


Reports continue that mortgage money will be less tight during the last 
eight months of 1957. John F. Austin, president, Mortgage Bankers Association, 
takes a dim view of mortgage prospects for the first quarter, but believes that: 
"for the rest of the year I feel more optimistic." Austin's forecast: 700,000 
conventional, 180,000 FHA and "at the worst" 150,000 VA starts. 

Savings and Loans, according to A. D. Theobald, First Federal, Peoria, I1ll., 
will make more home loans in 1957. He says savings in B & L's should increase 
$500 million over 1956 deposits. 





























OAK FLOORING BALANCES PRODUCTION, SALES. 


Producers of oak flooring in the first four weeks reported output 
was off 18% from 1956 but volume almost tallied with orders. The sharp drop 
is believed to reflect a decision by individual manufacturers to correct high 
inventories noted last year. 





CONSTRUCTION COST TRENDS. 


Wage increases to construction craftsmen, which will come automatically 
during the year under the provisions of long-term contracts, all point to 
continued building cost rises. The pattern of a 5% rise in costs established in 
1956 is expected to continue this year. 

Contractor failures are up. During the first 11 months of 1956, 30% more 
contractors failed than in 1955, leaving liabilities of $92.6 million. 
Experienced contractors this year are taking work on a negotiated cost plus 
basis, or are putting a cushion in their bids. 

Lumber prices, particularly on Pacific coast lumber, continue weak. Some 
plywood producers posted higher prices, but in the face of the tough supply- 
demand ratio, these prices cannot be maintained. Freight rate increases will 
affect all shipments of lumber and building materials. Frantic efforts to cut 
the higher rates are getting no where. 








(news continued on next page) 
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Plan Dynamic NRLDA Show 


Paul V. DeVille, The DeVille Lum- 
ber Co., Canton, Ohio, has been named 
chairman of the 1957 Exposition Com- 
mittee of NRLDA and has promised 
to stage a show that will far excel 
its predecessors, reports the associa- 
tion’s president, Paul R. Ely. The ex- 
position will be held Nov. 4-7 in the 
Trade and Convention Center in Phil- 
adelphia. 

T. Merritt Ludwig, Merritt Lumber 
Yards, Reading, Penna., has been 
named chairman of the Exposition 
Clinic Committee and will have charge 
of planning more of the types of 
programs that were sell-outs at the 
Chicago exposition. 

Other members of the Exposition 
Committee are: H. W. Blackstock, H. 
W. Blackstock Lumber Co., Seattle, 
Wash.; Phil Creden, Edward Hines 
Lumber Co., Chicago, IIl.; Deyo W. 
Johnson, Wm. H. Deyo Co., Inc., El- 
lenville, N. Y.; Robert A. Jones, ex- 
ecutive vice-president, Middle Atlan- 
tic Lumbermen’s Assn., Philadelphia; 
Aren Kaslander, Chas. Bahr & Son, 
Inc., Verona, N. J.; Watson Malone III, 
Watson Malone & Sons, Philadelphia; 
Jack Pomeroy, executive vice-presi- 
dent, Lumber Merchants Association 
of Northern California. 

Chairman DeVille says, “We intend 
to have an even more dynamic show 
in 1957 than any yet staged. We are 
planning a larger number of break- 
fast and luncheon clinics to accommo- 
date the increased dealer attendance.” 


Receive 5°% Freight Rate Hike 


Early in February the ICC approved 
a 5% increase in railroad rates and 
charges in southern territory, with 
certain hold-downs and _ exceptions. 
Southern territory is the territory 
south of eastern territory and east 
of the Mississippi river. 

The ICC order approved a hold-down 
to 6¢ per 100 pounds for “lumber and 
articles listed in tariffs taking lumber 
rates.” A hold-down of 7¢ per 100 
pounds was approved for building 
woodwork and millwork. 

The new rates went into effect on 
Feb. 23rd. 


Bright Spot for Industry 


Homeowners will spend an estimated 
$18 billion on home improvements in 
1957, John R. Doscher, executive di- 
rector of Operation Home Improve- 
ment, told members of the North- 
eastern Retail Lumbermen’s conven- 
tion in New York recently. 

In the face of fewer new home 
starts, and tight money markets, 
Doscher says the one bright spot is 
the home improvement market. Half 
of the estimated $18 billion figure will 
be builder business, the other half will 
represent purchases for work to be 
done by homeowners and farmers on 
their own dwellings. 

Last year the market for repair and 
remodeling work was $15 billion, a 
gain of 25% over 1955, Doscher re- 
ported. 


NEWS in BRIEF 


PROPOSE MORE DIRECT LOANS BY VA 


Teague-Ayres bill now under study 
would provide another $207 million 
fund for direct Veterans Administra- 
tion home loan program through June 
30, 1958. Ceilings on these loans would 
rise from $10,000 to $12,500. 

Increase in VA rates to 5% and 
more intensive effort behind present 


Voluntary Mortgage program would 
probably be just as effective, without 
the political dangers and high govern- 
ment costs of direct loans. 

Send your views on entire mortgage 
situation to Rep. Rains (D., Ala.), who 
is chairman of a Banking subcommit- 
tee on housing. 





Balk at Sales on GI Terms 


Home builders in Detroit, Mich., 
threaten to stop constructing new 
dwellings on GI terms. Michael 
Taines, president of Alger Homes, Inc., 
reports he is curtailing his activities 
in this field because of increasing dis- 
counts on mortgages insured by the 
Veterans Administration. Some 70% 
of the 225 houses built by the Alger 
firm last year were on GI terms. 


Asks Increase in GI Loan Rate 


“There is still a large and steady 
demand from veterans for new homes, 
but home builders cannot meet this 
demand under the present 44%% VA 
interest rate,” president George S. 
Goodyear, NAHB, said in-a statement 
prepared for the House Veterans Af- 
fairs Committee. “GI loans will be- 
come a thing of the past unless the law 
is amended to place the maximum per- 
missible rate upon a parity with that 
permissible for FHA insured loans. 

“Money today will not flow at 44% 
and builders cannot absorb the heavy 
discounts required to bring that rate 
up to the yield, which investors can 
get from other use of their funds. An 
increase in the GI loan rate is im- 
perative if further deterioration in this 
situation is to be avoided,’ Goodyear 
added. 

Among other measures needed, he 
said, are: An increase in the preferred 
stock of FNMA by $250 million to en- 
able FNMA to carry on its function of 
supporting the mortgage market by 
buying VA and FHA loans; revise 
FHA’s maximum ratio of loan to value 
to provide a minimum down-payment 
schedule, which recognizes today’s 
cost levels and which will provide a 
financing device to ease the readjust- 
ment incident to a return to a single 
financing system for veterans and non- 
veterans alike. 


Review 1956 Construction 


Construction costs, employment and 
wages rose to new record levels in 
1956, while demand and supply of con- 
struction materials was reported in 
Construction Review, which is pub- 
lished jointly by the Departments of 
Labor and Commerce. Expenditures 
for new construction rose 3% to a 
record $44.25 billion last year despite 
a substantial decline in residential 
construction. 

The most important movements in 
construction last year were contrast- 
ing—a sharp drop in private housing 
activity and an expansion of indus- 
trial and other business capacity to 
new heights. As a result, the spend- 
ing in 1956 for private construction 
as a whole edged up only slightly 
above the record 1955 figures. 

The 5% rise in construction costs 
between 1955 and 1956 was the sharp- 
est in five years. However, costs tend- 
ed to stabilize late in the year, re- 
flecting principally declining prices of 
lumber and softwoods. 

Prices of all building materials 
other than lumber and plywood in- 
creased during 1956. 


Salesmanship Needed 


Average retail hardware salesmen 
last year sold $20,710 worth of goods, 
according to national average com- 
puted by National Retail Hardware 
Association. Fred Olmstead of NRHA 
said that the salesman should have 
sold $28,113 worth of merchandise to 
make an adequate profit for the dealer. 

Although there are no official figures 
of salesman productivity among retail 
lumber dealers, many owners use $40,- 
000 as an ideal rule-of-thumb yard- 
stick to measure salesman perform- 
ance, 


TRADE-INS BRING HEADACHES 


Many builders using trade-in deals 
to jog sales of new homes are not 
altogether happy about the results. 

Builders blame many of their woes 
on the difficulty of getting lenders to 
finance new mortgages. To get around 
down-payment difficulties, many build- 
ers are urging homeowners shopping 
around for a new home to trade in 
the old one as a down payment. 

Though this practice is spreading, 
it raises all sorts of mortgage han- 


dling and swapping problems, hag- 
gling over value, price and payments 
and who pays refurbishing costs. 


Last fall the National Association 
of Home Builders polled 600 builders 
around the country and about a third 
reported they took on trade-in deals 
in 1956. Just a few years ago none 
had ventured into the field and left 
it to realtors. 


(News continued on page 12) 
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Hardware Week Special 


to help you sell 
Cwith introductory stock) 


No. 9783 Magnetic Catch 
Retail Value, 40¢ 


Mounts easily on any 
type cabinet door, 


Patent Applied for 








AS ADVERTISED IN 


FRE EK ! Magnetic Catch Demonstrator POST 


with 20 catches for stock...order No. DS 9783 Farm Journal 


and COUNTRY GENTLEMAN 


HERE'S WHAT YOU GET: 20 No. A 9783 Dual-Action Magnetic 
Catches, Retail Value 
Operating Demonstrator . . . FREE 
Dealer Cost 


Dealer Margin ; 
Amerock Clear-Vue Packages 
Shipping Weight Complete 2% Ib. Spur Impulse Sales 





Ask your Amerock Wholesaler 
AMEROCK CORPORATION, ROCKFORD, ILLINOIS 
In Canada, Amerock Cabinet Hardware, Ltd., Meaford, Ont, 
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OTIS ELEVATOR COMPANY, ALWAYS 
THE LEADER IN VERTICAL MATERIALS 
HANDLING, HAS TAKEN ITS FIRST 
STEP TOWARDS LEADERSHIP IN 
HORIZONTAL MATERIALS HANDLING. 





THE BAKER-RAULANG COMPANY .. 


WORLD'S WORD FOR ELEVATOR QUALITY 


Among the products of The Baker-Raulang Company is the Traveloader, an entirely new concept in the field of mechanized han- 
dling of long, bulky loads. The Traveloader performs three distinct operations. It stacks like a fork truck, carries like a straddle 
truck, and delivers like a road truck. Gas or Diesel-powered Traveloaders are available in 6,000 to 30,000 pound capacities. 
A 4,000 pound capacity Electric- powered Traveloader with solid tires is available for indoor handling in narrow aisles. 
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OTIS has greatly expanded the engineering and research facilities of its recently 
acquired subsidiary, the BAKER-RAULANG COMPANY, Cleveland, Ohio. The 


product line has been broadened. It now includes a complete range of GAS and 


ELECTRIC Fork Trucks and an exclusive line of GAS and ELECTRIC side-loading 


Traveloader® Trucks, also Crane and Platform Trucks. You can now look to OTIS 


and BAKER for progress in horizontal materials handling. 


Baker’ 


GAS AND ELECTRIC 
Bielolel-tagt-tmeaae let. e— 





. AN OTIS SUBSIDIARY, IS THE MAKER OF 





Baker's newest gasoline powered fork truck is The battery- powered fork trucks in the Baker line range 
available in many models, with capacities to in capacity from 1,000 to 15,000 pounds. Baker was 
6,000 pounds. It features low initial cost, high a pioneer in materials handling and has been producing 
lift, plus speed and economies of operation. electric industrial trucks for more than 35 years. 
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NEWS in BRIEF (begins on page 8) 


“BETTER YOUR LIVING IN '57" 


ALBERT M. COLE, Housing Administrator, 
was principal speaker at Tucson Home 
Improvement National Congress. 


“More than 160 top people in build- 
ing materials, home equipment, lend- 
ing, the Federal government and from 
local OHI committees attended the 
Tucson Home Improvement National 
Congress in Tucson, Ariz., and called 
it a tremendous success,” reports John 
R. Doscher, executive director of OHI, 
sponsor of the Congress. Thirty-three 
speakers related positive results in 
their experiences with OHI in 1956 and 
predicted the home improvement mar- 


ket will continue its dramatic expan- 
sion in 1957. The following recommen- 
dations were adopted: 


OHI’s first objective (to interest 
more people in improving their homes) 
is being accomplished, largely through 
the support of all types of consumer 
magazines. . . . OHI’s second objective 
(to help make it easier for people to 
buy home improvements) still has a 
long way to go. Easy financing for 
five years is available but needs to be 
sold by dealers, contractors and lend- 
ers themselves. Better service and 
labor cooperation are also imperative. 
... There is no shortage of money for 
home improvement loans and lenders 
are eager to work with the industry to 
increase the market (home improve- 
ment lending increased an average of 
16% throughout the country in 1956). 
. . . The plan to designate May as 
National “Better Your Living” Month 
has unlimited promotional possibilities. 
There is great need for “harder sell” 
in competition with other industries 
for the consumer dollar. And the 
woman should be the target of greater 
manufacturer and dealer effort. 


The principal speaker, Housing Ad- 
ministrator Albert M. Cole, cautioned 
the industry not to regard OHI purely 
in terms of fixing up homes on a small 
scale. “Improvement means a steady 
and continual upgrading of property, 
which will not only raise its value but 
enhance the character of the com- 
munity also,” he said. 





Course for Mortgage Lenders 


A week’s short course to give mort- 
gage lenders an understanding of the 
home-building industry and the pro- 
cesses of building will be conducted 
July 8-13 by the University of Illinois 
Small Homes Council on the Urbana- 
Champaign campus. Information re- 
garding registration, which is open to 
all persons engaged in home financing 
and appraising, can be secured from 
the Supervisor of Engineering Exten- 
sion, Room 116, Illini Hall, 725 S. 
Wright St., Champaign, Ill. The $75 
fee includes tuition, publications, field 
trips and the final dinner. The course 
for mortgage lenders is the fourth 
annual event. 


B&D Sales, Profits Up 


Earnings from the sale of its port- 
able electric power tools were 45% 
higher for Black & Decker Mfg. Co. 
for the first quarter of the firm’s 
1957 fiscal year compared to the same 
period in 1956. Consolidated net sales 
for the same period rose 23.3%. 

R. D. Black, chairman of the board 
and president, stated earnings from 
the October-December quarter were 
$1,359,910 or $1.40 per share, The 
firm’s net worth is $28,793,292. Con- 
solidated net sales totaled $13,399,410 
as compared to $10,863,948 last year. 
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Sensible Polices for 1957 


Since many businesses will be faced 
with strong inflationary and depres- 
sive forces during the coming year, 
Walter E. Hoadley, Jr., treasurer of 
the Armstrong Cork Co., Lancaster, 
Penna., outlined an eight-point pro- 
gram for businessmen: 


1. Pay increasing attention to their 
own business developments and some- 
what less to the confusing course of 
general economic activity; 2, keep 
abreast of rapidly changing market 
needs and customer requirements and 
promote “new” products; 3, watch 
finances closely, including those of 
your customers to avoid embarrassing 
surprises because of lack of cash; 4, 
insist upon a high inventory turnover 
to strengthen sales and avoid tying 
up funds unnecessarily. 


5. Drive for lower cost and im- 
proved efficiency in all operations to 
offset or reduce the impact of rising 
wages; 6, screen capital investment 
projects to avoid duplication of facili- 
ties already at hand. Obsolescence will 
accelerate rapidly over the months 
ahead; 7, appraise carefully the cali- 
ber of personnel in all jobs to in- 
sure a high degree of competence is 
maintained at all levels; 8, be pre- 
pared to sell aggressively to obtain 
greater volume to maintain and ex- 
pand your competitive situation. 


"Test" Promotion Planned 


A full-scale promotional campaign, 
scheduled for the Minneapolis-St. Paul 
area March 10-23, has as its goal the 
boasting of “better offices in wood.” 
Aimed at both the new office and 
modernizing markets, the campaign is 
a “test” program designed to pave the 
way for similar promotions in cities 
in all parts of the nation during Sep- 
tember. The national Better Offices in 
Wood Committee will help groups in 
other cities organize their campaigns 
on the Twin Cities’ model. 

Highlight of the two-week festival 
in Minneapolis-St. Paul will be a 
“Parade of Offices.” Outstanding ex- 
amples of well-appointed offices in 
wood will be seen by businessmen and 
the public on an open-house basis. 
Awards will be given for the “most 
friendly” office and for the “friendliest 
secretary.” 

The national B.O.W. committee is 
supporting the Twin Cities’ promotion 
with portfolio of office plans and a 
special kit. Richard D. Behm, national 
B.O.W. chairman and trade promotion 
director of the Hardwood Plywood In- 
stitute, reports, “The degree of inter- 
est and cooperation and civic support 
is beyond our expectations.” 


Lumberyard Employes in School 


Twelve college and universities are 
conducting special courses early this 
year to teach employes of retail 
lumberyards how to do a better job 
of serving homeowners and other cus- 
tomers, reports NRLDA president Paul 
R. Ely. 

“Because of broadened public inter- 
est, the curriculum will place increased 
emphasis on methods of estimating 
home improvement jobs and helping 
advise the do-it-yourself customer,” 
Ely said. “The courses, which last from 
14 to 30 days or more, are being given 
for the 11th consecutive year. To date, 
7,000 lumberyard employes have at- 
tended 184 courses.” 

Institutions conducting the courses 
are: Michigan State University, Ohio 
State University, Pennsylvania State 
University, Southern Methodist Uni- 
versity, State University of New York, 
University of Massachusetts, Univer- 
sity of Missouri, University of Wash- 
ington, University of Minnesota, North 
Carolina State, University of Illinois 
and Rutgers University. 


Home of Future 


Monsanto Chemical Company’s ex- 
perimental plastic home at California’s 
Disneyland includes air-conditioning, 
which wafts scents around the house; 
electrostatic dust control; panelescent 
recessed lighting; television phones. 


January Building Hits New High 

January outlays for new construc- 
tion set a record for the month though 
declining seasonally from December. 
Spending totaled $3 billion—3% above 
the same period in 1956. Significantly 
however, January outlays for new 
homes dropped 9% from a year earlier. 
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@ immediate delivery in three sizes —@ Black, with choice of black, 
gray or white fronts—no finishing is required; brass or spun 
chrome pulls —™@ Smooth-action steel slides available for easy in- 
stallation——™ One-piece seamless construction, rounded corners 
—™ Warpless, climate-proof—M@ Pre-grooved for partitions — 
@ Resistant to grease, chemicals ——™ Molded of Bakelite brand 
Phenolic Plastic, Knoll-Drake drawers have limitless application: 
for chests, desks, cabinets and room dividers; in bedroom, living 


room, bathroom and closet 


17'/s x 183/16 X 45/16 
343/3 X 183/16 x 3/16 
343/s x 183/16 X 7 3/ie 


- 








STEEL STRAPPING bundles lumber into compact units 
for fast, easy delivery. (/dea No. U6-12) 


STEEL STRAPPING packages hardwood doors for dam- 
age-free shipping. (/dea No, S2-11) 


STEEL STRAPPING |umber into packages cuts loading, 
unloading time to minutes. (/dea No. U2-2) 






























You can gain important materials handling, pro- 
tection and storage advantages by applying Acme 
Steel unitizing and carload bracing Ideas to your 
operations. Safe, secure packages and shipments 
result in increased handling speed and labor- 
materials economies, bringing you important sav- 
ings and greater customer satisfaction. It’s easy 
to find out how. 


Located near your plant is an Acme Idea Man 
thoroughly experienced in product protection for 
the forest products industry. He is immediately 
available to discuss your specific problems and 
provide hundreds of performance-proved Acme 
Steel Strapping Ideas, without cost or obligation. 
The seven Ideas on these pages are included 
among the Ideas-In-Action Reports your Acme 
Idea Man will be glad to show you. Among these 
many Reports—all of which have been developed 
from actual experiences of dozens of industries— 
are certain to be Ideas that can be applied to your 
problems, for better, faster, more economical 
product handling, protection and storage. 


Your *Acme idea Man can be contacted at the near- 
est Acme Steel Company office. Simply look under 
“Steel Strapping” in your classified telephone 
directory, or send the coupon for full facts and 
information. 


STEEL STRAPPING 














ACME STEEL STRAPPING bundles flooring into secure pack- 
yeaa ages for faster, safer handling. (/dea No. S2-9) 


ACME STEEL STRAPPING packages lumber for full utilization 
STEEL of mechanical handling equipment. (/dea No. U1-11) 


IDEA BOOKS ° 


These three information packed Acme Steel Idea Books are 
available to you on request. They will provide dozens of clues to 
better ways to package and protect your products and plant output. 


Write today for your choice of the above three Acme Steel Idea Books. 
Merely indicate the books you want on the coupon at the right and mail. Your 
request will be filled promptly, with no obligation. 


ACME STEEL STRAPPING packages and secures lumber for 
~ 
years safer, faster shipment. (/dea No. U2-1) 


STEEL STRAPPING unitizes and braces plywood for car- 
load movement. (/dea No. U1-10) 


Acme Steel Products Division 
ACME STEEL COMPANY, Dept. ABU-37 
Chicago 27, Illinois 


Please send me the new Acme Steel Idea Books | have checked 
below: 


0 Stee! Strapping Catalog 0 Unitizing Catalog 
© Packaged Lumber and interlace Load Securement 
0 Have an Acme Idea Man call. 


og NE 3. AES OR 

Re iicianisliies saibeoeid 
Company____ 

Address 

ee ae cs __.. zone State 








ARMSTRONG 
CUSHIONTONE 


Armstrong CEILINGS 


A sound box demonstrates quiet 


An installed ceiling shows beauty 


What an opportunity to really demonstrate what sound conditioning can do in a home! Now, 
through national TV demonstrations on the Armstrong Circle Theatre, your customers will see the 


difference 


and hear the difference a Cushiontone ceiling makes. 


Millions of families in these 97 areas will learn about the new home comfort of 
sound conditioning. 


Live Network (9:30-10:30 p.m. New York City Time) 


Abilene, Tex. 
Albany, Ga. 


Albuquerque, N. M. 


Amarillo, Tex. 
Atlanta, Ga. 
Baltimore, Md. 
Bangor, Me. 
Birmingham, Ala. 
Boston, Mass. 
Buffalo, N. Y. 
Charleston, S. C. 
Chicago, Ill. 
Cincinnati, O. 
Cleveland, O. 


Colo. Springs, Colo. 


Columbus, O. 
Davenport, lowa 
Dayton, O. 

Des Moines, Iowa 
Denver, Colo. 
Detroit, Mich. 
Erie, Pa. 
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Evansville, Ind. 
Fargo, N. D. 
Fayetteville, N.C. 
Ft. Wayne, Ind. 
Ft. Worth, Tex. 


Grand Rapids, Mich. 


Great Bend, Kans. 
Greenville, S. C. 
Harrisburg, Ill. 
Hastings, Neb. 
Houston, Tex. 
Huntington, W. Va. 
Indianapolis, Ind. 
Jackson, Miss. 
Johnstown, Pa. 
Kansas City, Mo. 
Knoxville, Tenn. 
Lake Charles, La. 
Lancaster, Pa. 
Las Vegas, Nev. 
Little Rock, Ark. 
Louisville, Ky. 


Memphis, Tenn. 
Mesa-Phoenix, Ariz. 
Miami, Fla. 
Milwaukee, Wisc. 
Nashville, Tenn. 
New Britain, Conn. 
New Orleans, La. 
New York, N. Y. 
Norfolk, Va. 


Oklahoma City, Okla. 


Omaha, Neb. 
Peoria, Ill. 
Philadelphia, Pa. 
Plattsburg, N. Y. 
Portland, Me. 
Providence, R. I. 


Raleigh-Durham, N. C. 


Richmond, Va. 
Roanoke, Va. 
Rochester, Minn. 
Rochester, N. Y. 
Saginaw, Mich. 


Salt Lake City, Utah 
San Antonio, Tex. 
Schenectady, N. Y. 
Shreveport, La. 
Sioux City, lowa 
Sioux Falls, S. D. 
St. Louis, Mo. 

St. Paul, Minn. 
South Bend, Ind. 
Springfield, Ill. 
Syracuse, N. Y. 


Tampa, Fla. 

Tucson, Ariz. 

Tulsa, Okla. 

Utica, N. Y. 
Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kans. 
Wilkes-Barre, Pa. 
Winston-Salem, N. C. 
Youngstown, O. 


Yuma, Ariz. (7-day delay—9:30 P.M. 
Mountain Time) 


The following stations carry the Circle Theatre on a 
delayed basis. It will be seen at 9:30 Los Angeles 
Time the same evening as the “live” show. 


Eugene, Ore. 
Fresno 

Los Angeles 
Portland 
Sacramento 


San Diego 
San Francisco 
Seattle 
Spokane 
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ON TELEVISION! 


Armstrong Circle Theatre 
A full hour show —live from New York 
NBC-TV alternate Tuesdays 9:30 P.M. EST 





Your success in selling Cushiontone 
ceilings to the huge home remodeling 


S p ri Nn g Sc h ed u le and new construction markets makes it 


possible to increase again one of the 


FEB. 5 - FEB. 26 biggest advertising programs in the en- 


tire building field. In addition to ads 


AP R. 16 aad MAY in Life, Better Homes & Gardens, The 


American Home, and Sunset, network 











television will carry. the Cushiontone 
story into still more homes in your 
area. This means more interest, more 
demand, and more sales . . . for you! 


Tie in your yard with this big, new 
advertising program. Free Cushiontone 
ad-mats, TV slides and radio spots, dis- 
play ideas, installation booklets, and 
mailing enclosures are yours for the 
asking. Just call your Armstrong or 
wholesaler salesman or write Arm- 
strong Cork Company, 3503 Rieker 
Avenue, Lancaster, Pennsylvania. 


(Armstrong BUILDING MATERIALS 


TEMLOK® ROOF DECK * TEMLOK SHEATHING *¢ TEMLOK TILE * CUSHIONTONE® CEILINGS 
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** * REPORT from WASHINGTON 


By R. Y. Kerr 4x wx 


Fear Wage-Price Spiral . . . Big Builders Shift to 
Smaller, Less Expensive Homes . . . Upswing in Remodeling 


In submitting his economic report 
to Congress, as required by the Em- 
ployment Act of 1946, President 
Eisenhower predicted high employ- 
ment and good earnings over the 
months to come; he also predicted 
more money for consumers, main- 
tained growth of industry and in- 
creased spending by local, state, and 
federal governments. 


* * * 


The President’s covering letter 
borrowed its wording largely from 
the report itself and the report was 
mainly the work of the Council of 
Economic Advisers, with advice 
from the heads of executive depart- 
ments. “There are grounds for con- 
fidence,” the report stated, “that the 
nation’s overall prosperity will be 
extended into the months ahead.” 


* * * 


But inflation continues to be a 
growing threat and the rumor cir- 
culates in New York that the Fed- 
eral Reserve will again increase the 
discount rate. This, despite the 
growing belief that monetary man- 
agement is not capable, by itself, of 
dealing with the matter of economic 
stability. The President’s Economic 
Report carries this statement: “To 
depend exclusively on monetary and 
fiscal restraints as a means of con- 
taining the upward movement of 
prices would raise serious obstacles 
to the maintenance of economic 
growth and stability.” 


* * * 


Chairman Martin stated that the 
Federal Reserve finds it difficult to 
cope with the problem of inflation. 
And Alfred Hayes, of the New York 
Federal Reserve Bank, said recently 
that too much faith may be placed 
in monetary policy to deal with all 
economic difficulties, “which of 
course it can not do single handed.” 
This merely points up the Admin- 
istration’s belief that monetary pol- 
icy can’t do the whole job. Industrial 
prices rose 8% last year and con- 
sumer prices 2.7%. Wage boosts 
outran the increase in labor’s pro- 
ductivity and interest rates rose 
sharply. 

* . 7 


The report adds that Congress 
should maintain taxes at the present 
level, stay within the budget on 
Federal spending, strengthen com- 
petition by tightening anti-trust 
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laws and increase aid to small busi- 
ness. Business should shield the 
public against unnecessary price in- 
creases and management and labor 
should reach agreements on wages 
and labor benefits that are fair to 
the rest of the community. Wage 
increases should balance with actual 
increases in productivity. 
* * * 


Many specialists are fearful of 
the wage-price spiral as a creator of 
inflation and as a booster of the cost 
of living. Most of the economists 
testifying before the Joint Eco- 
nomic Committee were doubtful if 
business and labor would give much 
heed to the President’s request for 
voluntary restraint in price and 
wage increases. 


* * * 


The wage-price spiral operates 
chiefly in the field of big corpora- 
tions and powerful labor unions. Big 
corporations usually dominate their 
markets completely enough so that 
they can set the prices needed to 
cover the wage increases they grant 
to the big unions. The small busi- 
ness man has much less say about 
the wages and the wholesale prices 
he must pay or about the retail 
prices he may charge and get. 


* * * 


whose ac- 
curacy this page doesn’t insure, 
though it comes from several 
sources. It has to do with the infor- 
mal division of house construction 
this year, as between large and 
small builders and it turns on the 
supposed fact that, while money is 
tight, the big borrowers can nearly 
always get the loans they want and 
need. 


Here’s a_ statement 


* * * 


The builders who construct big 
subdivisions, and frequently finance 
their customers, are reported to be 
saying that this year they plan to 
specialize in smaller and less ex- 
pensive houses; that this is where 
the big, unsatisfied market is lo- 
cated. Smaller contractors plan to 
build fewer speculative houses for 
people who would be happy with 
smaller houses but who would have 
tough times arranging the financ- 
ing. These smaller contractors hope 
to build larger houses on order for 
customers who have sufficient per- 
sonal credit to manage their own 
financing. 


Reports come in of many plans 
for the major remodeling of exist- 
ing houses. People need more room; 
but they like their present neigh- 
borhoods. To get lots on which to 
build new houses they must often 
go out beyond the suburbs, where 
facilities are still in a vague promise 
state, where streets are not paved 
and public transportation is still “on 
order.” So they shift to the plan of 
bringing their present houses up to 
a satisfactory standard. 


* * * 


There’s fear of further increases 
in the cost of living. In recent 
months the Consumer Price Index 
has reached the highest point since 
the Bureau of Labor Statistics has 
been compiling these figures. Many 
people fail to understand how this 
has happened; since for several 
years the index has held practically 
level. As Dr. Galbraith, a noted 
Harvard economist, explains it, 
these puzzled people have been mis- 
led by averages. 

* * * 


From 1951 to the spring of 1956, 
farm prices slid by about 25%. 
Foods comprise some 380% of the 
weighted BLS formula for figuring 
the index; so the decline in farm 
prices concealed the upward price 
movement of nearly every other 
item included in the formula. Last 
spring, farm prices checked their 
slide and at once the index began 
to rise. Farm prices in the future 
are unlikely to decline enough to 
make a landing field for the index; 
so, as they say in Paris, hold your 
hat (tenez votre chapeau ). 


* * * 


The Department of Agriculture 
has asked Congress to “modernize” 
the farm parity formula; meaning 
to cut parity prices by an additional 
2%. 


* * * 


The FHA reported that applica- 
tions for mortgage insurance on 
new construction in December 
dropped to the lowest level in some 
ten years and while there isn’t uni- 
versal agreement about this, a num- 
ber of home builders and real estate 
agents have told the House Vet- 
erans’ Affairs Committee that un- 
less Congress increases the mavzi- 
mum interest rate allowed on G. I. 
loans the veterans’ housing program 
will dry up and blow away. 
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The“ARDOX®’ 
Spiral Nail 


NOW! A Spiral Nail 


for less than the cost 
of a common nail 


Jones & Laughlin introduces the 
new threaded-to-the-head “ARDOX”’ 
spiral nail to American markets. This 
superior nail, with all the advantages 
of extra holding power, ease of driving, 
and less splitting actually costs less than 
the familiar, smooth, straight-shank nail. 

These established advantages are 
made possible by a major development 
in spiral nail-making technique, utiliz- 
ing J&L quality, higher carbon steel. 

Write for complete information on 
how “ARDOX”’ full 
spiral nails can im- 
prove your operations 
and cut your costs. 
Write to the Jones & 
Laughlin Steel Cor- 
poration, Dept. 520, 
Pittsburgh 30, Pa. 


STEEL 
Jones & Laughlin 


STEEL CORPORATION: PITTSBURGH 
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INCREASED HOLDING POWER 
The “ARDOX” full spiral shank nail develops 
up to twice the holding power of equivalent 
common nails . . . gives you stronger, longer- 
lasting construction. Graph compares eight penny 
nails driven into white pine, 10% moisture, 


EASIER DRIVING 
Despite its greater holding power, the “ARDOX” 
spiral nail actually requires less driving force. 
It speeds construction, reduces operator fatigue. 
Laboratory and field tests prove that “ARDOX” 
spiral nails are as much as 30% easier to drive, 
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“ARDOX" 
NAILS 





























COMMON 
NAILS 








LESS SPLITTING 
The “ARDOX” spiral nail turns like a screw 
when driven . . . threads its way into the wood 
with minimum fiber damage. The stiffer shank 
of the “ARDOX" spiral nail, with less bulk of 
metal, greatly reduces the tendency to split. 


COST SAVINGS 
“ARDOX” full spiral nails, because the greater 
count per pound results in lower cost per nai!, 
cost less per job than equivalent common 
nails. Additional cost savings result from lower 
transportation, handling and storage charges. 
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subfloor-underlay 


” 


2.4-1 is the new 11%” plywood that 
makes possible the revolutionary 
“panel and girder” floor construc- 
tion system that saves from fifty to 
five hundred dollars per house.* It 
also gives you markedly superior 
construction. You save on both 
framing costs and application time. 
And because 2-4-1 has structural 
strength plus smooth surface, it 
serves as both subfloor and under- 
layment. More savings! 

*Actual savings reported by builders vary 


with local wages, size of house and type 
of floor construction previously used. 


Show your builder customers these 


3 waysto get 


. 5 


2. Texture One-Eleven 
siding-sheathing 


Here’s another way to sharply cut 
costs by doing two jobs with one 
material. With Texture One- 
Eleven siding, you can eliminate 
sheathing. This new vertical 
shadow-line Exterior plywood adds 
crisp good looks to any style home. 
Panel is 5g” thick, with 44” deep 
grooves, leaving a full 3g” thickness 
under grooves, meets FHA MPRs 
for combined siding-sheathing. 


For complete information about 2-4-1, 
Texture One-Eleven and Overlaid 
plywood write for free “Plywood 
Light Construction Portfolio.” (Offer 
Good USA Only). Douglas Fir Ply- 
wood Association, Tacoma 2, Wash. 


March 4, 1957, AMERICAN LUMBERMAN AND 








New 2-4-1 serves as both subfloor and 
underlay, spans 4’ girder spacing. Inset 
2x4 blocking supports panel edges. Fin 
ish floor may be hardwood, tile, carpet. 


Support 2 x 4 blocking 
with framing anchors 
or toe nail 








Girders set flush with footings lower house about 12” 
Result: important savings in labor and materials plus 
a visual bonus achieved by giving house attractive 
“low-lying” feeling 
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3. Overlaid Plywood 
siding-sheathing 


Overlaid fir plywood also has the 
“plus” structural strength to serve 
as both siding an’ sheathing. The 
smooth, durable resin-fiber overlay 
is permanently fused to Exterior 
fir plywood to provide the perfect 
base for smooth, long-lasting paint 
finishes. Overlay eliminates check- 
ing, grain raise. Available in stand- 
ard sizes, thicknesses. May be used 
as flat panel, board and batten or 
lapped siding. 


means quality construction 
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THE SMART NEW TREND 
TO FOLDING DOORS... 


Offers Big Profit Opportunities with 


Lh FOLD-AS|DE [00r HaRDware 














Builders are concentrating more and more 
on the charm and compactness of folding 
doors. Doors that Fold-Aside create luxurious 
effects and spaciousness that helps sell homes. 
This means new profit opportunities for 
building supply outlets...and particularly 
for those featuring Acme Fold-Aside Door 
Hardware... finest available. 

Again, Acme engineers have come up with a 
superior design. One that permits the great- 
est number of folding door uses. The extruded 
aluminum overhead track with nylon wheel 
assures smooth, faultless operation. The ab- 





LLL, 














sence of a bottom track permits installations, 
in addition to wardrobes, that are not other- 
wise possible...such as over-a-counter 
screens, room dividers, and window shutters. 
There’s nothing on the floor to trip over or 
catch dust. Use any wood, plastic, or decora- 
tive material in panels, frames, or louvres. 
Installation is easy. Simple adjustment for 
doors assures a perfect fit. 

Track is in two sections. Packages are only 
half the usual size — take less dealer shelf 
space. Take advantage of the new trend in 
building — stock up today. 


Write for NEW catalog covering complete Acme line. 


ACME APPLIANCE MANUFACTURING CO., 35 So. Raymond Ave., Pasadena, California 


© 1957 Acme Appliance Manufacturing Co. 
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you know you’re right when you 





specify by DFPA’ grade-trademarks 


€ Proper construction 


factory-inspected, 
laboratory-tested 
To qualify for DFPA grade-trademarks, L—_ J } fy 


manufacturers must pass rigid and con- Wye : TK SES 
tinuous inspection of current plywood pro- - <S 


duction. In addition to these on-the-spot eS ff 

mill checks by DFPA quality supervisors, , 
thousands of samples undergo scientific WW \\\ slaidity end stfllases 
testing in DFPA laboratories. Use of grade- 3 
trademarks may be withdrawn if quality is 
not satisfactory. 


inside and out 


€ Dependable give-line 


right grade, right INTERIOR-TYPE 
quality for every job oud! 


DFPA grade-trademarks are specification 
guides to the right grade for a specific job. 
Only genuine DFPA quality-tested panels 
bear DFPA registered grade-trademarks. 
There are imitations. Don’t be misled! 


Be sure you can tell the difference. | EXT-DFPA ss 


Send for the DFPA Quality Story —a portfolio of grade- W=~3S E 
use data and a step-by-step description of the DFPA Pits. } Xue 
quality control program. Write Douglas Fir Plywood As- en .. A: 
sociation, Tacoma 2, Washington. (Offer good USA only) *DFPA stands for Douglas Fir Plywood Association, Tacoma 2, 
Washington—a non-profit industry organization devoted to 
product research, promotion and quality maintenance 
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FULL-LENGTH 
FIBERGLAS SCREEN 


SS EXTRUDED 


ALUMINUM 
FRAME 


Sell the Porch Enclosure known 
and approved by Architects, 
Builders and Homeowners, 


3-WAY VENTILATION 





5 b 
ba oop 
OVERLAPPING 
SASH PROVIDES > 
AIR-TIGHT SEAL a 


=! 


l 





All panels at top — 
screened ventilation 
below head level. 

















All panels at bottom 
— draft is off floor 
and feet. 


Panels all at center — 
creates “thermo-air” 
circulation. 


PIN-LOK 
DEVICE 
LOCKS EACH 
SASH IN 
POSITION 


SASH SPRING 
MOUNTED FOR 
SMOOTH 
OPERATION 





| 








EXCLUSIVE 
OX SILL 
CONSTRUCTION 
FOR SIMPLE 
INSTALLATION 


PANELS SLIDE IN 
SEPARATE METAL 
ALLOY CHANNELS 

! 


WOOD FRAME 
: TREATED FOR 
TERMITE AND 
DECAY 
PROTECTION 


o®* 





“DeVAC GlassWalls” stands for a quality product 
and effective promotion — a combination that spells 
sales for you. 

The expert eye of the architect or builder recog- 
nizes the superior design and construction features 
that have made this Porch Enclosure the first choice 
for fine homes everywhere. To the homeowner, one 
of the strongest selling points is the fact that the 
DeVAC porch enclosure combines both windows and 
full-length screen in a single unit. And all three — 
the architect, the builder and the homeowner — are 
familiar with DeVAC GlassWalls as a result of na- 
tionwide promotion and advertising in leading home 
magazines. Yes, “DeVAC GlassWalls” is a name 
your customers know and respect. 


Write for complete details, prices and specifications. 


D eVAC, @ oe Cf @ Exclusive Distributorships Available in Select Territories 


Dept. 83, 5900 Wayzata Bivd., Minneapolis, Minn. 
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Ack your independent 
plywood. jobbor 

how you. 

Con, 


Profit 


from this 





Your Evaneer fir plywood jobber can now pro- 
vide you with the beautiful and practical new 
line of Evanite hardboard. He can also show 
you the profit potential of both hardboard and 
fir plywood . . . give you the advantage of his 
ideas and experience . . . help you tap new and 


of your customers. Take advantage of your 
independent jobber’s stock, and his merchan- 
dising help, to reap the profit in this pair! 


EVANS PRODUCTS COMPANY, GEPT. S-3, PLYMOUTH, MICH. 


Piawss ai Cous Lay, Guid Leach, Corvallis and 
Roseburg, Oregon; Vancouver, B. C. Evans Sales 


perhaps unsuspected markets. Offices: Plymouth, Michigan; New York; Chicago; 
Tampa, Florida; Coos Bay, Oregon. 

Evanite hardboard comes in five interesting 
textures and its applications are many and 
varied. Your independent plywood jobber can 
pet both Evaneer plywood and Evanite hard- 
board in the same shipment, giving you the 


advantage of a wide selection to satisfy all 


Evans is an associate member of the National Plywood Distributors Association 


DFPA grade-marked 
for uniform quality 





5 NEW BLOND EVANITE HARDBOARDS 


EVANEER AND EVANITE ARE TRADEMARKS OF THE EVANS PRODUCTS COMPANY 


RIB-BORD CORRU-BORD 


DECA-BORD 


SMOOTH-BORD PERF-O-BORD 
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Only Jaeger offers it... 


front-of-engine pto operated from cab or 
ground by finger-touch hydraulic control 


Jaeger has held the original patent for a truck-mounted, truck-engine driven mixer 
since 1928. From 29 years of leadership now comes Jaeger’s greatest development: 





e a front-of-engine pto drive controlled from inside and outside the cab, 
e that can start, stop and reverse the drum while traveling, 


e with the finger-tip ease and foolproof safety of single-lever hydraulic control. 








6 Cu. Yds. of Concrete with Legal Axle Loading 


Model 514-6 Jaeger on GMC FW-556 truck, with front pto has 3” shorter center of 
gravity of 67” instead of 70” with 6 cu. yds. (24,300 lbs.) of payload. Of 44,565 Ibs. 
g.v.w., 31,445 lbs. are on rear axles and 13,120 lbs. on front — an ideal mounting. 
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1. PTO ADAPTER: 

Direct coupled to Jaeger 3-speed trans- 
mission. Auxiliary shaft drives pump. 
2. DRIVE SHAFT: 

Located outside truck frame, always 
accessible. Installed in field or at fac- 
tory without altering standard body 
metal. Standard parts thruout. 


3. TAKE-OFF AND INITIAL REDUCTION: 
Adaptable to any standard truck. Dust- 
proof horizontal split case encloses 
timing belt and shafts. Shafts are on 
sealed, self-lubricated bearings. Note 
cross-braced protective bumper. 


4 


od ; — fe has — d 


{ 


‘. a . . 
3-Speed Hydraulic Reversing 
. . . 
Transmission Makes It Possible 
Jaeger’s exclusive hydraulic reversing transmission revolu- 
tionizes truck mixer pto operation. One touch of a lever 
does everything by power. Operator can cut his engine in 
and out or reverse his drum by automatic cycle, while 
traveling. Drivers welcome its ease. Owners welcome its 
complete safety and freedom from adjustment. 


Optional transmission of automotive type is available 
if desired. Either transmission provides 3-speed drum oper- 
ation of 114 to 16 rpm within efficient engine speed range. 


Complete information about the great new Jaeger 
Model F truck mixer, powered and equipped to assure the 
most profitable payload and operating characteristics, is 
waiting for you at your Jaeger distributor’s. Check with 
him or write us, today. 

THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 
Jaeger Machine Co. of Canada, Ltd., St. Thomas, Ontario 


Distributors in more than 150 cities of U.S. and Canada and world-wide 


Circle No. 12 on Coupon, page 130. 





once if was a 
specialty item... 


but now tt 
is a staple! 


THE WHITE 


a product of GENERAL PORTLAND CEMENT CO. 


CHICAGO 


28 


DALLAS 


WHITE CEMENT 


nina (Ua 


A few years ago practically all white cement went into a 
specialty product such as architectural concrete units, stucco, 
terrazzo, cement paint . . . these markets continue to increase 
plus widespread purchases by home-owners who want more 
attractive concrete than can be made with grey cement. And 
the extra cost is so little on most jobs! 

Trinity White Cement is whitest in the bag... whitest in 
the mix . . . whitest in the completed job. It is a true portland 
cement that meets all Federal and ASTM specifications. For 
literature and quotations write to 111 West Monroe St., Chi- 
cago. Offices at Dallas, Chattanooga, Tampa and Los Angeles. 


as white | as snow 


plain or waterproofed EALERS! 


Send for your copy of this new 


* CHATTANOOGA + TAMPA «+ LOS ANGELES popular booklet for consumers, 
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...how else could you move ; billion feet so well? 


+ Smooth-riding helical coil springs 


Producing 12 million board feet of lum- Features like these made their choice 
ber plus 7! million feet of plywood of 7 Gerlinger carriers a wise + 4-wheel power-assist brakes 
monthly, this Roseburg, Oregon mill op- investment: - Reserve-power overhead valve engine 
eration is a bit too big to be typical. But * Superior cab-to-road visibility * Choice of 6- to 30-ton capacities 
they solved their problem of handling + 4-Speed synchromesh transmission Get more detailed information from 
the tremendous output in a way that is * All-welded structural steel frame Gerlinger Carrier Co., Dallas, Oregon. 
typical of many mills and yards today. 

To move more than !/,-billion feet an- 
nually through all phases of operation Leaders for 38 years TOW MOTOR 2 & SINGER 
from receiving to delivery they stand- in building Fork Lift GFA INGE SSIS 
ardized on Gerlinger material carriers. Trucks and Carriers 
And bought high-stacking Gerlinger fork 


lift trucks to “feed” them. Gerlinger Carrier Company, Dallas, Oregon, is a subsidiary of Towmot 


THE ONE-MAN-GANG 
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nae how you can benefit 
eaturing paint brushes with 





How to select @ paint prush 








saves you money 





erforms better... wears longer .-- 


as (4) bristles vary1ng in 
ilities will give you 


A good brush 
4s g Pp 


1 There are several qualities to lo 
tbrush. First, see if there is (1) a | leng 
ink, ~ excellent performance. It has a greater work- 
_ejiminates €X- \v 


ok for when select “4 look for a brush that | 
th. A brush with these qué 


ing a good pain 
g. Then 
nt-holding capacity- 






7’ full head of bristles in a firm settin ; 
look closel) at several individual bristles. They aK ing and pal 
should be (2) finely tapered with slightly curled { NM cessive dipp!ng- The brush will (5) release & finish 
yortion of the bristles smoothly and evenly on any surface. You save time, 5' 
paint with ease, do a professional-looking job. 


tips Make sure a gen rous } 


\\ INiy have (3) Ups that are split or “flagged.” Finally, 


ushes, 


Now, better performance with improved TYNEX® nylon bristles 
ional painters dip their br 


@ When buying 4 paintbrush, look for (6) the trade- stroke. Learn how profess 
mark TYNEX on the handle. Quality paintbrushes how they clean them 
made with bristles of TYNEX nylon give you bette You can have this valuable information without cost or 
performance. They pick up 4 full load of paint at every obligation. Just send your name and address to E. I. du Pont 
dip and lay on 4 smooth, streak-free coat. And a de Nemours & Co. (Iinc.), Poly hemicals Department, Room 
ye durable bristles £ 63-4, Du Pont Building, W iImington 98, Delaware. 
7 TYMEX is fy ate t ark for DuPont ¥ ylon briatles 


hos bristled with TyNEX ha 


brus! 

that (7) clean easily . . - rinse thoroughly - - - dry Lan regixtered tradema 

quickly —are always ready for re-use. d ‘f TYN = x* 
should have on ent 

7 NYLON BRISTLES 


FREE additional facts everyone 
choosing and usin Tips on painting 
surfaces, the correct THROUGH CHEMISTRY 


ga paintbrush. - > 
BETTER THINGS FOR BETTER LIVING 


holding 4 brush, painting 


unusual 
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from this nationwide campaign 
TYNEX’ nylon bristles 












uRING the months when paint and brush sales are 
heaviest, over 24 million combined readers of Better 
Homes & Gardens, The American Home and Popular 
Mechanics will see these ads. 

They will be told why it is to their benefit to buy a 
quality paintbrush. They will receive valuable tips on 
what to look for when selecting a paintbrush. They will 
also be told that brushes with TyNex nylon bristles have 
all the qualities necessary for smoother, streak-free painting. 

Be prepared to demonstrate brushes with TyNex nylon 
bristles. Stock a complete line of these brushes . . . all sizes, 
including the popular narrow widths. You'll find they sell 
faster, bring you more satisfied customers. 



















Here’s why: 
@ Full paint pickup ® Smooth, even flow 
e Easier to clean ® More durable 

@ Right for all paints, varnishes and lacquers 








Ask your supplier for these sales-producing promotional 
aids on paintbrushes bristled with Du Pont TyNex nylon: 
1. Window streamer/wall poster 

2. Leaflet-—‘‘How to Choose and Use a Paintbrush” 

3. Display card—featuring brushes bristled with TYNEX 
and ‘‘How to Choose and Use”’ leaflet 








TYNEX is the registered trademark for DuPont nylon bristles. 






TYNE’ 


nylon bristles 


BETTER THINGS FOR BETTER LIVING 
+ +» « THROUGH CHEMISTRY 
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Yes, Gabriel is the growing choice of owner, builder and dealer 
alike. Why? Because Gabriel areawalls have set a new standard 
for quality. New process heavy galvanizing insures a crack- 
proof, rust-resistant finish . . . brighter surface . . . cheerier, 
more liveable basements. ‘“Deep-Design’’ corrugations add extra 
strength and provide maximum light reflection. Full-rolled, 
round-bead top does away with sharp edges, reduces injury 
hazard. And Gabriels save time and money because they are 
fast and easy to install. Flat, pre-punched flanges fit snugly 
against wall and prevent water seepage. Factors like these are 
important to home owner, builder and dealer alike—important 
enough to make Gabriel areawalls first choice in today’s ever- 
growing home-building market! 


GABRIEL 
AREAWALLS 


Depth (D)—from 12” to 60” Depth (D)—from 12” to 60” 


Go Gabriel ror tHe Best iN HOME-BUILDING PRODUCTS 
—THE QUALITY LINE PREFERRED BY HOME OWNERS, BUILDERS, 
DEALERS: Basement Sash « Utility Windows « Areawalls + Steel Posts » Adjustable Jack 
Posts + Lintels » Dome Dampers « Ash Pit Doors + Joist Hangers + Scaffold Brackets 
Louvers « Foundation Grills « Window Bucks 


INFORMATION PLEASE —Literature and information on the complete 
Gabriel line are available now. Write today to Gabriel Steel Company, 13704 
Sherwood Avenue, Detroit 12, Michigan. 


Serving the Building Industry for Nearly 50 Years 
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NEW! Stanley Hardware for Bi-Folding Doors! 


Here is the newest idea for interior doorways — 
for closets, narrow passageways, room dividers, 
cabinets—wherever an interior door is called for. 


Bi-folding doors fold back together against jambs 

. allow full access to interiors . . . project as 
little as nine inches into the room. They’re un- 
matched for modern convenience. 


And now you can provide these doors in wood 
or any other material — styled as you choose — 
with new, low-cost, top-quality Stanley hardware! 


#2980 ELIMINATES BOTTOM TRACK! 


Stanley’s exclusive new door aligners eliminate all 
the drawbacks of obtrusive, damageable, dirt-catch- 
ing floor tracks . . . yet even warped doors close 
into place smoothly and evenly. 


#2980 HARDWARE IS NEW WITH NEW AND 
EXCLUSIVE FEATURES 


1. One set for all doors %4” to 1%” thick. Two-door 3. Up to 1%” vertical adjustment is allowed by the 
sets packed for 2’, 2’ 6” and 3’ finished openings; heavy-gauge steel brackets that support pivots and 
four-door sets packed for 4’, 5’ and 6’ openings. Also guides. 

available in bulk. It’s easy to alter all sets to fit smalier- 4. Unique header guide track, designed so builder 
than-standard openings. can use his own preference for trim. 

2. Quiet, easy operation is assured by nylon pivots 5. Designed for fast, one-man installation. 

and guides that eliminate metal-to-metal contact. 6. Low in price, tops in quality. 


ROUNDING OUT STANLEY’S COMPLETE LINE OF SLIDING DOOR HARDWARE 


The 2825 pocket frame set. | The 2800 for by-passing ; 
One set for all door sizes, 2’ 0” 7 doors. One set of hardware for \ 

to 3’ 0” wide. Slashes dealer both %4” and 136” by-passing =" 
inventory, allows easy one- : doors. Up to %” vertical ad- 

man installations. Just one set 4 justments made without loos- 


for every job! : ening the screws on door. 5 


j 





ih, 
Ask your Stanley supplier for full information about the new #2980 hardware for mod- 


ern bi-fold doors. Find out about the complete Stanley line at the same time. Write 
Stanley Hardware, Division of The Stanley Works, 123 Lake St., New Britain, Conn. 


~~ 


AMERICA BUILDS BETTER AND LIiveEes BETTER With STANLEY 


This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric tools, 


S | yay N L bE VY drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts, chemicals, steel and 


steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany. 
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4DEA -A-MINUTE 


Cash for Your Ideas! 


Got any good ideas that are work- 
ing for you—something that you 
thought up yourself? If so, why 
not mail them in to us? The address 
is American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. We'll 
pay you $3 for each item used. They 
can be as long as a column or as 
short as a paragraph. The ones 
used on this page will give you an 
idea. —The Editors 


Cold Weather Hospitality 


During a recent cold snap we sent 
invitations to a select group of 
builders to remind them we had 
available free coffee, cocoa, tea and 
soup in our coffee bar. This re- 
minder and free use of telephones 
brought many familiar faces back 
to the yard. Though some of the 
builders didn’t buy anything, I’m 
sure they’ll remember our yard 
when the weather breaks.—Graham 
Holt, Holt Lumber Co., Milwaukee, 
Wis. 


Solves Christmas Giving 


We have solved our Christmas 
giving problem to architects and 
contractors in our market area. In- 
stead of giving gifts to those on our 
customer list, we take the same total 
sum of money we formerly put into 
our Christmas gifts and set up a 
scholarship at our local junior col- 
lege. 

We send a simple card telling 
what we have done to our contractor 
and architect friends. We thank 
them for their patronage during the 
past year and tell them that because 
of this we have been able to set up 
the scholarship. 

We have found this creates a lot 
of good will. It is different from the 
usual business Christmas gift and 
attracts attention because of this. 
—R.T. Wasson, sales manager, The 
H. O. Seiffert Co., Everett, Wash. 


Sells Cheap Lumber 


When we had 100,000 feet of low- 
grade lumber, we divided it into 
5,000-foot piles and held an auction 
sale. We marked the cost of each 
pile in code on top of each pile. This 
guided the auctioneer. He would 
start the bidding at this figure and 
work up. 

We got all cash for these auction 
purchases and each buyer hauled his 
own lumber away. The final result 
was that prices ended up not much 
below the figure at which we regu- 
larly carry lumber in the yard.— 
D. R. Shanafelt, manager, Valley 
Building Supply Co., Hermiston, 
Ore. 
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Athletics Pay Off 
We have made our lumberyard 
headquarters for juvenile athletics 
in our community. These include 
Little League and Babe Ruth 
League baseball. This exposes us to 
hundreds of families. There are at 
least 200-300 boys in these local 
leagues. We know we make sales as 
a result of this program, in addition 
to our own enjoyment of it.—P. R. 
Robbins, manager, Columbia Valley 

Lumber Co., Anacortes, Wash. 


Trains Personnel 


After we have completed deliv- 
eries on each house job and the job 
is finished, we bring our entire crew 
out to the house for an educational 
visit. At the same time we bring the 
owner a gift. This pays off by mak- 
ing all of our people familiar with 
how our materials are being used 
in our trading area. Also, it in- 
creases good will on the part of our 
customers and this generates more 
business. — Earl Matheson, mana- 
ger, Columbia Valley Lumber Co., 
Everson, Wash. 


Dual Purpose Journal 


We buy hardwood for heel stock 
and pallets and to keep track of pur- 
chases we’ve developed a purchase 
journal that gives both our buyer 
and the sawmill operator the infor- 
mation they need about each lumber 
shipment. 

When lumber is unloaded in the 
yard, each load is given a number. 
This number and the arrival date 
are entered on the journal sheet. 
After the loads for each mill are 
tallied and checked, they are en- 
tered on the sheet. Prices are in- 
serted and lumber costs figured. 

We keep a carbon copy of the 
journal which is sent to the sawmill 
operator with the check in payment 
for the lumber. This form has re- 
duced many misunderstandings and 
gives both parties concerned the 
details of the transaction. The fol- 
lowing columns are ruled on the 
sheet: Date, rec’d.; Load No.; Date 
Tallied; Tally No.; Load Sections; 
Size; Kind; Grade; Grade Footage; 
Tally Footage; Price; Grade 
Amount; Tally Amount; Ck’d By, 
and a small column for comments. 
—Frank H. Woodward, president, 
Woodward Lumber Co., Brattleboro, 
Vt. 


Aids Library 


We have obtained duplicate copies 
of all the plan books and home dec- 
orating and planning books we have 
in the office and have donated them 
to the local public library. In front 
of each book we have placed a hand- 
written inscription saying that the 
book was given to the library by our 
firm.—R. M. Pineo, owner, Bruce 
Lumber Co., Bremerton, Wash. 


Women Control Spending 


In opening the mail this morning, 
we had a vivid demonstration of 
the importance of women buyers to 
the retail lumber dealer. Out of 16 
personal checks, nine of them were 
signed by women. In many of these 
sales, the women applied the ma- 
terial, too, in addition to selecting it 
and paying for it. — Charles R. 
Cooley, Three C’s Lumber Co., 
Grants Pass, Ore. 


Special Favors 


There’s one sure way of getting 
concessions from your suppliers— 
pay your bills early enough in the 
month so they can pay their own 
bills by the 10th. In this way you 
help them pick up discounts. Our 
suppliers appreciate this; if a sup- 
plier ever makes any special conces- 
sion, he is sure to offer it to us in 
appreciation. — W. M. Day, retail 
manager, Cal-Ida Lumber Co., Au- 
burn, Calif. 


Try Smiling 

It doesn’t cost me a dime to smile 
at the customers, and I credit a lot 
of my business to that smile which 
every one of our customers gets as 
he walks in the door.—Ernie Lin- 
gren, Ernie’s Building Supply, 
Rogue River, Ore. 








Recommended Reading for Lumber Dealers: 


PRICING 
FOR 
PROFIT 
AND 
MAKING IT 
STICK 


How te sell lumber and building products 
profitably. How to calculate costs, make mark- 
ups and set prices that insure an adequate 
profit. This is ART HOOD’S famous text on 
“compensatory pricing’ 





AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 
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In addition to the 


fast-selling favorite Knotty Pine 
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Gold Bond 


Announces four new 


GYPSUM 
GRAINBOAROD 
FINISHES 








and here they are... 
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ailalitike’s great built-in jam 
Refrigerator-Freezer § 














No special framing 
No extra 
labor cost 







PREWAY provides the newest news — and the 
best news — in a built-in Refrigerator-Freezer 
— a 13 cubic foot all-in-one unit that has 


everything the housewife wants and the build- 
er needs. 









For the homemaker there’s striking beauty 
we eet ts in appearance, inside and out. There is re 
A oimple glee aie more shelf room by far than comparable agent ares 
wont ’ ern conventional refrigerators provide, plus 
, all of the accessories in roll-out shelves, 
crisper drawers and the like. There is 
fully automatic operation — no defrost- 
ing is ever needed. The freezer holds 
156 Ibs. of frozen food — operates in- 


dependently, for one compressor serves 
both units. 














or is plugged 
all outier. . 















For the builder there is the most 
simple installation there can be. 
Made with a formed steel frame 
as a base, this PREWAY refrigerator- 
freezer just skids in place and plugs 






i 
i Freezer os 
Refrigerator sven 
= s pe Bae into the opening 
: . 


3 







5. Lower Panel is sey 

in. You see it demonstrated here. n place. 
Naturally, the dealer who can 
show builders this better way 
— PREWAY — is the dealer who 


will get this profitable busi- 
ness. 











Full information in a 


full color bulletin is yours for 
the asking. 


PREWAY Inc. — 
ae. “ty 


6. Fin 
8357 Third Street, N. * Finished installation 
Wisconsin Rapids, Wis. 








3 pir-grille is fitted 
* “into opening: 
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Progressive Lumber Dealers 
il! Cash-in-on 
BILI-WeELL 


“OPERATION PROFITS 


...a powerful bas 8 phase integrated 


merchandising plan designed to 


substantially increase your sales 


1957 promises to be a year of tough, competitive B/LT-WELL’s OPERATION PROFITS Plan is 


selling for the lumber dealer in the battle for new _—_ designed to provide you with powerful merchandis- 


home and remodeling sales. ing weapons to help you capture your share of the 


The stakes are high! A market of over $15.3 rich window and cabinet market. 
billion in new homes and $17.5 billion in remodeling! Sign up now for every phase of OPERATION 
Only those lumber dealers who are willing to go PROFITS and watch your BILT-WELL sales 


“all out” in forcefully merchandising the products volume climb in °57! 


they carry will be in the running! 


tot IIS Io ictck te 


THE BILT-WELL LINE of outstanding woodwork...BILT-WELL WINDOW UNITS—Awning, 
Double-Hung, Casement, Basement, Storm and Screen, Gable Sash and Louvers... BILT-WELL 
CABINET UNITS—Kitchen, Wardrobe, Multi-Purpose, Vanity, Lavatory, Corner China, Mantels... 


WwW 3 a5 BILT-WELL DOORS—interior, Exterior, Combination, Garage, Screen. 
ee ‘abgeeree 
wood aa 9 RH Since 1866 Manufactured by 


eu CARR, ADAMS & COLLIER COMPANY 


Dubuque, lowa 
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Each phase of BILT-WELL Operation Profits is geared to make your selling 
job easier...to help you take full advantage of the well-known, nationally 
advertised BILT-WELL brand and to increase your volume of BILT-WELL sales. 


All-New BILT-WELL 
Product-in action Displays 


The °57 line of BILT-WELL Showroom 
Displays on windows and cabinets are de- 
signed to give you maximum “‘see-feel-op- 
erate’’ effectiveness in minimum floor space. 


Complete BILT-WELL 
Cabinet Training Program 
for Dealer Salesmen 


To help you reap the profits of the big 1957 
new home and remodeling market for 
kitchen and multiple-purpose storage cabi- 
nets, BILT-WELL is offering a complete 
Cabinet Training Program for the man (or 
woman) you select to be your “cabinet 
specialist” 


Sales Stimulating 
Builder-Architect Promotion 
Meeting Service 


Everything you need, including manpower, 
to conduct hard-hitting sales promotion 
meetings among builders and architects in 


your area on the full line of BILT-WELL J 


Products. 


Extensive National Advertising 
Campaigns Hitting Consumers, 
Builders and Architects... 
with Local Tie-in Aids 


The 1957 BILT-WELL Advertising Pro- 
gram in all the popular consumer and trade 
magazines is bigger than ever! Over 20 mil- 
lion impressions on prospects for BILT- 
WELL Products. Advance schedules, tie-in 
ad mats and blow-ups of consumer ads 


© available to BILT-WELL dealers. 


New, Action-compelling Direct 
Mail Program for Dealers 


Special direct mail pieces, pin-pointing the 
advantages of BILT-WELL Products to 
consumers, builders and architects, will be 
made available to BILT-WELL dealers for 
mailing to their customers and prospects. 


BILT-WELL Cooperative 
Advertising Program 


A workable plan for helping BILT-WELL 
dealers carry the BILT-WELL product story 
to local customers and prospects through 
radio, television and newspapers. Program 
includes new radio commerciais, TV com- 
mercial slides and scripts and a variety of 
newspaper ad mats. 


New BILT-WELL Builder 
Relations Program 


A program designed to help BILT-WELL 
dealers be of greater service to builders. 
Plan includes special BILT-WELL calcu- 
lating devices and data book to make build- 
er’s job easier. 


BILT-WELL 
Dealer Identification Plan 


Individual BILT-WELL product stickers for 
in-store and on-the-job identification PLUS 
brand new “authorized BILT-WELL deal- 
er” illuminated sign for wall or window. 


forfuthr' BIL T-WELLwoonpworRkK 
BILT- WELL infermation Box 658—Dubuque, lowa Dept. A-127 
“Operation 1am interested in increasing my sales and profits through the BILT-WELL “Opera- 


send coupon tions Profits’ program. 


Profits’ ae. 
Company 
Address 
L City 
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The makers of 








e TWO-POINT BOLT SUSPENSION* of the 
track insures continuous TROUBLE FREE 
operation 
—eliminates bent tracks due to sagging headers 
—eliminates loosening of track suspension screws 
—eliminates 90°/, of job adjustment of door hangers 

@ Header-jamb is designed to eliminate need 
for blocking to the rough header. 

@ Can be installed in 20 minutes just like the 
hinged Ready Hung Door. 

@ Has the narrowest fascia that the width of 


Unbelievably TROUBLE FREE 


* Patent Pending 


DOOR 


PAT. NO 
24869029 


Ready Hung Doors — 

proudly | present 

an EXCITING, NEW 
ADDITION to the 


ne ong em ee narnia 


Ready Hung door 


Family--a 


BY-PASSING UNIT 
fully assembied, ready te 


install in 20 minutes! — 
Pitas: , 


O11G 











lon ¢ 


LOADED WITH NEW AND PRACTICAL FEATURES 


trim used will permit. 

@ Header-trim is at the same height from floor 
as for hinged Ready Hung Doors. 

@ Split-jamb is adjustable for walls from 43" 
to 5!/,"" thick—makes installation easy. 

e Patented packaging insures delivery with 
joints square and tight. 

e Saves TIME—LABOR—MONEY—WASTE 
— WORRY—SKILL 

DOES A BETTER JOB 





READY HUNG DOORS MADE BY THESE LEADING WHOLESALERS 


ALBANY, = od —. Lae “awd hese ba Y 
*) Ba 


panven, cous. West Oran ae N 
Dealer a CALIF 
eady Hung Door Mfg. Co 
PITTSBURGH, PENN 
ron City Sash & Door Co 


suLriMoRe me 
Building Supply, in Lumber 
sinMiNcMAM, A. GRAND RAPIDS, MICH 
Porter-Hadiey Compan 
cma oa 
aor satinas HUNTINGTON. WEST VA 
Bee ROCHESTER, N.Y. | 

BUFFALO, N.Y. HOUSTON, TEXAS oe 

Dinieet Bech & Door SAGINAW, mice 
tmer-Jackson Co., In 0 


cwicaco ic INDIANAPOLIS, IND 
Do 


Midland Building Industries, In 
LOS ANGELES, CALIF 
Ready Hung Door Mfg 


CLEVELAND onio Burbank 
tmer in Co MARION, wo 
ing Me iiteet 


SAN ANTONIO, TEXAS 
Hun Mfg. Corp 
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CALL YOUR LUMBER DEALER 


Circle No. 19 on Coupon, page 130. 


meee ~— Ss. 


FITS ANY 


st. Lesis, “MO ire eye FROM 
Imse-Schilling $ 


ST. PAUL, MINN 
nnesota Wood Sp 


TOLEDO, OHIO 
Allen A. Smith C 


TORONTO, CANADA 
C. Lloyd & Son Limited 
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WHAT § White pocket —or white speck, as it 


is sometimes called—is caused by 


vou x a fungus which dies when the tree 


So 


tp B4 oO U L D : oy is sawn into lumber. 


E “ White pocket has never been Known 
IMINIOUAY § x ; to grow or spread in lumber. 

Do <3 White pocket is no more harmful 

= than any other characteristic per- 
about = mitted in a particular grade of 
WHITE & lumber. 
POCKET SF = & White pocket is found primarily in 

4 old-growth timber. Most pieces 
LUMBER & containing it are high-line pieces. 











N Ew FULL-COLOR 
BOOKLET! 
The latest information on white 
pocket lumber is now available in 
an 8-page booklet. Facts and re- 
ports by the United States Forest 
Products Laboratory furnish a 
background for full color photo- 


ares graphs illustrating recommended 
uses for this lumber. Mail coupon 


WH ITE below for your free copy. 


TTY anes! 
PPOCKET 


WEST COAST LUMBERMEN'S ASSOCIATION 
1410 S. W. Morrison, Portland 5, Oregon 


Please send your free booklet ‘Facts on White Pocket Lumber" to: 


WEST COAST 
LUMBERMEN’S 
ASSOCIATION 


DOUGLAS FIR « WESTERN RED CEDAR 
WEST COAST HEMLOCK e SITKA SPRUCE 
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Historic Villa Louis, built in 1843 by Colonel Hercules Dousman in 
Prairie du Chien, Wisconsin, on the site of the original Fort Crawford. 


Stately Villa Louis Owes Distinction and 


Comfort to Double Hung Wood Windows 


Relative inexpensivenc ss permits generous use 
of double hung wood windows with metal 
weatherstripping, 








An endless variety of design can be achieved 
with double hung wood windows. They are 
easily shaped and their surface receives and 
holds any type of finish. 


42 Circle No. 21 on Coupon, page 130. 


A century ahead of his time Colonel Dousman, a man of several 
extraordinary talents, designed his Villa Louis as a home of arresting 
charm and distinction—and built into it a unique and effective air 
conditioning system. Wholly contained in the home is an ice house, 
with a four-inch air space around it; and air, cooled by the ice house, 
was circulated by ducts to the main dwelling. To serve both purposes 
of outer beauty and inner comfort this practical genius chose double 
hung wood windows. 

Today, in order to utilize effectively the full cooling capacity of 
modern air conditioning, double hung wood windows with spring sash 
balance and metal weatherstripping are recognized as the ideal com- 
bination. Air conditioners can be easily installed in double hung wood 
windows. And metal weatherstripping reduces 85% of window air 
leakage. These and other material advantages of metal weather- 
stripping and double hung wood windows have earned both an un- 
paralleled position of leadership. Best of all, home buyers appreciate 
the substantial installation and maintenance economies that only this 
combination offers. 


WEATHERSTRIP Aeseareé INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 

“ DORBIN METAL STRIP MFG. CO NICHOLS METAL STRIP SERVICE 
MEMBERS: GARDNER WIRE CO. PEMKO MFG. CO 
ALLMETAL WEATHERSTRIP CO. MACKLANBURG-DUNCAN CO PRECISION WEATHERSTRIP CO 
BARLAND WEATHERSTRIP MATERIALCO. MASTER METAL STRIP SERVICE REESE METAL WEATHERSTRIP CO. 
CENTRAL METAL STRIP CO MONARCH METAL WEATHERSTRIP CORP. SOUTHERN METAL PRODUCTS CORP. 
CHAMBERLIN CO. OF AMERICA NATIONAL GUARD PRODUCTS, INC WARNICA PRODUCTS 
DENNIS & CO, W. J. NATIONAL METAL PRODUCTS CO, INC ZEGERS, INC. 
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Shure-Set 


BY THE makers Of Aarmset® 


Ramset Fastening System 


12110 Berea Road, Cieveland 11, Ohio 


Gentiemen, send details of your dealer proposition 


NAM 
ADDRESS. 
= 8g. Scant ye) | eg 9 Re ae 











EDITORIAL 





By-Passing Can Be Stopped 


ECENT statistical reports indicate a shock- 

ing increase in the percentage of building 
material distribution by-passing dealers. The 
figure reached an all-time high at the end of 
1956. 


Every case of by-passing the lumber dealers in 
distribution can be traced to just one source or 
cause—someone other than the dealer controlled 
the sale to the consumer. 


In certain areas and markets dealers enjoy 
relative freedom from by-passing. They do it 
by controlling the building material sales to 
consumers in their trading area. 


Securing control of sales is by no means easy 

but it can be done and is being done by top 
dealers across the country. Some of the tech- 
niques used for dealer-controlled consumer sell- 
ing follow: 


1. Do sufficient consumer advertising, pro- 
motion and selling so that any family who thinks 
of building in your trading area will come to you 
first. 


2. Sell the complete job to the consumer 
without contracting. This involves the control 
of all the details connected with the end-use 
package sales up to the signing of the contract. 
Contractors are then called in equitable rotation 
and awarded the contracts, at which time the 
contractor assigns the proceeds of the contract 
to the dealer for disbursement. 

3. Take the prime contract and sub-contract 
labor, supervision and mechanicals. (Under the 
No. 2 and No. 3 plans the dealer becomes the 
best customer of the local contractors. ) 


1. Build a fence around the prospect by pro- 
viding one-stop service for the complete job. 


5. Have an exclusive source of mortgage 
money and advertise it widely. 


6. Secure an option or outright ownership 
of the majority of suitable building sites in the 
community. 

7. Secure exclusive franchise for nationally 
advertised merchandise widely in demand. 

8. Line up an adequate supply of construc- 
tion loan money and help local contractors with 
their financing needs. 


9. Set up to do the lead securement, con- 
sumer selling and all paper work for contrac- 
tors, leaving them to concentrate on what they 
do best—supervision of labor. 


10. Provide architectural services—have ex- 
clusive supply of most desirable plans and spec- 
ifications. 

11. Control and follow-up manufacturers’ 
leads. 


12. Form a contractors’ cooperative selling 
headquarters in a Home Planning and Improve- 
ment Center with complete displays and equip- 
ment for the promotion and sale of end-use 
packages to local consumers. 


13. Take contractors who control important 
local volume into partnership or sell them mi- 
nority stock in the company. 


14. Have an inventory of new homes for 
sale. 


15. Start a trade-in house program. 
16. Have a model house program. 


17. Get on the board of a bank or building 
and loan association. 


18. Promote a demonstration remodeling job. 


19. Have the best-trained and equipped con- 
sumer salesmen in the local market. 


In cases where the above steps are not ade- 
quate, maintain the best price-service combina- 
tion available for local contractors and com- 
pensate for this low-gross volume by compen- 
satory pricing of high-gross big ticket package 
selling. It may be stated as an equation—the 
ratio of dealers’ control of the building mate- 
rial distribution in a trading area will be in 
direct proportion to the number of the above 
techniques which they employ and the efficiency 
of their use. 
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Most versatile product you can sell... 


No matter who your customers are, VISQUEEN film gives you a greater variety of sales and profit opportunities 
than any other product you stock. 

Contractors want it for moisture barriers under slabs, in crawl spaces and on walls, for equipment and 
material covers, concrete curing blankets, and on-the-job weather protection. 

Professional gardners use it instead of glass in greenhouses, and protect row crops and plants growing 
outside to get earlier, larger, healthier blooms and produce. 

Amateur gardners use it for cold frames, junior size home greenhouses. 

Exhibitors of model homes protect floors and floor coverings with it. 

Stock vISQUEEN film in widths from 30 inches to 32 feet, thicknesses from 1!2 to 6 mil. 

Store lumber, millwork, plaster board, rock lath, lime, cement outdoors under protective coverings of 


black VISQUEEN film. 


LK A 
UMW... is all polyethylene, but not all polyethylene is vISQUEEN. Only vISQUEEN has the benefit of 


research and resources of the 2 
VISKING COMPANY Division of Union Carbide and Carbon Corporation a Yd Queen xsrcew 
PLASTICS DIVISION 

World’s largest producers of polyethylene sheeting and tubing ws" 
p.o. BOX AM3-1410 TERRE HAUTE, INDIANA In Canada: VISKING LIMITED, Lindsay, Ontario 








The Amazing Paneling Story: 

















Here's Why Use of 
Paneling Is Increasing 


new homes with paneling have the luxury 
touch, sell better in today's competitive mar- 
ket. Last year it was accent walls, now entire 
rooms. The use ¢ vood plywood in new 


a. z 
Fully 


years. 33 
f 


me rt ot p 


remodeling is booming, is one of the top mar- 
kets for paneling. Many of the new paneling 
products were first introduced for easy re- 
modeling in the home. 


product improvements have been amazing in 

the past two years. Pre-finishing, convenient 
kaging and wanted sizes give the customer 
vhat he wants. 


healthy competition plus increased produ 
of key items, has kept prices stable, att 


to the customer. 


growing sales skill is evident at both the man- 
ufacturer and retailer level. Noteworthy are 
new display tools offered by many producers 
to dealer-customers. Just as significant are 
producer clinics to improve product know. 
how 











sales soar, product improves, uses 


... STARTING WITH LIVING ROOMS 


The warm beauty of paneling in the living room 
may not melt the heart of a tough builder but 
actually it’s an “extra” that pays its own way. The 
appeal of paneling reduces buyer resistance, cuts 
selling costs in a period of stronger competition. 
There’s a convincing story to tell contractors, too, 
on material costs and speedy application methods. 





. . » MOVING ON TO KITCHENS 


Paneling has arrived in the modern kitchen. 
Best example of its hefty sales appeal are the 
installations showing paneling being run in na- 
tional ads by top appliance manufacturers. Wide 
open are more related sales for lumber and special 
millwork for added utility, decorative touches. 
Smarter styling and individuality is the theme 
for both new and remodeled kitchens and the first 
step often is paneled walls. 





.. . AND THE FAMILY ROOM 


Prime target for paneling are the family rooms 
now being included in most new homes. Paneling 
has the edge for the family room but contractors 
need the lumber dealer’s know-how with wood. 
Homes with basements offer still another sales 
opportunity for both new construction and re- 
modeling. Newest building wrinkle is to full finish 
the basement recreation room with paneling be- 
fore selling the house. 


Special section begins on page 48 





Photos Hardwood Plywood Institute, Hotpoint 
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PANELING 





FOR NEW HOMES 











DINING AREAS in new homes can use 
paneling effectively. The divider, above, 
separating the kitchen from the dining 








space was also paneled for decorative 
continuity. 


Contractors Turn to Paneling 


Early-bird visitors to model 
homes this spring are noting one 
big difference—wider use of panel- 
ing. Last year it was just accent 
walls, now it’s entire walls of 
paneling for the family room, bed- 
rooms and even the kitchen. And 
the reasons for panelings lively ap- 
the trend is especially obvious in the 
new homes erected by leading build- 
ers known to be alert to the public’s 
changing buying habits. 

Because the consumer has been 
exposed to the appearance and util- 
ity of paneling, it’s now up to the 
dealer to show the builder the ad- 
vantages of using more paneling in 
new homes. Paneling is a beautiful 
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product . . . which can be seen by 
the prospect—always a basic guide- 
post for the hard-headed builder. 
And as he looks at his blueprints 
of houses to be built this year the 
contractor is also discovering that 
trends in house design seem to en- 
courage wider use of paneling. For 
example, the popular family rooms 
seem a natural for good-looking 
panelings. Or again, new orienta- 
tion of the dining-living room sug- 
gests the luxury touch of paneling 
to soften the blow of reduced room 
dimensions after working family 
rooms, a fourth bedroom or an 
added bath into the plan. Finally 
the all-important kitchen seems to 


take on new charm with paneling. 

Added costs. While varying with 
the job itself, many builders have 
found that some paneling is often 
no more expensive than conven- 
tional wall coverings. The cost- 
range is tremendous in paneling 
and the product can be efficiently 
matched to the value of the house 
being built. 

Considering the many new 
panelings now being introduced 
there is little wonder that both the 
retailer and builder have a difficult 
time just keeping up with the new 
items and many new application 
methods. Basic panelings are well 
understood but the changes coming 
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A i 
BUILDERS LIKE hardwood plywood panel- 


ing in 4 x 8' sheets with grooving to simu- 
late random widths. Preferred application 








NEW TEXTURES in fir plywood for panel- 
ing have increased the sales potential for 
this product in home interiors. 











is with adhesives. 


in new textures and finishes keep 
one hopping. 

Display essential. A very com- 
plete display of paneling in the 
yard fully labeled and priced helps 
solve the problem of really know- 
ing all the types available. It 
definitely increases consumer busi- 
ness and is also of material value 
to the contractor. This is especially 
true when one considers that wider 
use of paneling for new homes is 
a relatively new idea for most 
builders. Many contractors also 
like to offer their prospects a 
choice of panelings and this re- 
quires a visit to the lumberyard to 
see finished samples. 

In selling paneling directly to 
the builder one of the greatest 
dangers is accepting the sale of a 
minimum product. It’s easier to 
give the builder customer just 
what he asks for and to make no 
attempt to grade-up the sale. 
Paneling is beauty, a sense of lux- 
ury for the home buyer and shoddy 
materials can actually hurt the 
sale of a home. 

Contractor meetings. Contrac- 
tor meetings are popular in these 
competitive times and an evening 
on paneling is usually well re- 
ceived. Aside from the many types 
of paneling to present to builders 
there are new application methods, 
which are worth demonstrating. 
Hardwood plywood, for example, 
may be applied in many different 
yays. Adhesives are highly rec- 
ommended with nails serving as 
secondary fasteners for both new 
construction and remodeling. A 
demonstration could show the six 
basic steps for using adhesives 
with a windup on applications over 
masonry walls. 
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Because the manufacturers of 
panelings are especially competi- 
tive, dealers are urged to set high 
standards for their contractor 
meetings. It pays to insist on a 
well-organized affair with plenty 
of emphasis on practical demon- 
strations useful to the builder. 
Motion picture films have their 
place but they should not be al- 
lowed to dominate the entire pro- 
gram. 


Prefinished paneling. In build- 
ing new homes today the trend to 
wider use of components and pre- 
finished materials is strong and 
significant. The whole idea is to 
eliminate handwork as much as 
possible on the job site. Prefinished 


paneling has strong appeal to 
most cost-conscious builders. They 
know, for example, that five panels 
of prefinished birch 4 x 8’, covering 
two walls costs only $70 to $75. 
The application is fast, saving 
labor, reducing the overall time 
to make the house ready for sale. 
Prefinished paneling arrives on the 
job in cartons eliminating loss and 
damaging during construction. 


Color in paneling. Many species 
of paneling, ponderosa pine for 
example, are given added sales ap- 
peal with the new color stains just 
being introduced on the market. 
Wood stains still remain, but the 
addition of color in pleasing color 
tints broadens the sales potential 
for paneling of certain types. 





FIREPLACE WALL is always a popular spot for quality paneling. Installations in this area 
require a skilled application because a living room is in constant use. 
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PANELING 
DISPLAY 














TOP AWARD went to the Mathieu Lumber 


Co., Blue Island, Ill. They also backed up 


their display with intensive sales training. 


Contest Sparks Unusual Paneling Displays 


More than 1,000 lumber dealers, 
from all parts of the country, com- 
peted in a recent contest, spon- 
sored by the U. S. Plywood Corp., 
to stimulate new display ideas. 

National winner in the competi- 
tion, which began last May, was 
the Mathieu Lumber Co., Blue 
Island, Ill. Top prize was a trip 
to Bermuda with all expenses paid 
for owner Ed Mathieu and his wife. 
Regional winners were the Ster- 
ling Lumber Co., North Plainfield, 
N. J.; Moser Bros., Bridgeport, 
Penna., Manasota Millwork Co., 
Palmetto, Fla., Benson Lumber Co., 
Pawhuska, Okla., and the Blue Star 
Lumber Co., Lynwood, Calif. 

Mathieu in developing his dis- 
play used basic sales tools avail- 
able from his supplier but he added 
many original touches of his own. 
The use of a sawtooth layout 
rather than a flat wall display has 
been quite widely employed, but 
Mathieu came up with a fresh 
treatment for the lower and upper 
area of the display. His use of 
signs and identification of samples 
was especially attractive. 
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Strong appeal to women custom- 
ers was added by including smart 
drapery fabric as separators be- 
tween the individual sample 
panels. Literature was placed on 
the end of the display with a 
viewer for color slides and other 
sales tools convenient for custom- 
ers. Finishing products were _lo- 
cated at the other end of the saw- 
tooth display. 


Ed Mathieu believes in display 
but he points out that sales train- 
ing for his employes helped him 
boost his sales. After setting up 
his display he scheduled three em- 
ploye meetings on paneling which 
covered both products and the 
sales strategy. This proved to be 
just the ticket for increasing sales 
and it convinced Mathieu that 
strong display and well-informed 
sales people were a winning combi- 
nation. Adjacent to the paneling 
display a comfortable planning cen- 
ter stocked with literature further 
stimulates sales for new construc- 
tion and remodeling. 
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Does Display Help? 
Here are typical dealer mment 
reporting results after installing a 


fu sizea paneling display 


"Sold an order for 25 pieces of panel- 
ing the first day our display was in- 
stalled. Have since sold a builder on 
using paneling on his homes.” 
Lowry Lumber Co., Tampa, Fia. 


"We have sold three jobs of pre- 

finished materials, one to one of the 

builders of the finest homes in Okla- 

homa, who plans to feature paneling 
in his promotions.” 

Carey Lumber Co., 

Oklahoma City, Okla. 


"We made two sales from the display 
the day it was installed. Have av- 
eraged increases of $1,000 per month 
last September and October. In 
November two jobs alone totaled 
$1,600." 

Traynor & Silver, Palo Alto, Calif. 


"Our sales in 1955 were about $8,800 
but in 1956 after installing a display 
total paneling sales reached $15,085." 
Mickelson-Baker Lumber Co., 
Mason, Mich. 
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j why builders look for this 


\ we brand name on 


West Coast Hemlock 


Builders who know good lumber appreciate West 
Coast Hemlock because it is light and strong, easy 
to work, and is relatively free from pitch pockets. 
More and more dealers see in Weyerhaeuser 4- 
Square Hemlock an ideal species for light frame 
construction—which builders readily accept. 
(Hemlock’s beautiful light color and straight grain 
are other important features.) 

There are several reasons for this growing popu- 
larity of West Coast Hemlock. The well-known 
Weyerhaeuser 4-Square trademark means that the 
wood has been scientifically seasoned. Kiln-drying 
assures greater stability, long life, and excellent 
finishing characteristics. In addition, this lumber 
is manufactured with precision, accurately graded, 
and carefully handled and shipped—whether it is 
for framing, sheathing, siding, flooring, paneling, 
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or any of the many other uses where Hemlock 
serves so well. 

Lumber dealers find that it is profitable to stock 
and feature Weyerhaeuser 4-Square West Coast 
Hemlock because of its growing popularity. Ask 
your Weyerhaeuser District Representative for full 
details, or write for literature. 


Weyerhaeuser Sales Company 
ST. PAUL 1, MINNESOTA 


WEYERHAEUSER 


41.-SQUARE 


Circle No. 22 on Coupon, page 130. 




















FULL SIZE samples on sliding track hardware create 
sales, favorable comment at the West Lumber Co., 
Atlanta, Ga. The display reflects the trend towards 
larger samples. 


WALL OF IDEAS at the Capitol Lumber Co., Milwaukee, 
displays seven types of paneling in room sections. Display 
follows saw-tooth pattern on wall. A monthly package 
price for paneling, ceiling, millwork and hardware is quoted 
for each room section. Talking up monthly terms has 
helped to upgrade sales. 


PANELING dominates the Lumber Selector at the North- 
brook Lumber Co., Northbrook, Ill. Large samples are sus- 
pended from rolling hardware with guides along the floor. 
Overhead lighting brings out the warm beauty of the 
paneling displayed. 





PANELING 
DISPLAY 














Sales-tested Paneling 


LIMITED WALL and floor space didn't stump Newton Lumber Co., 
Spokane, Wash. Observing unused space between the top of the 
store's entry doors and the ceiling, the firm mounted their samples 
there. Sample visibility was improved by mounting samples at a 
45° angle. Samples are 4 x 4' with identification labels, prices 
quoted are for a 8 x |2' area, not per square foot or per panel. 


UNUSUAL OUTDOOR display of paneling at the Mullin Lumber 
Co., Studio City, Calif. Canopy is Filon fiberglass plastic and five 
of the 20 available colors are shown. The display sells both 
paneling and fiberglass and in addition provides an inexpensive 
outdoor waiting area for customer, relieving confusion in the 
showroom proper. The display has been so successful that similar 
units are planned for other yards in the Mullin chain. 











LENDING samples has worked well for the Hyak 
Lumber & Millwork Co., Olympia, Wash. Samples 
are 20 x 30", not too large for a customer to 
carry home, are easily slipped out of the perma- 
nent wall display. Samples are identified by 
species, finishing is given and the total price for 
a 8x 12° wall is listed. 


NEW STORE of the Home Lumber Co., Sunnyside, Calif., displays 
20 different types of paneling across the front of the showroom. 
Ten feet back from the front windows the ceiling drops to eight 
feet providing a vertical space ideal for samples. 


PLANNING centers belong close to paneling dis- 
plays. Fisher Lumber Co., Santa Monica, Calif., 
has followed this idea in arranging their success- 
ful paneling display with samples along a back 
wall. The planning center used is easily built, 
provides adequate space for plan books, plenty 
of literature along a perforated hardboard back 
panel. 


BOOK DISPLAY at the W. R. Shaw Lumber Co., 
St. Paul, Minn., is directly in front of full size wall 
mounted samples of paneling. Shaw uses manu- 
facturer-supplied sales tool to show paneling not 
displayed on the wall. 


BEAUTY keynotes this carefully built display at 
the MacLea Lumber Co., Baltimore, Md. Both 
mounting and lighting is dramatic. A table and 
chairs give the display added interest. 
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Want to set up a display that will help get more 
spring business from builders and home owners? 
Here it is—a real ‘‘spectacular,”’ featuring fast- 
selling Insulite Ceiling Tile! 

To help you get off to a flying start, we’ve 
created some great new display units. Picture at 
left shows the basic idea . . . a big traffic-stopping 
mass display, with free signs, banners, price spots 
and demonstrators built right in. It makes a 
place where shoppers will stop... talk... look 


sales...Iinsulite Ceiling Tile! 


. ask questions . 
orders. 


.. get prices... and place 

For high-volume spring selling, Insulite gives 
you a full line of ceiling tiles, in butt edge and 
T&G types. There’s regular and random drilled 
Acoustilite; travertine-textured Fiberlite; and 
new, scrubbable Durolite, with the toughest 
finish ever applied to ceiling tile. 

Want special information, for an early start? 
Write us—Insulite, Minneapolis 2, Minnesota. 





Free displays and demonstrators, to help you close more sales 
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(1) SWINGING WALL PANEL display includes posters and banners, 
price information, actual samples. (2) INTERIOR FINISH DISPLAY 
has handsome wrought iron base, rotating section of sample pieces. 
(3) DUROLITE SCRUB-TEST DisPLAy. Counter unit, 18 inches high. 
Built-in literature pocket. (4) SAMPLE PANEL DisPLAy. Takes less 
than 114 sq. ft. counter space. Lets customer flip through full 


‘Sari INSULITE 


















variety of samples 
brilliant colors; looks like lettering painted on window 


ACETATE WINDOW PosTER. Printed in 


OTHER FREE SALES HELPs include newspaper ad mats, outdoor 
signs, how-to-do-it mailers and literature. Ask your Insulite repre- 
sentative to set you up with what you need. 





sells easy...sells fast...stays sold 


INSULITE 


: ity 
ea ,) INSULITE, made of hardy Northern wood—Insulite Division of Minnesota and Ontario Paper Co., Minneapolis 2, Minn. as  F 
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INSULITE, ACOUSTILITE ANO DUROLITE ARE REGISTERED T.™ PAT, OFF. FIBERLITE 1S AT.M. 
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PANEL DISPLAY room at Modern Home Center, Seattle, 
shows 34 different panels and finishes to help buyers visualize 
how their jobs will look. 


SAMPLE PANELS in the display room are being shown by 
sales manager Tiffany to Mrs. Richard Rising, interested in 
textured panel. 


Display Sells 27 Jobs In One Week 


Thirty-four different panel materials, plus floor fin- 
ishing items and ceiling tiles of various types, are dis- 
played in an unusually effective display room at Modern 

Home Center, Seattle, Wash. So ef- 
fective is this panel display that 
the firm’s home modernizing depart- 
ment always has a full order book 
ahead. A constant stream of resi- 
dential and commercial remodeling 
and modernizing prospects come 
into the store to get ideas from the 
display room for their work. 
“We've sold as many as 27 jobs 
; in a poe week,” 7 han tetc cll 
= oa Sil fany, sales manager of the modern- 
Mrs. F. Ghiglione = ing department. Many of these 
jobs originated in our display room. 


Helps people visualize. The display room was de- 
signed by the firm’s general manager, Mrs. Frances 
Ghiglione. Mrs. Ghiglione, in addition to being a suc- 
cessful lumberman today, has had experience as a 
practicing architect and custom home builder. 

“We found the average person can’t visualize how 
finish material will look in place,” Mrs. Ghiglione said. 
“Therefore, in building our panel display room we 
tried to present our panels so our customers could most 
easily picture them in their own homes.” 

The first suggestion for solving this problem was 
to use 4x4-foot squares on the display room walls. 
This idea was discarded because it was felt the result 
would look too much like a wainscot. 

Full size 4x8-foot panels were not practical because 
of the limited size of the display room and the large 
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number of panels to be shown. It was felt that it would 
be better if the panels were permanently fixed to the 
wall as a part of the building rather than mounted on 
swinging units. 


Cost was low. The result of considerable planning 
brought about the present display. Thirty-four differ- 
ent species and finishes of hardwood plywood, softwood 
plywood and hardboard are displayed around the 12x27- 
foot room. Each piece is full room height and 16 inches 
wide. An unobstrusive molding in a light wood is used 
to separate one from another. Construction and mate- 
rial cost of the display room, ready to receive cus- 
tomers, was less than $1,000. 

Is a warehouse stock carried of all of these 34 
panels? Not at all. 

“With paneling jobs,” Mrs. Ghiglione said, “our ex- 
perience is that you don’t need a large stock of every- 
thing you display. In fact, our profit and turnover 
figures, expressed in net profit, prove it is a mistake 
to try to sell only the items you buy in carloads. No 
lumberyard could afford to stock carloads of all the 
panel items we display. 

“We’re interested in getting traffic through our 
store. We achieve this by having a wide variety of 
materials to show, in the way they will appear in the 
finished job. 

“Our wholesale suppliers,” Mrs. Ghiglione con- 
tinued, “are cooperative, too, in their deliveries so we 
are able to serve our trade very well with warehouse 
stocks of plain fir, rotary and ribbon grain Philippine 
mahogany and textured fir plywood plus hardboard 
panels.” 
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/, MILLION “SALESMEN” 
push the 


Seymour Smit 





Here’s the famous 
“Snap-Cut” blade and 
anvil principle applied 
to a long handled 
pruner with the fine re- 
sults you’d expect. 
Sharp cutting blade is 
alloy steel, handles are 
select ash with long, 
steel ferules. Light- 
weight, yet cuts up to 
1%” limbs. 


(Gt LINE 





The famous 


<Snap Gt 


Pruner known to 
millions for qual- 
ity. Out-cuts and 
out-lasts any 
other pruner. 
#119-8” $2.95 
Other “Snap-Cut” 
pruners $2.19 to 
$4.25 


#1312 
Tree Pruner 
$7.25 


retail 
with #1300 
saw blade 
attachment 

$8.75 


For removing dead 
branches, thinning out 
trees, removing 
branches that interfere 
with gutters, eaves, 
electric wires, etc. 
Comes in two 6’ jointed 
sections, easy to assem- 
ble. Rope operated 
blade cuts cleanly. Saw 
attachment is easy to 
install. 


Yes, sir! There are over 2% million Seymour Smith “Snap-Cut” 
pruners in use today. And, because of their outstanding, efficient 
performance, everyone is a salesman for you in selling the “Snap- 


<§nep (ct Garden Shears 


for All Pruning and Trimming 


This gives you the magic name “Snap-Cut” on each of the Garden 
Shears below—and puts those 2% million “salesmen” to work for 


Cut” Line. 


you to speed sales. 


#575 
“Stand-up” 
Grass Shears 
$4.75 


retail 


No stooping, no bend- 
ing. Shears roll 
smoothly on two large 
wheels. Simple 
“‘squeeze”’ action on 
handles operates sharp, 
clean cutting blades. 


#1207 ie 
Grass Shears 
$2.50 


retail 
with plastic 
grips 


#154-9” 
Hedge Shears 
$4.95 


retail 


Tension bar automatically 


’ holds precision-edged, hol- 


low ground blades at cor- 
rect tension. Tougher the 
grass, the greater the ten- 
sion. Hence smooth, easy 
cutting. Plastic grips are 
wonderfully comfortable. 


NEW 


Easiest-cutting hedge 
shears ever! Precision- 
edged, hollow ground 
blades, plus exclusive 
spring steel shock absorber 
and blade tensioner are 
strong selling features of 
these fine “Snap-Cut” 
hedge shears. 


Think now, Mr. Dealer, in terms of “Snap-Cut” Grass 
Shears, “Snap-Cut’, Hedge Shears, “Snap-Cut” Loppers 
and “Snap-Cut” Tree Pruners in addition to “Snap-Cut” 
Pruning Shears. Our increased sales show it paid off for 
those who did last season. 


It’s a snap with 


<Svapt 


Garden Shears 











SEYMOUR SMITH & SON, INC. 
2003 Main St., Oakville, Conn. 


Sales Representatives: John H. Graham Co., Inc., 105 Duane St., New York 8, N. Y. 


Seymour Smitn 
Swnce S850 
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COUNTER IS OAK PANELING, wall behind it is hard-finish southern pine. Each different 


paneling has tag detailing species, finish and manufacturer. 


Credits $30,000 a Year in Paneling to: 


(1) Increased consumer interest in paneling 


(2) Advantages of factory prefinishing 


(3) New showroom displaying panels on walls 


Some $30,000, or roughly 30% 
of the millwork sales volume done 
by the John Waldner Lumber Co., 
Philadelphia, Pa., last year was 
wood paneling. Yet, it was just 
four years ago that the company 
started to handle it. In fact, during 
the last week of January this year 
—normally slow time — it repre- 
sented most of the yard’s volume. 


“On Monday,” says John Wald- 
ner, Sr., who founded the firm in 
1932, “a fellow came in and took 
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54 sheets of mahogany. The next 
day another customer bought 28 
pieces of plywood. On Thursday 
another man came in and bought 
19 pieces.” 

Paneling is a natural “bad 
weather” job. The Waldner Co. 
caters to a number of small con- 
tractors and jobbing contractors 
who represent about 50% of the 
company’s business. They can’t 
work outside in bad weather. 
They’re not busy, so they begin to 


look around for jobs inside. And 
paneling is a natural “inside” job 
for them. 

“Some of the jobs are not neces- 
sarily small, either,” adds Wald- 
ner, referring to a recent $2,100 
basement remodeling he helped a 
contractor finance through FHA 
for three years. 


The job involved not only pan- 
eling, but also plumbing and ap- 
pliances. But it was paneling that 
started it, for it was the logical 
product to divide the basement into 
laundry area, storage space, and 
a recreation room. 


Spring promotion. “But now 
that spring is coming on,” Wald- 
ner states, “we’ll start reminding 
our customers by direct mail and 
envelope stuffers what they can do 
toward refreshing with paneling 
after being cooped up within four 
walls all winter. And as spring 
building gets under way my son, 
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WALDNER POINTS out beauty, richness 
and warmth of walnut paneling in his own 
office to housewife planning a new home. 


John Waldner, Jr., will start call- 
ing on the architects to promote 
the advantages of paneling in new 
building and remodeling.” 

Waldner credits the boom in his 
paneling business from nothing to 
$30,000 in four years to three 
trends: 


(1) A heightened interest in 
paneling in recent years evidenced 
by more and more inquiries being 
forwarded by manufacturers to 
him — many of them from archi- 
tects and builders. 


(2) The introduction of pre- 
finished paneling and its advan- 
tages. Having unfinished panels 
finished in your own house is not 
only expensive, but many people 
can’t stand the smell. Pre-finished 
panels provide a better, more even 
finish. They’re usually already 
waxed. Everything is done before 
they’re installed. There’s no dirt, 
no drop cloths. It’s a factory finish 
protected by packaging in delivery. 

Also pre-finished paneling often 
has moldings which match the pan- 
els in style — and the same finish 
is available. 


(3) The opening of a new 
Waldner office and showroom fea- 
turing all different kinds of panels 
in September, 1955. The walls be- 
hind the oak counter in the new 
showroom are hard-finished south- 
ern pine. To the right of this in- 
stallation is Philippine mahogany. 
The walls of the general office are 
white pine. Waldner’s private of- 
fice is walnut. What’s more—there 
is a tag on each different panel 
detailing the species, the finish, and 
the manufacturer. 

“Up to the time we moved into 
the new showroom we tried to sell 
paneling by just telling people 
about it,”” Waldner says. “We sold 
some, but when we put it on the 
walls and the customers could see 
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JOHN WALDNER, SR., shows customer 
who wants to panel room with 9 ft. ceiling 
how 10 ft. lengths were used in office, 
suggests using cutoffs for window, shadow 
boxes. 


what it looked like, it really be- 
gan to pick up. 

“When we first opened the show- 
room, everyone who came in would 
ask, ‘What is this material?’ 
as they examined the different 


samples. They’d feel it, and then 
ask more about it. It gave them 
ideas. Naturally one began to tell 
the other, and it started to move.” 


Easily applied. Another impor- 
tant factor that has contributed 
to the increased popularity of 
paneling—particularly with the 
do-it-yourself, cash-and-carry cus- 
tomer the Waldner Co. would like 
to encourage—is the ease with 
which it can be installed. About 
the only tools needed are a level, 
a hammer, plane and saw. Power 
tools are handy but not required. 
Moreover, many types of paneling 
can be installed today by means 
of adhesives or metal clips. 

Some types of paneling come in 
varying widths which not only 
make it easier to handle, but give 
a room more variety and texture. 
Take the hard finish white pine 
paneling Waldner has found so 
popular. It comes in two widths— 
6 and 8”. It is available in lengths 
of 4, 6, 8, 10, 12, 14 and 16’. Wald- 
ner stocks heavily on the 8’ length 
because it’s the most popular... 
most recreation rooms being 7’ 6” 
or 78” high. The many different 
lengths, however, assist selling be- 
cause they reduce waste. 

“Many do-it-yourselfers will say, 
‘My ceiling is 9’. What can I do 
to avoid all that waste?’ Explains 
Waldner, “The panels come in 10’ 
so they have a foot of waste. That 
seems like a lot to them. Of course, 
they can use the cutoffs for flower 
and shadow boxes and things like 
that — but they don’t seem to 
realize it. It’s up to us to explain 
this ... to show them... to take 
an interest in their projects.” 


MOST DO-IT-YOURSELF customers start 
at rack where instruction booklets give 
them ideas about what they want to do. 


But paneling is not limited to 
homes. On the contrary, Waldner 
has found it well adapted to use 
in stores, restaurants, showrooms, 
doctor’s and attorney’s offices. 

He’s particularly proud of a 
restaurant just finished using the 
hard-finish pine paneling. “It’s 
beautiful,” exclaims Waldner. 
“The walls are soft gray rough 
paneling ... as are the shadow 
boxes. The interiors of the shadow 
boxes are painted gold—and the 
indirect lights inside them give 
the place a nice soft atmosphere 
that will make dining a pleasure.” 

Waldner has also recommended 
the same paneling for doctor’s of- 
fices with good results. “It’s per- 
fect for a doctor’s reception room,” 
he insists, “because it’s durable. 
It can take an awful beating. Many 
times people in a waiting room 
will lean a chair back against the 
wall. If it’s walnut paneling, in 
a year’s time it could be all 
scratched up and have to be done 
over. But this hard-finish pine is 
something the doctor can put in 
and forget. It’s good for a life- 
time.” 

For the private offices of doctors 
and attorneys, Waldner likes to 
recommend the warm richness of 
walnut like that he has in his own 
private office. It’s higher in price, 
and it won’t give as much service, 
but it can’t be surpassed for beauty 
and distinction. 

Paneled walls are not the only 
use for prefinished paneling. In 
fact, Waldner tells of one cus- 
tomer who used pre-finished pine 
paneling to make open beam ceil- 
ings in a farm house he remodeled. 
He also used it for kitchen cabi- 
nets and other cabinets through- 
out the house. 


Sells new homes. To contrac- 
tors who are looking for something 
(continued on page 122) 
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PANELING PARTIES are easy to put on, 
bring sales results. New York state dealer, 
right, demonstrated paneling, ceiling tile 
as a related sales item. 


Show Paneling 


By MALCOLM EPLEY, JR. 
Promotion Department 
Western Pine Association 


Both the consumer and builder 
markets are looking for one thing 
when it comes to paneling — they 
want a handsome, serviceable prod- 
uct, easy to live with or easy of ap- 
proval from house prospects. The 
smart builder sees in nice paneling 
a powerful aid in selling; the smart 
house buyer is instinctively drawn 
to it. A builder in Coeur d’Alene, 
Idaho, found, when sales started 
dragging last summer, that he could 
move his new houses readily by 
paneling garages visible to passers- 
by with bright native woods of the 
area, and he said the extra cost was 
so minor it was very much worth- 
while. 

Some consumers may want a spe- 
cific product. Maybe they’ve seen it 
installed at the “Joneses,” or it’s 
something they’ve always wanted, 
or they learned about it in advertis- 
ing, or it was recommended to them, 
or it’s psychologically imbedded in 
their “sweet tooth” and they just 
won’t have anything else. 

The best approach, as we see it, 
to merchandising paneling is to 
actually show it in use. That is 
what our organization attempts to 
do with its publications. But the 
point-of-sale retailer has a mag- 
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nificent opportunity for doing the 
job with the real materials. The 
“use” displays can vary in size, of 
course, from small samples on up 
through the Multiplex-type of dis- 
play, which offers excellent op- 
portunities in a limited amount of 
space, and on into actual “room” 
exhibits. 

There’s a lumber dealer in Moses 
Lake, Wash., who installed a 12’ sec- 
tion of No. 2 Engelmann spruce 
paneling in a sort of customers’ al- 
cove where he keeps plans and ar- 
chitectural aids for them. He fin- 
ished off the paneling in one of the 
popular natural sheens that enhance 
the silky gloss of the wood. Last 
July, when one of our field men 
visited there, the dealer said ‘that 
panel has sold more Engelmann 
spruce paneling for us than any 
similar merchandising idea has ever 
accomplished for an item in this 
store. It just stands there and sells 
paneling as people come in and look 
at it.” 

This serves as an example of the 
impact of such displays, though, and 
they certainly brought the story 
home to us. 

A coordinated program of mer- 
chandising by the individual re- 
tailer, climaxed by a real sales- 
puller, is something which is too 
seldom seen. As you may know, we 


in Use, Try Demonstrations 


have a movie (“Operation Attic”) 
designed to show how to install 
paneling in the attic—and it does 
the job quite nicely. At the same 
time, we have prepared a folder 
on the subject which we originally 
intended to be a partner with the 
movie. Our thought was that with 
OHI and similar programs for re- 
modeling and modernizing in full 
swing, retailers would be making 
extra-special efforts to get to their 
markets; in this case we’re think- 
ing primarily of the consumer. 
We’ve been somewhat disappointed 
in the response, though the use of 
the movie can’t be termed anything 
but successful (it just isn’t what 
we had hoped), and the attic folder 
has been one of the most popular 
we've ever published, though most 
of its circulation came as a result 
of individual orders or entirely un- 
attached from the joint-program- 
ming idea. 


Ideal program. Once we visual- 
ized a retail merchandising pro- 
gram that went something like 
this: Newspaper ads, radio and 
TV spots would announce an eve- 
ning Paneling Party by “X” Lum- 
ber Co. Build up to a climax the 
day prior and day of the party. 
Stay open until 11 P.M. or so that 
night. Have showings of “Opera- 

(continued on page 124) 
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How simple can 
WOOD FINISHING 


seals, primes 
finishes 


«+e dries in 30 minutes 


Deft has opened up a new era in wood finishing, 
has made it so easy that ANYONE can achieve 
a beautiful finish on wall paneling, furniture, 
cabinets or floors in a few hours instead of days. 
Deft requires no thinning. The first coat seals, 
second coat creates a beautiful finish, third coat a 
bar-top finish. 

Deft brings out the rich beauty of all interior 
woods, and unlike conventional finishes, will not 
darken with age. 


NATURAL WOOD 


e 
bX “sets” the 


raw wood tone 


Now, a fitting companion to Deft Wood Finish... 
Def NATURAL WOOD FIX, a first coater 
especially formulated to hold the natural raw 
tone of any wood. Two coats of FIX applied to 
the raw wood prevents the normal wetting action 
of subsequent finish coats from changing the 
color, darkening or yellowing. 

Actual photograph of walnut panel above shows the 
tone effects produced by Deft over the raw wood and 
by Deft over Fix. 


Nationally advertised and nationally Desmond Bros., 1826 W. 54th St., Los Angeles 62, Calif. 
distributed Deft Wood Finish and Please send complete information on Deft Wood Finish £ 
Deft Natural Wood Fix is all you and Natural Wood Fix. 
need fo satisfy the interior wood Name 
finishing requirements of your nti ; 
‘aad 
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customers. Ask your jobber or 


write for information. City Zone State 








Factories: Los Angeles, California; Alliance, Ohio 4 Ce es 
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EMPLOYE QUIZ at the Erb Lumber Co., Royal 
Oak, Mich., encouraged attention at a recent 
meeting conducted by the Georgia-Pacific Ply- 
wood Corp. Prizes for highest scores are recom- 
mended. 


Training “Packages” Tops for Paneling 


Sales of paneling may be soaring 
but top producers expect still great- 
er volume from their intensive new 
educational programs designed for 
the retailer and his customers. 

In the long history of this indus- 
try probably nothing more am- 
bitious has ever been attempted to 
quickly spread product knowledge 
and to sharpen the salesmen’s skills. 
The retailer at every turn is now 
offered training and meeting pro- 
grams on paneling, remarkable for 
their completeness. 

Training logically is paired with 
a sound display program for panel- 
ing in the showroom. A good dis- 
play without qualified employes can 
be largely wasted. 

The audience. Basically, there 
are three groups worth reaching 
with a paneling meeting. The first, 
and most important, are the yard 
employes—from office people to the 
truck drivers. Everything begins 
with their enthusiasm and thorough 
understanding of all the panelings 
sold in the yard. 

Contractors are next, but it 
should be mentioned that some deal- 
ers combine their yard employes and 


contractors in a single meeting. 
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This, however, has its drawbacks 
because a frank discussion of panel- 
ing merchandising, prices and the 
like are limited with a mixed group. 
The usual contractor meeting is an 
across-the-board affair taking in 
builders of new homes, remodeling 
contractors and carpenters. Con- 
tractors meetings we have attended 
have often been a little strong on 
product benefits with not enough on 
application methods and cost data. 
The builders seem to like especially 
practical demonstration useful on 
the job. They also usually have a 
lot of questions that should be an- 
swered as the meeting proceeds. 
Films can cover product informa- 
tion and application methods fairly 
well, but several basic demonstra- 
tions should be on the program. 

The final group, consumers, do- 
it-yourselfers, are a prime sales tar- 
get for both manufacturers and re- 
tailers. Recent developments in pre- 
finished, cartoned paneling products 
are, of course, right down the alley 
for this class of trade. 


Finishing materials. In plan- 
ning the meeting it’s wise to budget 
adequate time for a full presenta- 


tion of finishing materials, fasten- 
ing devices, sandpaper and steel 
wool. They all add volume and typify 
true package selling at its best. 

It’s well to keep in mind that 
budget-conscious customers often 
will prefer to buy their paneling un- 
finished and they will expect and be 
interested in a full presentation on 
suitable finishing methods. Luckily 
today there are many new finishes 
on the market which are fast and 
easy for even the amateur to use on 
the paneling he purchases from the 
yard. A new wood finish, for ex- 
ample, takes just 30 minutes for 
sealing, priming and finishing. The 
final result is a finish that brings 
out the beauty of the wood with 
minimum darkening over a period 
of time. 


Meeting objectives. Because 
paneling producers now have well 
planned meeting agendas the 
chances of a rambling, unprofitable 
affair are greatly reduced. The 
dealer, however, should review the 
meeting plan with his jobber or 
factory representative to be sure 

(centinued on page 127) 
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WIDER DECK: BIGGER PAYLOAD 
WITH STUDEBAKER TRANSTARS: 


Whether you choose a stake truck or 
a pickup, you can be sure of bigger 
payloads and faster, easier loading 
with a new Studebaker ’57 Transtar. 
Just look at the proof: 

Transtar stakes, 1-ton and up, 
have cargo decks 714 feet wide— 
they are 5 bushel baskets wide—the 


Y) Studebaker-Packard 


widest of any truck in the business. 

Transtar pickups give you 5114” 
of clear floor space for loading. No 
wheel wells in the way. 

What a saving these advantages 
mean in trips and loading time! No 
wonder Studebaker owners make 
more profit per mile. So could you! 


‘37 TRANSTAR 142-TON STAKE TRUCK 


Here’s a heavy-duty truck with a light- 
duty price tag. Available with 9-ft. or 
12-ft. platforms. Wide choice of power, 
tailored to fit your job. Extra-heavy 
front axle, auxiliary rear springs and 
4-speed Transmission standard. Five- 
speed direct and overdrive Transmis- 
sions at slight extra cost. 


CORPORATION 
Where pride of Workmanship comes first ! 
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6 WAYS 


BETTER THAN 


THE NEXT BEST TRUCK! 


6 


Better economy—long life, low oper- 
ating costs, easy maintenance add up 
to more profit per mile. 


Better payloads—trucking’s biggest 
cargo areas, model for model. . . 
high payload-to-weight design. 


Thriftier power— proved V8’s and Sixes 
by America’s top Economy Run 
winners! 


Easier control-—cross-link variable ra- 
tio steering, better braking for safer, 
faster runs. 


Smoother ride—two-stage springs, hy- 
draulic shock absorbers as standard 
equipment on light-duty models. 


Better deal—from break-in to trade-in, 
starting with low, low prices! 


LET YOUR STUDEBAKER DEALER 


PROVE IT TO YOU NOW! 
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What's New in Paneling & Finishes 


Here are some of the latest products offered by manu- 
facturers for your paneling department. 
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Prefinished Random Wall 


Random Wall, a new plywood panel- 
ing, is offered in a variety of woods 
to suit modern or traditional settings. 
Furniture finished at the factory to a 
deep hand-rubbed effect; deep molded 
V-grooving gives natural plank effect. 
Random Wall is grooved on 16” cen- 
ters for easy, hidden nailing. Spring 
tension spline, exclusive to Random 
Wall, makes installation faster, easier. 
It assures perfect invisible joint align- 
ment every time and resists warping 
and buckling. Atlas Plywood Corp., 
Dept. AL, Statler Bldg., Boston, Mass. 

Circle No. 201 on Coupon, page 130, 


Three New Interior Panels 


The slightly raised vertical design 
of Kascade, a decorative specialty ply- 
wood, creates the illusion of lights and 
shadows that give a three-dimensional 
effect. It can be stained, painted or 
finished in the natural two-toned color 
effect. 

The overall, slightly raised pattern 
of Shan-Tong gives a feeling of intri- 
cate weaving. Its hard, tough surface 
is remarkably scratch-resistant, mak- 
ing the plywood ideal for all indoor 
installations where abuse may be ex- 
pected. 

Sketchwood is available in both fir 
and mahogany panels. Pressure used 
in its manufacturing process gives it 
a quilted pattern. 

The three decorative panels are 
available in 4” standard thickness, 4’ 
x 8’ (smaller sizes are manufactured, 
often available). Plywood Service, 
Inc., Dept. AL, P. O. Box 78, Dillard, 
Ore 
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Paneling in West Coast Woods 

A white speck, which produces a 
pecky, weathered appearance, is the 
distinctive feature of Rosboro’s tex- 
tured fir paneling. The boards are 
typically dense grained, cut from old 
growth McKenzie River Douglas Fir 


These new finishing materials for paneling are now 


available from manufacturers. 


WOOD TONES 





Wood Tone Custom Colors 


Wood Tone Custom Colors carry a 
total of 24 clean shades and tones. 
Wood Tones are all a part of the com- 
pany’s custom color system, which pro- 
duces up to 294 colors. With Wood 
Tones, the manufacturer now has nine 
finishes in its custom color line. This 
entirely new addition to the custom 
color system is similar to natural 
wood stain. Easy to apply and pro- 
duces a very sales-appealing group of 
pastel shades. The color range in- 
cludes, reds, blues, yellows, greens and 
a variety of brown shadings. It can 
be used on woodwork, paneling, floors, 
furniture; in the home or office. To 
help introduce this new development, 
Minnesota Paints has made up a spe- 
cial merchandising kit, including ban- 
ners and a brochure illustrating the 
colors. Minnesota Paints, Inc., Dept. 
AL, 1101 Third St., South, Minneapolis 
15, Minn. 

Circle No. 204 on Coupon, page 130. 
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logs. To assure the best patterns and 
uniform grade, each grade is hand 
picked. 

The use of Rosboro’s West Coast 
Hemlock paneling provides a satiny 
background that blends with any deco- 
rating choice. This beautiful grain will 
perk up any room whether the panel- 
ing is used for the entire room or as 
an accent for just one wall. 

The vibrant, rich colors of Western 
red cedar paneling add warmth to any 
room. Use it for entire walls or in 
small areas to highlight special fea- 
tures of distinctive furniture group- 
ings. Rosboro Lumber Co., Dept. AL, 
Springfield, Ore. 

Circle No. 203 on Coupon, page 130. 
(continued on page 100) 


Wood Finish Display 

Deft Wood Finish offers dealers an 
unusual counter display package. It 
contains a colorful red, white and black 
counter display that holds a quart can. 
It also contains an 8” x 12” demonstra- 
tion panel showing the raw wood, one 
and two coats of Deft, plus literature 
and a window banner. Desmond Bros., 
Dept. AL, 1826 W. 54th St., Los 
Angeles 62, Calif. 

Circle No. 205 on Coupon, page 130. 


(continued on page 100) 
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ed [agg says: 


“Take a good look at 


CYCLONE HARDWARE CLOTH... 


It’s a high sales-and-profit item 


Because of the many uses to which hardware cloth 
is put in the home (window guards, gutter guards, 
screen doors); the variety of applications it finds 
on the farm (for poultry feeders, hen nest floors, 
partitions, grain and fruit bins); the use to which 
builders and contractors put it (sifters, stucco base, 
concrete driveways reinforcement, machinery pro- 
tection ) —the sales potential for Cyclone Hardware 
Cloth is extraordinary. 

Cyclone Hardware Cloth is easy to use and long- 
lived. It is woven hardware cloth with the exclusive 
welded selvage (see the illustration above). This 
means that Cyclone Hardware Cloth is easier to 


g’/ 
& 


EXCLUSIVE 
WELDED 
SELVAGE 


tack into wooden frames. And it is easier to weld 
to steel. See how the mesh, too, reflects precise, 
quality manufacture. Wires are straight the entire 
length of the cloth. It is thus a simple matter to cut 
it square... to produce a stronger, more attractive 
finished job. Moreover, Cyclone’s special method 
of galvanizing keeps mesh distortion at a minimum 
. . . results in a smoother protective coating that 
adds longer life, increases strength and rigidity. 

Why not goafter this profitable business actively? 
For quick delivery, see or call your Cyclone jobber 
right now, or write or wire Waukegan for further 
information and quotations. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS © SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Creative Merchandising 





Reaps Cash Awards for Three Lumbermen 


Telling the tactics used to clinch their 
biggest fir plywood sale brought a $100 cash 
prize to three lumbermen in naticn-wide 
contest sponsored by the Douglas Fir Ply- 
wood Assn. 


Sells fast application. Allen Kleiman, salesman, 
Washington Lumber & Millwork Co., Penndel, Penna.., 
in his winning letter described the sale of 167 panels 
of fir plywood to a hardware store owner who was 
building a new home. 

“T suggested he use fir plywood for his subfloor and 
roofing,’ Kleiman says. “I showed him how he could 
finish the job of applying both floor and roof in less 
than half the time used to install conventional T & G 
boards. After I showed him the difference in cost was 
so small, he was sold. The order came to 167 sheets.” 


W “We pat TWINSULATION ie oor athe aad ae we glad’ 
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ALLEN KLEIMAN, right, salesman at Washington Lumber & Mill- 
Work Co., Penndel, Penna., sold a customer on the idea of using 
fir plywood for sheathing and roofing. 





‘ 


Sells natural beauty. Frank Wagle, building ma- 
terial salesman, North Side Lumber Co., Birming- 
ham, Ala., has been employed by the firm five years. 
His prize winning letter says: 

“For several weeks | had been figuring the differ- 
ence in the price of gypsum board and 1,” AD fir 
plywood for interior walls. There was only a slight 
difference in cost and this knowledge came in handy 
when a customer came in asking for the price of 
gypsum board to seal off the interior of his house. 

“T suggested he use plywood,” Wagle says, “and ex- 
plained how he could rip the sheets to the desired 
widths and sand the edges for a V effect. The sale 
was clinched when I showed him how a wiping stain 
and shellac or varnish would bring out the natural 
grain of the wood. He bought 63 sheets and returned 
a few weeks later to say he was pleased with the 
result.” 

FRANK WAGLE, left, salesman, North Side Lumber Co., Birming- 
ham, Ala., sold a customer on the idea of using fir plywood in- 
stead of gypsum board for a home interior. 





Sells versatility, utility. Albert F. Pummill, yard 
foreman at S. P. Johns Lumber Co., Sedalia, Mo., 
told how he sold 2,000 feet of 34” AC, exterior-grade 
fir plywood. 

“When the druggist came into the yard looking for 
12” stock for siding, I explained this width was diffi- 
cult to obtain and suggested using fir plywood. I 
ripped the panels into 16” widths and a local cabinet- 
maker put a 30-degree bevel on the edge. 

“The druggist’s home later was named grand 
sweepstake winner by the Sedalia Chamber of Com- 
merce Yard-of-the-Month Contest. Judging was based 
on the appearance of both the surrounding grounds 
and the home. Al Pummill is a veteran of 27 years 
service with the S. P. Johns Lumber Co. 


ALBERT F. PUMMILL, right, yard foreman, S. P. Johns Lumber 
Co., Sedalia, Mo., sold 2,000 feet of fir plywood for an exterior 
siding job. 
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it's the extras that make the sale 
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ROOF VENTILATORS Permanent protection high winds Made to fit shing 
against u eather by auxiliary over-flashing or drip cap an easy, durable, mse tproof installation 3 sizes g1v 
at bottom of opentné. Deep baffle foils rain even in 3-inch openings In 10”, 20” and 40” lengths 


led roofs of any pit h 
¢ 


—— ae 


ADJUSTABLE LOUVERS 
Greater range than most adjustable louvers 
— 4-12 through 12-12 pitch Large free 
area at every pitch—give more ventilation 
at 4-12 pitch than most adjustables g1v« 
at 6-12 pitch. Integral riveted units 
can’t come apart. 7 sizes up to 92” 
from 4 to § vanes. 





—— 





—from 38.4” to | 15.2” base. Also a 3-12 pit h 


FIXED LOUVERS Unique design assures @ solid pitch- 
and rattle-free installation. Ideal for attic fans. 5 sizes model that can be altered to 2-1 9 or 244-12 with bases 
in 4-12 pitch from 7’ to 12’ base. 6 sizes n 5-12 from 76” to 120%”. 


RECESSED FLANGE 

Drip edge at hottom, sloping top —and no dirt 
catching corners Integral center flange gives 
sealing and attac hing surtace to sheathing 
under siding Siding fits snug against trame, 
needs no additional trim Also for brick walls 
7 sizes from 8”x 8 to 24”x 30" 


FLUSH FLANGE 

No dirt-cate hing crannies because front edges 
of vanes are flush with outer surface vanes 
turned down in front and up in back for rain- 
snow protection. Quickly installed in frame, 
brick or veneer walls. 11 sizes from 8” x8" to 
30” x 24”. 


I 


FOUNDATION 


WALL AND UNDER 
VENTILATORS 


EAVE VENTILATORS 
Flush flange with finned face 


To supplement roof or attic 
wall ventilation. Also used in 
walls above foundation for ¢ rawl 
space ventilation. For undereave, cornice OF soffit; to cover nail 
openings between joists and soffit. 16” x8" and 16"x 4” Fits standard 16”x 8” block opening 


Strong, non-porous frame and 

grill Available with or with- 

out dampers, these can replac e 

a standard concrete block or be 

edto ends of floor joists in poured concrete foundations 


ALL GOLD BOND ALUMINUM LOUVERS AND VENTILATORS ar furnished with FH A-required 
g-mesh aluminum screen and formed from 025" aluminum except Foundation Venulators, which are die-cast 
aluminum, and Fixed Louvers, which are .032" aluminum. For more details on how the complete line of 
Gold Bond® louvers can mean increased sales for you, write Dept. AL-37, National Gypsum Company, 


Buffalo 2, New York. 


ALUMINUM LOUVERS AND vevinrots yh de - 
| —. Gold Bond 
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HERE’S WHY DEALER 


RIDGE...NOT 1 LINE BUT 5! 


The most complete plastic wall covering line panel (in two weights)... and Harmony-King- 
“under one roof”; besides Ridgecraft and Ridge- Tile — beautiful 8142 x 812 wall tile. And every 
tile, there’s Ridgeboard—the original plastic wall one’s a sales-maker, a real profit builder! 


All Ridge Products Are Fully Guaranteed 


A FEW CHOICE DISTRIBUTOR TERRITORIES STILL AVAILABLE .. . GET DETAILS! 


MANUFACTURERS OF PLASTIC WALL COVERINGS EXCLUSIVELY ... RIDGETILE ... RIDGECRAFT .. . RIDGEBOARD . . . HARMONY-KING-TILE 
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the Big Swit 


Rid 


PLASTIC WALL TILE 


¢ RIDGECRAFT— Not a “Leader"—A Complete Tile Line 


* 37— Decorator Colors—37 
¢ Full Harmonizing Trim Line 


* Priced To Sell Well Against “Junk Unknowns" 


It’s A FACT . . . wall covering dealers every- 
where are switching to Ridge Plastics. The 
main reason? RIDGECRAFT! 

In RIDGECRAFT, you have a tile of genuine 
quality, molded with all the care and pre- 
cision of its deluxe “big brother” Ridgetile. 
You get a complete color range, too; instead 


of a mere handful, RIDGECRAFT comes in 37 
decorator colors. And it’s priced to sell. . . 
against any and all kinds of competition. 

These are hard facts, not fancies . . . and 
there’s more to come. For the rest of this 
“BIG SWITCH’ story, we suggest you get in 
touch with us without delay! 


GET WITH THIS SWITCH TO RIDGE...GET ALL THE 
FACTS...WRITE, WIRE, PHONE TODAY! 


Ridge Plastics. Company 


310 Clark Street © Elyria, Ohio 


BUILDING PRODUCTS MERCHANDISER 


Circle No. 28 on Coupon, page 130. 





SMALL HOME supplied by 
Economy Lumber Co. was built 
by the family now occupying it. 


California home prospects go for this 
dealer’s small homes. Here’s what they like: 


1. Easy financing 
2. Quality materials 
3. Available blueprints 


1. Itemized parts list 


Three designs for small homes plus simple sales 
procedures made it possible for Economy Lumber 
Co., Sacramento, Calif., to establish itself in business 
eight years ago. 

While the firm now sells far more lumber and other 
building materials than go into small owner-built 
houses, eight years ago James C. Owens and Jack 
Hackard set up their firm specifically to cater to 
this market. 

“Using our plan,” said Owens, “our typical buyer 
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LUMBER AND GLASS make an attractive exterior when used in 


such a clean design as seen here. 


Simplicity Sells 


can acquire a house having a market value of at 
least $5,000. Of this, about $1,500 is profit. 

“To acquire this, the buyer takes title to a suitable 
building lot and pays for it, usually from $750 to 
$1,500. In addition, he invests his own labor in the 
house. 

“He can sell the house and pocket the profit; he 
can rent the house for at least $60 per month; or he 
can live in the house himself.” 

Simple plan. Economy’s plan is simple. Owens and 
Hackard have house plans for a 720-square foot two- 
bedroom house and for two smaller houses, 20'x20’ 
and 20’x24’. These have been thought out carefully 
to eliminate any unusual or difficult construction de- 
tails. No lumber is precut in the yard. Enough mate- 
rials are supplied to complete the job. A non-FHA 
three-year finance plan is available. Blueprints and 
a hand-written itemized parts list are provided. 

A sample rafter cut is laid out so the builder-owner 
will have no trouble with this detail. Windows are 
prefit and glazed. The studs need no trimming to 
length. 

In fact, all materials furnished are standard stock 
yard and shed items, laid down on the job site in 
exactly the form they are furnished to professional 
contractors. Also included are gypsum wallboard, 
hardware, doors, shingles and the like. 

The sales price of each of the three house packages 
is refigured but once each year—not every time the 
price of lumber changes. 
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PARTNERS in the packaged home operation at Economy Lumber Co. are James C. 


Owens, left, and Jack Hackard. 


ROBERT JONES, right, who is building an 
economy home, discusses a hardware de- 
tail with lumberman Jim Owens. 


Minimum Home Package 


Not furnished in the Economy Lumber Co. package 
are electrical and plumbing materials and installa- 
tion. Concrete is not furnished by Economy, but can 
be included in the firm’s finance plan. 


Proven by experience. “We started this program 
eight years ago,’ Owens explained. “Building lots 
were cheap then. We used to sell seven or eight 
garages per day, with two-thirds of them being used 
as living quarters. 

“As a result, we now offer three simple houses. 
Our largest, a two-bedroom model, measures 24’x30’ 
and sells for $1,655. Payments are $53.50 per month 
for three years. 

“Only one deal has gone bad in eight years. We’re 
proud of our customers and the job they have done.” 

Financing is handled by a local bank on a three- 
year conventional basis, the firm taking the notes on 
a without-recourse basis. No need has been found to 
put a time limit on completion of the little houses; 
the owner-builders finish them promptly. 


Utilities no problem. Owens said home builders 
using the Economy Lumber Co. plan seem to experi- 
ence no difficulty in getting approval on either 
plumbing or electrical work. As in many communi- 
ties, this work must be done by properly qualified 
mechanics. 

“A man can put in his own plumbing,” Owens said, 
“but he must have a licensed plumber tie it into the 
utilities. All of our customers seem to have friends 
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who are plumbers who can do this for them.” 

Selling methods. The two main sources of packaged 
house and garage prospects and sales are ads in the 
newspaper and in the classified telephone book. 
Owens said a model house at the yard would be a 
sales aid but not a necessity. 

“Of course our customers are expert price shop- 
pers,” Owens said. “They’ll go miles to get a cheaper 
price. We like that. This means they know good value. 

“We are able to show them they get full value for 
the prices we charge. Undoubtedly they can buy 
cheaper, but they can’t buy better materials nor get 
better service than what we offer. 

“‘We show them our Stand. & Btr. framing that we 
supply for these houses, then the Philippine mahog- 
any doors and prefit windows. We show them they 
will get half-inch gypsum wallboard, not three- 
eighths-inch material. 

“Then we tell them about our finance plan. After 
showing them quality materials, it is the finance 
plan which keeps them from shopping further. 

“It is a good plan, for the first monthly payment 
isn’t due for 60 days. Interest for the three-year 
period is 7%, discounted. Many of our buyers put a 
first mortgage on their houses after construction 
is completed. 

“Our buyers have no trouble in building their 
houses,” Owens commented. “They must have friends 
to help them if they get into trouble, for we rarely 
hear of it.” 
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A Directory to Better Building and Increased Sales 


The concerns listed below specialize in the precision production 

of America's finest hardwoods—Appalachian Hardwoods. Finest 
because rich soil and climatic conditions of this area produce soft 
texture, uniform grain, and easy workability. These woods are 
available now as lumber, flooring, most standard and specialty 
building items. Assure yourself of more sales with their exceptional 
quality. Order Appalachian Hardwoods today from the following firms: 








“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flovring, Dimension. 





“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick. Ky. 





*M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, 
Oak, Poplar, Beech, Maple, Ash, Hickory. Chestnut and 
other hardwoods. All facilities. 





“Cherry River Boom & Lbr, Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Poplar, Basswood. Beech, 
Cherry. Mahogany and Lauan Lumber. Domestic and 
imported Veneers. Hardwood Flooring—Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring. 





“Hamer Lumber Sales, Inc., Kenova, W. Va. 


Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 


Manufacturers Appalachian Hardwood Lumber 





“Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring. 





The M. B, Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
“Century” Oak and Maple Flooring. 





*Member Appalachian Hardwoods Manufacturers, Inc. 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


Circle No. 29 on Coupon, page 130. 
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Sells 30 Power 
Mowers First Season 


Trade-in promotion goes over big 
for Tucson, Ariz., firm. 


An attractive outdoor display and a trade-in 
promotion helped sell 30 power lawn mowers for 
the J. Knox Corbett Lumber Co., Tucson, Ariz., 
last summer. 

The nice expanse of lawn in front of the new 
store gives every sales prospect a chance to 
try out the lawn mower of his choice. Most 
homeowners like to try two or three. The Tucson 
firm handles two types of powered mowers—gas 
and electric, also one manual mower. 

“This was our first year in our new store,” 
comments manager W. C. Bell and we started 
our garden supply business conservatively. We 
had one promotion—a trade-in affair, which 

: was very successful. We allowed $5 for hand 
ATTRACTIVE DISPLAY also helped sell power and manual mowers and $25 for power mowers. 
mowers and edgers for the J. Knox Corbett Lumber Co. “The most surprising thing was the number 
of people who came to buy the trade-ins. We 
sold them at the trade-in price and had very 
few left.” 
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1. KYANIZE, as an Independent manufacturer, is 
pledged to protect and develop the Independent 
merchant. 

. KYANIZE does not operate its own “‘company”’ 
stores. 

KYANIZE is pledged to making it possible for 
Kyanize distributors to meet their competition. 
KYANIZE offers assured profits at maintenance, 
painter and retail levels. 

KYANIZE protects its customers, does not sell 
accounts “across the street.” 

. KYANIZE provides an elaborate continuous ad- 
vertising program geared to the needs of the Inde- 
pendent paint merchant. 

KYANIZE offers a complete line of top quality 
paints. 

- KYANIZE promises the Independent merchant 
close personal attention and service. 
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$3530 


CHOOSE TODAY FOR TOMORROW! 
Let the Kyanize salesman tell you how Kyanize guaran- 
tees you a basis for continuous growth and profit. 


Kyanize PAINTS, Inc. 


Everett, Mass. « Springfield, Ill.» Montreal, Canada 
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This is Patch Brothers, Inc., Dryden, New York. Two days after in- At Homebuilding Materials, Spokane, Washington, one of 
stallation, this display won an order to panel a church with prefinished the first sales this display netted was for 640 sq. ft. of paneling. 
che rry. Justa week later they received another big cherry paneling order. And other business—large and small— keeps coming in! 


9 dealers tell you how 


If you think the success stories told here are un- 
usual, you should see the ones that were too 
good to print! 

They re almost unbelievable . . . dealers sell- 
ing thousands of dollars of Weldwood Paneling 
in a week . . . dealers selling more paneling in a 
month than they did the previous year. 

And the secret behind it all is the Weldwood 
Panel Parade—a display which enables you to 
show 67 types of paneling in a small space. 
Builders and homeowners just can't seem to 
resist buying when they see how good-looking, 
how practical and how distinctive Weldwood 
Paneling is. 

The best part of the story, though, is the profit. 

The Sebring Lumber Co., Parkersburg, W. Virginia. In addition to = Wel]dwood Paneling is no small-margin article. 


various small jobs sold from this display, there was a single job of , 


130 pieces of Sea Swirl” Paneling. Retail price: $1,414.40! When you make a sale it’s a profitable one! 
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i 
In Greenville, South Carolina, Mumford Do-It-Yourself’s dis- At Mathieu Lumber Company, Blue Island, Illinois, not only have 
play has this record: 2000’ of Samara,® 500’ of Walnut Plank- sales of V-Plank Paneling gone up, but also the salesmen’s enthusiasm 
weld,** 500’ Birch Plankweld, 700’ Walnut! Plus small jobs! to sell this high profit line. 
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Weldwood Panel Parades boost their profits 


What's more, Weldwood salesmen are con- see you about Weldwood Paneling! 













stantly calling on your builder customers—pre- Don't miss out on this profit opportunity. You 


selling them on the use of Weldwood products. can still install a Panel Parade in time for a big 
And big, full-color ads in LIFE and other top Spring business. Send the coupon today. Or get 


909° ; Cc > , a > , oY . . re p Pp , ° 
— tell tas homeowner customers, in touch with your Weldwood representative. 


month after month, why they should come and vei shi idaie 
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| United States Plywood Corporation 

7 55 West 44th St., New York 36, N. Y. | 

| Gentlemen: I want to find out about the Weldwood Panel Parade | 

7 Display Plan. Please send me complete information rare | 

W Id il | me ! 
| 

e wo00 PAN ELING j COMPANY 7 
| 

A product of | ADDRESS 7 

UNITED STATES PLYWOOD CORPORATION : oie erate | 

| 


Weldwood—The Best Known Name in Plywood 
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Lumber in flatcars .... 


» « ee and bexeers.... 


The Kinks Are Out Of Packaged Shipments 


Successful methods for boxcar and flatcar shipments shown here are the 


answer to increasing costs now plaguing the lumber industry. 


Dealers who attended the recent NRLDA Exposition 
in Chicago witnessed unloading demonstrations of rail 
cars that will have far-reaching influence on the future 
of the lumber industry. 

So every dealer will understand these systems, they 
are described below by two experts—Walter Patty of 
Acme Steel Strapping Co., and Robert Brown, director 





|—Interlace Securement Method 











3-Year Success of Unitized 


of materials handling, for the National Retail Lumber 
Dealers Association. 

It is imperative that these systems, already proved 
practical, are adopted by mills, and that retail dealers 
become equipped with the mechanical machinery to 
handle unitized shipments, a prerequisite to lower han- 


dling costs and to provide maximum service. 
—The Editors. 
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Flatcar Shipments 


By Walter Patty, 
Acme Steel Strapping Co., 
Specialist in Unit Load Research. 


By shipping packaged lumber on 
flatears from its mill in Alabama 
to its Chicago yard, Sterling Lum- 
ber & Supply Co. has achieved sub- 
stantial savings in time and man- 
power at both ends of the line. 

With fork-lift trucks, loading 
time at the Goodwater mill has been 
cut from 32 to three man hours. 
In Chicago, the flatcar is unloaded 
in less than two man hours. Now 
50% of Sterling’s shipments are 
on flatcars and the demand for 
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PACKAGE SHIPMENTS using the interlace 
securement system are “old hat’ at Sterling 
Lumber Co. During the past three years the Chi- 
cago firm has handled more than {2 million feet 
of lumber shipped by this method. 


packaged lumber made it necessary 
for the firm to double the size of its 
Chicago yard and build another 
sawmill. 

The packaging and bracing sys- 
tem—known as the interlace secure- 
ment method—was jointly devel- 
oped by Acme Steel Co., the Associ- 
ation of American Railroads and 
Sterling Lumber Co. More than 400 
flatears have been shipped with this 
securing method and not one had 
to be restrapped en route. 


Stacking method. A typical ship- 
ment—about 35,000 board feet— 
consists of four stacks. Each stack 
consists of several sections stick- 


ered to allow uniform compression 
when strap is tensioned. After the 
stacks are spotted on the car, two 
1%” x .035 straps are threaded 
through the center of the top and 
bottom package. These are the in- 
terlace straps, which give this sys- 
tem its name and eliminate side 
shift of the top layer. 

In addition, two lengths of heavy- 
duty 11%” x .035 strap are posi- 
tioned around the entire stack. Stub 
stakes inserted into the car’s stake 
pockets complete the loading op- 
eration. 

Since early in 1954, Sterling has 
shipped more than 12 million board 

(continued on page 80) 
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R-FLOAT CEILINGS 


pot ony aner 


THE ONE POSSIBLE SOLUTION TO THE IMPOSSIBLE CEILING SITUATION 
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CASE HISTORY: Two ceilings to be covered — 
each measuring 22’ x 60’. The bottoms of the 
joists were out of line by as much as four inches. 


THE ARCHITECT said: 


This was the only feasible type 
of ceiling under the existing 
conditions. 


Why didn’t someone think of 
this before? | have learned a 
wholly new trade! 


LET US SEND YOU illustrated literature and 
blueprint information on this simple, but 
revolutionary, new “continuous dry-wall” 
method of ceiling construction. The whole 
ceiling literally floats — free to expand or 
contract as a unit—in either overall di- 
mension. Economical and quick to apply 
—three men cover a minimum of 200 
square feet per hour! In new construction, 
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Wilson Air-float Ceili 





ation — economically. 


THE BUILDER said: 


The fastest method of putting 
up a ceiling I’ve ever seen. 


THE PLASTERER said: 
es 


I’d have lost my shirt trying to 
level up before | could have 
plastered that ceiling. 


ceilings can be hung directly to rafters or 
collar beams — with no ceiling joists or 








ngs proved to be the only 


type of construction that could meet this situ- 


THE DEALER said: 
Remarkable! A whole new 
market for me; | can keep one 
applicator busy on this alone. 


bearing walls! The surface material is 


weatherproof Homasote; takes paint, stain 
or wallpaper. All other materials are stand- 
ard and inexpensive. No special equip- 
ment required. Write for the facts today! 
Kindly address your inquiry to Depart- 


ment C-19, 


HOMAS OTE osu 
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MOOR PLAN 


12-FT. double door loading (above and below) by Boise-Payette 


Lumber Co. 


SIDE ELEVATION 


15-FT. double door loading 
(above and at right) by In- 
termountain Lumber Co. 








2—Unitized Boxcar Shipment 
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36,000 Feet Unloaded in 21 Minutes! 


By Robert B. Brown, 
Material Handling Director 
National Retail Lumber Dealers Assn. 


The trackside demonstrations at 
the recent NRLDA _ Exposition 
proved that unitized shipments of 
lumber in conventional, double-door 
boxcars is practical. 

These dealers saw two fork lifts 
unload a car—36,000 feet—of pack- 
aged lumber in 21 minutes. Though 
this car was unloaded under ideal 
conditions, many lumbermen felt 
that with a little practice any fork 
lift driver could unload a similar 
car in less than two hours. 

To my knowledge, Boise-Payette 
Lumber Co., Emmett, Idaho, and 
Intermountain Lumber Co., Mis- 
soula, Mont., are the only mills of- 
fering to ship unitized loads of di- 
mension in boxcars. 

Both mills make up units as close 
to 4’ wide as possible and vary the 
height to the customer’s require- 
ments. Both mills prefer not to load 
more than six different lengths per 
car. Half-units of different grades 
can be banded into one unit. At 
their destination these units are 
split with easy-entry plates or a 


chisel fork. 


Bracing techniques—In the car, 
Intermountain braces loads with 
4x8 sheets of plywood inserted be- 
tween the ends of the stacks and by 
setting 4 x 8 boxes, made of ply- 
wood and scraps, between the stacks 
in the center of the car. A floor-to- 
ceiling brace keeps the load from 
jamming the door. Intermountain 
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charges $1 per M for unitizing the 
packages, plus the cost of the ply- 
wood. This is usually not damaged 
in transit and can be sold to re- 
claim the cost. 

To insure a tighter package, 
Boise-Payette compresses the units 
under hydraulic pressure before ap- 
plying the strapping. This reduces 
the width and height of the unit 
about 1%”. Individual units in each 
stack are interlaced with %” strap 
to prevent shift in transit. 

Boise-Payette fills the space be- 
tween stacks with a bulkhead made 


of scrap lumber. To prevent units 
from shifting into the void in the 
center of the car, scrap 6x6 or 
larger is nailed to the floor. A floor- 
to-ceiling brace keeps the load from 
shifting against the door. Boise- 
Payette charges $1.50 per M addi- 
tional for unitizing. 

To unload, the bulkhead is re- 
moved and the first stack side- 
shifted out of the doorway. Rollers 
are used to move the units from the 
ends of the car to the doors. Using 
large rollers, two men can easily 
move the stack into the doorway. 





U.P. Pushes Production 
Of Plug-Door Boxcars 


Several hun- ‘ 
dred railroad rep- 
resentatives at- 
tended the 1956 
NRLDA_ Exposi- 
tion, studying the 
material handling 
demonstrations. 
Included were a 
contingent from 
Union Pacific 
Railroad. Com- 
ment from N. B. 
Marvin, assistant freight traffic man- 
ager, is as follows: 

“For several years, Union Pacific 
has recognized the need for boxcars 
with double-doors. Even so, other in- 
dustries need single-door cars. Thus, 
the problem becomes one of construct- 
ing a car that would serve both pur- 


M. V. Marvin 


poses. This, I believe, has been ac- 
complished with the 50’ boxcar 
equipped ‘with combination plug and 
sliding type doors. The plug door is 
similar to the type of door used on 
refrigerator cars in that it fits flush 
with the inside lining of the car. With 
both doors open, there is a clear wide 
opening. We now have 500 of these 
cars under construction. 

“Union Pacific has also scheduled 
for this year 25 boxcars 40’ 6” length 
with 12’ door openings, using combi- 
nation 6’ sliding door and 6’ plug-type 
door. 

“For experimental purposes, we 
made three flat cars of the 50’ class 
with bulkheads for lumber. These cars 
have been successfully used during the 
past year, regularly carrying loads 
of lumber from west coast to middle 
west and east. These cars can be 
handled in regularly scheduled trains. 
Additional cars will be constructed 
as the demand presents itself.” 
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Meet the Jalousie Style Trend 


WWD If has the best 


Pro-Tect-U Jalousies have been hurricane tested and approved 
They meet the Florida Window Manufacturers Association’s 
specification for air and water infiltration under dynamic con- 
ditions ef wind and water — as confirmed by the University of 
Miami Housing Research Laboratory. 

@ Oldest, most experienced company. 

@ Best design. Tested and improved over 20 years. 


® Engineered to meet all window and door require- 
ments. You can quote on any job. 


= The ORIGINAL ev) 


RO-TECT-0 


My .Y ol tii amore) i fe] 7-wale), | 
4525 Ponce de Leon Blvd. @ Coral Gables, Florida 
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BUILDING PRODUCTS MERCHANDISER 


PROFIT 
Opportunity 


Jalousies are being considered for every new 
home and every remodeling job. Be ready to 
supply this growing market. 


Suggest them for: 


1. Kitchen Windows 
Quick ventilation. Opens so easily by 
turning the operating crank. Convenient 
to reach when leaning over a sink. 


2. Prime Windows for any room 
Storm windows and screens available 


where needed. 


3. Porch Enclosures. Breezeways. 
Make year round rooms of these sel- 
dom used areas. 


PRO-TECT-U Jalousies are of the 
finest quality throughout and have 
many unusual features of design 
and construction that make selling 
easy! Patented “contour” Vane 
Holders have no sharp projections 
—— ae or tabs to bend, no springs or inserts 
Wl ( ij to get lost or fall out. Glass cannot 
“i j be removed from outside. Com- 
: pletely weather-stripped. Continuous 
Heads and Sills on multiple units 
Interchangeable right or left hand 
operation on all units. 


MbDi/ 
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M$ > #| Best of all PRO-TECT-U is the 
Le, in Jalousies yet 














Me, y quality standard 
priced to permit you to quote and 
\s ; ; sell on a profitable basis. 


eo 
+ 


To help you, we have new displays, cata- 
logs, stuffers and ad mats. 


PRO-TECT-U Jalousie Corporation H. 
4525 Ponce de Leon Blvd., Coral Gables, Fla. 
Please send me the full sales opportunities on 
PRO-TECT-U Jalousies. 
[] Please have your representative call. 


Name 
Address 
City Zone State 


ee me ne ee mee ee se ee ee eee 


Circle No. 32 on Coupon, page 130. 79 
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16' STAGGERED DOOR openings equipped 
with one door of standard sliding type 
and another door of the "'plug’’ type on 
each side are now being built by at least 
three western railroads, although some 
have door openings of either 12 or 15' 
width. The Association of American Rail- 
roads recommends |6' clear openings for 
mechanical unloading of lumber. (See fol- 
5. . lowing page for further trends in boxcar 
Big 10 / bei ae 3 ’ shipments of lumber.) 

Gym* - — ; 

Contractor, Joseph Skilken & Co., Flooring , D. B. Frampton & Co., Columbus, 0. 








PACKAGED SHIPMENTS 
LESS DENTS MAKE SENSE IN BIG TEN aa br, nase 


Grade School or “Big Ten”, they all know what NORTHERN MAPLE feet of lumber with this interlace 
a dead floor takes out of the kids. They ve seen and OAK FLOORING sy stem. John Moeling, Sterling’ s 
the scars made in floors which false economy president, says that a third of his 
substitutes. When you're talking gym floors, j. W. WELLS — specify Smee pen loads of 
tell ‘ ight—J. : j umber for industrial users. 
Northen Mar TW: Walls Dfamonel Mere’ LUMBER COMPANY | "ie predicts that soon it will be 
Menominee, Michigan possible to move 1,000 board feet 


*Name furnished on request Phone UNion 3-9281 of lumber per man-minute. 
The railroads also approve this 


DISTRIBUTORS IN MAJOR CITIES COAST-TO-COAST type shipment. Robert M. Martin of 
: Central of Georgia says the 22 cars 


Clare Bo, St on Sonpen, SANS Te i assigned to Sterling cut handling 
time and also cut turnaround time 
in half, eliminating restrapping en 
route and making possible a 33% 
heavier payload per car. Eight more 
cars will be assigned to Sterling in 
woop ‘SCRAPERS the immediate future. ; 
Mr. Moeling is also a pioneer in 
development of unitized shipments 


Longer handles in boxcars, which are discussed on 


for a following page. 
Easier handling 
Supersharp Blades Cut Waste Motion 











Industrial Cover Producers 
Recognize Retailer's Needs 


As unitized er 
shipments in- F 


crease, there will 
J be a need for more 
jj protective covers. 
retallpttanteleccnigaall) i ra Edward H. Look, 
EVERY HOUSEHOLD . vice-president of 
NEEDS A PAIR! y | Portco Corp., Van- 
couver, Wash. 
@ A big ticket, self-selling i ¢ i 
g gm, , ee are instantly replaceable. the Industrial Bag 
@ Folds compactly for easy storage | Push in new blade—old one and Cover Asso- E. H. Look 
. ° ° | slides out easily. Stock ciation the . H. Loo 
Available in two sizes! genuine Red Devil Blades NRLDA Exposition shipment clinic 
Knee high size for sawing and general for replacement. , says: Fylit F 
household use. Table high size for scaf- 7979 j = mac’, Oe . 2ak 
tsldinn, etdde palsling, plenictebtes, oh #€5-1 a “T am sure that I can speak for our 
qorbide members when I say that there was not 
eo ome eee. Sa ae ee one of us who did not leave your Ex- 
a position with a better understanding of 


ORDER FROM YOUR JOBBER NOW! Product of the nai ares ® pie gr oe 
we learned wi e renecte in etter 
FEDERAL HARDWARE PRODUCTS, Inc. Red Devil Tools a Ae in both — ae 
; : ‘ s used, ¢ rease c- 

1023 N.E. Marshall - Minneapolis 13, Minn. Union, N. 3. U. . A. i faite? In Increased produ 
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Arrow’s T-50 automatic gun tacker is fully approved by 
all the manufacturers below for the fast, efficient and eco- 
nomical installation of their products. Designed for heavy 
duty jobs. Retail: *12.50 
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CHICOPEE oy 
"| FEBERGLAS Gest 
__. SCREENING in KIMSUL Kimberly-Clark 
on 





REYNOLDS... / 


DO IT YOURSELF INSULATION 


Efhcrent year reued Aluminum inswiation Clean easy te handle: Economical 


WATERPROOF 
REENFORCED 
“ PROTECTIVE PAPERS 





a 


JAN 


Arrow tackers are trouble-free! They can’t jam—even when 
struck against metal! Patented, non-clogging mechanism 
prevents staples from sticking or jamming the tacker. Never 
any lost time on the job. 


We sell only to the trade... 
never direct to the consumer! 


Available at all leading building supply, lumber yard and 
hardware dealers. Write for free catalog of complete line 
of Arrow automatic nailing machines. 


ARROW AUTOMATIC TACKERS 


ARROW FASTENER COMPANY, INC., One Junius Street, Brooklyn 12, New York 


BUILDING PRODUCTS MERCHANDISER Circle No. 34 on Coupon, page 130. 











UN-EVEN 
TOP PLATE 


COMMON CAUSES 
_OF NAIL POPPING 
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/S LIKELY TO OCCUR. 





TWISTED 


NOTE: ARROWS DESIGNATE POINTS AT WHICH NAIL POPPING 
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How To Eliminate Nail Popping In Gypsum Board Walls 


Research indicates improperly dried lumber, incorrect nailing and poor workmanship 


are the culprits behind the majority of cases of nail popping and creep 


Poor framing and improperly 
seasoned lumber are two of the 
most important causes of nail pop- 
ping in gypsum board wall instal- 
lations, according to a recent re- 
port published by the U. S. Forest 
Products Laboratory. 

Shrinkage of moist lumber, the 
report says, has the effect of pull- 
ing the nailing surface of the 
framing member away from the 
nail head. As a result, the gypsum 
board is no longer held firmly 
against the framing members and 
slides on the nail shank and ex- 
poses the nail head. 

The Forest Products Labora- 
tory recommends that average 
moisture content of framing lum- 
ber during application of gypsum 
board should be between 11-13% 
in the deep south and Pacific 
coastal areas; 7-8% in dry, desert 
areas, and 9-11% in the rest of 
the nation. 


Creep minimized. The new, 
114” annular-ringed, bright-finish 
gypsum board nail, developed after 
several years’ research and test- 
ing, has proved it can lessen creep 
—the movement of the nail head 
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with respect to the wallboard sur- 
face. The nail’s shorter shank has 
also proved an advantage—with a 
shorter shank, there’s less wood 
to work on it and consequently 
less chance for creep. The annular 
rings also give the nail greater 
holding power. 


Good workmanship required. 
Even though dry lumber and the 
proper nail are used, Lloyd H. 
Yeager, general manager, Gypsum 
Association, emphasizes that nail 
popping can still be built into a 
wall or ceiling by poor workman- 
ship. To avoid potential nail pop- 
ping, Yeager advises: 


1. Proper Nailing. The work- 
man shouldn’t depend on the nail 
head alone to pull the board up 
tightly. The area of gypsum board 
adjacent to the nail must be held 
in firm contact with the framing 
with the free hand while the nail 
is driven. Nails should be driven 
slightly below the surface of the 
board. Care should be taken to 
avoid breaking the paper face. 


2. Accurate Framing. Use 
straight, uniformly dimensioned 


lumber and make sure the nailing 
surfaces are flush to receive the 
gypsum board. This means all 
faces of the top and bottom plates 
should be flush and in true align- 
ment. 


3. Cutting Board to Size. Wedg- 
ing oversize gypsum board panels 
into place introduces unnecessary 
stresses that often create a bow in 
the surface of the board. This 
causes something to give—usually 
the nail heads. To have each 
board rest naturally in position 
and avoid other induced stresses, 
it’s best to start nailing in the cen- 
ter of the board and work toward 
the outer edges. 

Even something as simple to in- 
stall as gypsum wallboard, Yeager 
points out, should receive the 
same care accorded any finishing 
material. 





When answering advertisements 


please mention 


AMERICAN LUMBERMAN 





March 4, 1957, AMERICAN LUMBERMAN AND 








in tne nome... 





a Be 
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Modern America goes for Pionite in a big face withstands cigarette burns, fading, hot 
way. One family in 10 now enjoys its strik- fats, fruit juices, heat, alcohol, and boiling 
ing patterns, woodgrains, and decorator- water — defies scuffs, dents, scratches, chip- 
inspired colors that fit in beautifully with ping, cracking, and breaking. 

contemporary decor. Pionite installations 
number countless institutions, businesses, 
and industrial establishments. 


Available in all wanted sizes, manufactured 
under scientific quality controls, Pionite 
brings to you economies made possible by 
The quality of this fast-growing laminate large-scale production. Three strategically- 
is so high it exceeds NEMA standards. located plants on East and West coasts are 
Pionite’s rock-hard, melamine-armored sur- geared to serve you promptly. 


Pioneer PLASTICS CORP., SALEM, MASS. 
SANFORD, ME. LOS ANGELES, CALIF. 


MANUFACTURER OF PIONITE HIGH PRESSURE DECO /E PLASTIC LAMINATES AND 


GLAMOR-BOARD, A %2” PLASTIC-SUR ED HARDBOARD 


PIONEER PLASTICS CORP., SALEM, MASS. 


Send me free brochure ‘‘Pionite 
In The Home, In Business, In Industry." Include chig 
of your newest decorative patterns and woodgrain 


NAME 


COMPANY 





IN ADDITION to their own display rooms showing solid wall paneling available for 
customers’ use at The Veneer Lumber & Plywood Co., Chicago, is this handsome display 
at the Chicago Metropolitan Home Builders "Home Center," located in the loop. 


Skillful Methods Sell Paneling 


Three new display rooms show- 
ing solid wall paneling are now 
available for customers’ use at The 
Veneer Lumber & Plywood Co., 
Chicago. President George Vander 
Woude reports his company as well 
as his customers have long felt 
the need to have a convenient dis- 
play showing full walls of solid 
hardwood paneling with finishes. 
“We carry over 30 different types 
of paneling in stock,” he states. 

“Most people who plan to use 
paneling are not familiar with the 
different species available. Now 
they can come down to our display 
rooms and see the fine selection 
that will fit into any requirement 
or any price range,” says Vander 
Woude. “Architects, building con- 


Plywood Manufacturer 
Sponsors $5,000 Contest 


To bring general knowledge of 
the plywood industry of unusual 
uses of Douglas fir plywood not 
generally known to manufacturers, 


distributors and consumers, Pa- 
cific Plywood Co. and Plywood 
Service, Inc., are jointly sponsor- 
ing a “Five Grand Contest.” 
Every carload buyer of Pacific 
Service plywood, or allied prod- 
ucts, will be entitled to one entry 
for each carload. The contest 
closes July 31, 1957, and the win- 
ner will be announced Aug. 15. 
Each entry must be a descrip- 
tion in 250 words or less of some 
unusual use of Douglas fir plywood 
known to the participant. The use 
cited to be currently in practice 
locally, regionally or nationally. 
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tractors, lumberyard and millwork 
companies are invited to use our 
displays for their own selection or 
send their customers to make the 
choice. We also have a showroom 
including plywood and architec- 
tural veneers.” 

Some of the wood on full wall 
displays are a cypress beamed ceil- 
ing and planking, walls of butter- 
nut, cherry, walnut, rift white oak, 
willow and many others. Doors, 
plywood and moldings to match 
any paneling are a feature of the 
firm and also are shown in con- 
junction with the paneling. “Let 
the customer see what he is buy- 
ing and nine chances out of ten 
you can close the deal at once. This 
has been our experience in panel- 
ing,” said Vander Woude. 


Final award will take into con- 
sideration not only the unusual 
nature of the use of plywood, but 
also the quantity of material in- 
volved and the estimated potential 
volume involved if adopted nation- 
ally. 

Entry blanks in duplicate, one 
copy to be retained by the entrant, 
will accompany invoices for each 
carload of plywood products pur- 
chased from Plywood Service, Inc., 
Dillard, Ore. 

The prizes: A week’s all-expense 
vacation for two at Roseburg, 
Ore.; a full carload of premium 
plywood and allied products with 
an invoiced value of $3,000, p.t.s. 
The week’s vacation includes a 
deep sea fishing trip and visits to 
the Douglas County rodeo, Oregon 
caves, Diamond and Crater lakes. 


New Pine Paneling Has 
In-Built Furring Strips 


A new, solid-wood paneling—Loc- 
Wall—has been developed by Weyer- 
haeuser Lumber Co. The paneling 
is a result of research generated by 
complaints that 7’ and 8’ panels 
weren’t available in quantities to 
supply the demand, while lumber 
sold on grade and run to pattern 
required too much selection at the 
consumer level. 

Furring strips glued to the back 
of the panels make installation a 
one-step operation. The furring 
strips are notched so panels will 
interlock into a tight joint. 

In the manufacturing process, 
Idaho white pine boards are liter- 
ally taken apart and put together 
to give the customer six distinct 
advantages: Required lengths, se- 
lected grade, fast and easy applica- 
tion, stability, elimination of face 
nailing and packaged protection. 

The stock is assembled to make 
panels 32” wide in 7’ or 8’ lengths. 
Furring strips about 36” long, ex- 
tend 2” past the edge. 


New SP Grade Rules 
Include Paneling Specs 


For the first time, standard 
grades and patterns of paneling 
are now included in the recently 
revised Southern Pine Grading 
Rules. New grades and panel pat- 
terns are graded A,B,C,D and 
No. 2. 

The special paneling grades help 
manufacturers and dealers who 
produce some of their own mill- 
work. Provision is made for panel- 
ing fillets. All paneling grades are 
required to meet a special 12% 
maximum moisture content. 

About 70% of the subscribers of 
the Southern Pine Association, 

(continued on page 86) 
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WOOD PANELED interior walls often are 
seen in combination with plank-and-beam 
construction, which is popular in the south. 
Southern pine roof decking and beams are 
in great demand for this purpose and use 
of the same wood for the wall paneling 
brings harmony. 
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For shingles, siding, 
sheathing and subflooring 
choose 


RED CEDAR 


one of the dependable woods from 


the Western Pine mills 


This strong, decay-resistant, even-textured, 
aromatic wood is used wherever durability 
and non-warping are important. Entirely 
resin-free, it takes and holds glue, paint and 
stains. It is one of the finest wood insulators. 
And it is carefully dried, insuring lower main- 
tenance cost, more accurate sizing, improved 
woodworking qualities. 


Write for FREE illustrated Facts 
Folder about Red Cedar to: Western 
Pine Association, Yeon Building, 
Portland 4, Oregon. 


The Western Pines 


Idaho White Pine; and these woods from 
; the Western Pine mills 


| WHITE FIR - INCENSE CEDAR 
| RED CEDAR « DOUGLAS FIR 

| ENGELMANN SPRUCE 

| LODGEPOLE PINE - LARCH 


Ponderosa Pine 
Sugar Pine 


are manufactured to high standards of seasoning, grading, measurement 


TODAY'S WESTERN PINE TREE FARMING 
GUARANTEES LUMBER TOMORROW 


* 
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FIRM NAME 


New Monarch 
Model 20 


Dial-A-Pritar 
. . . profitably price-marks 


varied lines .. . small lots! 


Prints from dial-set bands of rubber! 
No type setting required. A quick 





twist of dials re-sets bands in seconds. 
Ideal for speedy price-marking 
varied lines or limited amounts of 
stock. Model 20 price-marks retail 
price—plus other stock or selling in- 
formation. Get the full facts about 
protecting profits, increasing sales 
with the Monarch Model 20 Dial-A- 


Pricer—mail the coupon below. 


Protect Profits ... Create Con- 
fidence . . . Make sure each 
sale is at correct price with 
accurate Monarch Price- 
Marking. 


The MONARCH Marking System Company 
216 South Torrence Street, Dayton 3, Ohio 


| am interested in a Monarch Model 20 Dial-A-Pricer price-marking 


machine. Send me information on it—without obligation. 


NAME ——w 
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MANUFACTURERS 


(begins on page 84) 





representing 25% of the total 
southern pine production, are now 
manufacturing and selling panel- 
ing. Wood paneled interior walls 
are frequently seen in combination 
with wood roof decking and beams. 


Pians Spring Promotion 

As part of its spring promotion 
of wood paneling, the Southern 
Pine Association is promoting 
home improvements with publicity 
releases aimed at the consumer 
market. 

The promotion mailed to local 


newspapers suggests that: 

“The first cost of doing a panel- 
ing job is just about the same 
as a poor one. Don’t try to cut 
corners. 

“Don’t abuse paneling. During 
delivery to the job and while in 
storage prior tc use, protect it 
from moisture. Condition it by ex- 
posure to normal room temperature 
for several days before installa- 
tion. 

“Treat back and ends of panel- 
ing with a top grade penetrating 
sealer before installation. Don’t 
let the sealer run over the panel 
face. 

“Blind nail paneling when pos- 
sible. In face nailing, countersink 








TARTER, WEBSTER & JOHNSON 


Manufacturers of West Coast Mouldings 


| OFFERS EXCLUSIVELY TO JOBBERS 


A Dependable 
Year Around Source of 


CALIFORNIA HIGH ALTITUDE 


| 
| 


WHITE & DOUGLAS FIR 


I (TPR ALSO MANUFACTURE AND SUPPLY 
THE FOLLOWING ITEMS IN PONDEROSA PINE: 


@ Finger Jointed Mouldings @ Doors and Jambs 


(Specified Lengths) 
@ Cut Stock 


@ Lineal Mouldings 


@ Windows and Sash 


@ Venetian Blind Stock 


CALL YOUR NEAREST JOBBER FOR TW&J MOULDINGS 


Tarrer.Wesster & Jounson. Ine. 


San Francisco 19, California 


t 6-4200 


PRo pe 
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the nails and fill nail holes. After 
applying the first finish coat, stick 
a paste filler or putty into holes 
with a stiff putty knife. 

“For best results, machine sand 
the surface. Final sanding should 
be by hand with the grain, never 
across it. Remove dust with a soft 
brush before applying finish.” 


Profit-Makers for 
Hardware Week 


These specially priced items 
have been announced by manufac- 
turers for the 1957 Hardware Week 
Promotion, April 25 - May 4. 


oT asta. ory : 
| REDUCED PRICES 


FOR HARQWARE WEEK '' 


f 
Cx } 
s 
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STANLEY TOOLS 

Prices on seven tools in the 
Handyman line have been slashed 
for IRHA Hardware Week. The No. 
HW7 assortment includes chisels, 
steel tape rule, spiral ratchet 
driver, utility knife, block plane, 
combination 
square with level vial. The No. 
HW 1252S chisel set includes four 
chisels and a handy metal chisel 
holder for a special price of $5.77. 
Complete with plastic box having 
magnifying lens in cover, the No. 
HWO8H Pacemaker steel-tape rule 
is offered at 87¢. 

The third item is the No. 
HW 133H spiral ratchet quick-re- 
turn screwdriver priced at $2.97. 
Stanley’s razor-sharp utility knife 
No. HW 229 is offered at 87¢. 
Suited for light household work, the 
No. HW 1247 block plane has a 
tempered-steel 15” cutter with 
wheel adjustment and sells for 
$1.87. A heavy-duty 18” chisel for 
prying, ripping and wrecking is 
specially listed at $1.87. The sev- 
enth tool is a combination square, 
No. HW 122214, specially priced at 
$1.87. 

Dealers may obtain a sell-and- 
tell counter display free when they 
order the full assortment included 
in the No. HW 7 at $26.92 (regular 
cost, $30.62). 


MILLERS FALLS CO. 

A Saw-Knife Set—No. 789—con- 
sisting of a Utility Knife with five 
razor-sharp blades in the handle, 
plus three saw blades, which en- 

(continued on page 88) 
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MORE EASIL 
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BIGGER...PROFITS BET 
WITH TOD 


BIG NAME 
ROOFI 
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Better Homes Sunset 


and Gardens MAGAZINE 


May come 


$100,000 Spring Promotion Builds Business FOR YOU! te 


years may 
20, 


Every needed selling tool is put into your hands by FRY— 
starting with the product itself, the ONLY roofing that can 
truthfully claim: ‘20 years without one blistered shingle 

or a single roof failure.’”’ And that claim is backed by a 
20-Year FULL VALUE Bond, an added advantage that no 
competitor offers. 

Activating this proved product superiority—putting it to 
work for you, RIGHT NOW—Fry launches its Spring 
promotion, at the height of your Spring selling season. More 
than $100,000 will go into power-packed national 
advertisements, direct mail pieces, display pieces, etc., this 
spring alone! More—as °57 marches on! 


A POWER-PACKED ARSENAL OF 
PROMOTIONAL MATERIAL AT YOUR DISPOSAL 


If you are already a Fry dealer, watch your 
mail for detailed announcement of available materials and 
Order Blank that can launch the most successful 
selling season in your history. 
If you do not yet handle FRY Roofing, contact 
your Fry distributor or our general offices.. 
] TODAY! It can prove the best money- 
a move you ever made! 


! iD TBARS ne 


iS 


ase j | DEALER IMPRINT 
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MATS we | DIRECT MAIL = DISPLAY BOARDS 


World’s Largest Manufacturer of Asphalt Roofing and Allied Products 


LLOYD A. FRY ROOFING CO. + 5818 ARCHER ROAD, SUMMIT (Argo P.0.), ILLINOIS 
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able the tool to cut practically any- 
thing. Regularly listed at $1.98, the 
set is priced at $1.79 for Hardware 
Week. 


Also offered is the No. 2140 Uni- 
versal Jig Saw Attachment, which 
converts any 1,” electric drill into 
a versatile power saw, which will 
cut straight or irregular lines in 
wood or metal. Regular list is 
$11.95; the Hardware Week price 
is $9.95. A third tool in Millers 


Falls’ list of Hardware Week 
values is the No. 1455 low-angle 
Block Plane. A regular $3.90 value 
specially priced at $3.50 for Hard- 
ware Week. 

















“GALVANNEALED” FARM FENCE—Noth- 
ing can touch Mid-States Galvannealed for 
long life, ability to last. It’s triple-wrapped, 
heavily-crimped—built to resist expansion 
and contraction. Through a special heat proc- 
ess, the copper-bearing wire has a thick 
coating of protective zinc fused into the steel! 


GOOD BUY FOR THE FARMER! 
GOOD DEAL FOR THE DEALER! 





HEXAGON NETTING—Unrolls 
flat, does not buckle or curl be- 
cause it is constructed with a re- 
verse twist at the junctures of the 
wire strands. Made in 1 and 2 inch 
mesh. Galvanized before weaving. 
Available in 150 ft. rolls. 








MID-STATES 


Steel & Wire Products 


“GALVANNEALED” BARBED WIRE— 
Stays on the job long after ordinary galva- 
nized wire must be replaced. Made of copper- 
bearing wire with protective zinc fused into 
the steel. Barbs well-pointed and uniformly 
spaced on evenly twisted cables. Types and 
weights available for all needs. 














MID-STATES STEEL WIRE 
NAILS—Made from full-gauge, 
open hearth, copper-bearing steel. 
They're strong, well pointed, uni- 
form and have well-centered heads 
that won't fly off or break. Bright, 
blued, cement coated or galva- 
nized finishes, packed in 100- 
pound cartons. 


MID-STATES STEEL AND WIRE COMPANY 


« JACKSONVILLE, FLORIDA 


CRAWFORDSVILLE, INDIANA 
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BLACK & DECKER MFG. CO. 

A portable electric %<” Utility 
Drill at a customer saving of $5 
and a special assortment of Hole- 
saws for use with the drill are of- 
fered for IRHA Hardware Week. 
The drill, which has a full 3%” 
drilling capacity in steel, has the 
power so often desired by advanced 
craftsmen as well as mechanics 
and installation and maintenance 
men. 

Black & Decker’s get-acquainted 
Hardware Week Special Holesaw 
assortment consists of a drill man- 
drel and four different-sized hole- 
saws ranging from %4” to 14%” in 
diameter. Sold separately these 
units would retail for $5.45. The 
packaged assortment is offered for 
$4.95 during Hardware Week. 





JACKES-EVANS MFG. 

A new rural mail box, claimed to 
be extra-rugged because of its new 
Rib-O-Nized, galvanized-steel con- 
struction, is fully approved by the 
Postmaster General, reports the 
manufacturer. Finish is a distinc- 
tive satin-gloss, over-baked alumi- 
num enamel. Individually boxed in 
colorful display-shipping cartons, 
retail price is $2.98 each for Hard- 
ware Week. 

Jackes-Evans Mfg. Co. is offering 
free with each mail box bought dur- 
ing Hardware Week a handsome 
weatherproof vinyl plastic name- 
plate, mailed prepaid to purchaser 
on return of card enclosed in each 
box. 


Huttig Sash & Door 

Acquires American Sash 
The purchase of American Sash 
& Door Co., Kansas City, by Huttig 
Sash & Door Co., St. Louis, is re- 
ported by Huttig’s president Roy 
(continued on page 90) 
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More and more 


HOME BUILDERS 


Look for this 
MARK OF 
QUALITY 


fe e 
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They know a 


RAYNOR sicrionat 


OVERHEAD DOOR 
Means ‘‘Built-in’’ Quality 


The homes they build are under sharp scru- 
tiny by prospective home buyers. They're look- 
ing for quality and they see it at first glance 
when a Raynor overhead garage door is 
specified. Raynor doors represent the finest in 
harmony of design and quality construction 
.. . they are engineered to provide years of 


effortless operation and lasting beauty. 


Check your telephone directory 
for the Name of 
Your Nearest 
Representative 
or 
write to 


DISPLAY 








ade ME SRS. 


Boost homeowner sales 
with informative display 
.. . use MULTIPLEX PANELS 


Today’s retail lumber dealer knows the 
need for merchandise displays that 
inform. The shopper wants to find out 
about sizes, prices, colors, uses, etc., 
without asking a lot of ‘‘foolish ques- 
tions’’ of a salesman 


Thousands of lumber dealers are now 
using Multiplex Panels to do this job 
of informative merchandise display .. . 
and many of your suppliers* are now 
providing free display kits to fit Multi- 
plex Panels 


The steel-framed panels use peg-board, 
fiberboard, plywood, and other fillers 
. can be used as a single stand-up 
unit, or in a wall-mounted swinging- 
panel display. And, in the wail-type 
unit, display panels are removable and 
interchangeable with sample doors. 


The coupon will bring you a booklet 
illustrating the use of Multiplex in 
other dealers’ showrooms and describing 
construction features, sizes, prices, etc 
Mail it now, and get the facts. 


* List of manufacturers’ names on 


request 


Show it well, and it will sell ! 





MULTIP LEX DISPLAY FIXTURE CO. 


907-917 North 10th Street . 


Please send me names of manufacturers who offer Multiplex 
Display Kits to dealers. 


St. Louis 1, Missouri 


RAYNOR 


MANUFACTURING COMPANY NAME 


Dept. AL-3, Dixon, Illinois COMPANY 








ADDRESS 


BUILDERS OF A COMPLETE LINE OF mis 
CITY AND STATE rey eddies sca kokand she 


WOOD SECTIONAL OVERHEAD DOORS 
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R. Siegel and American’s chairman 
of the board Joseph H. Hoodin. 

The business of American Sash 
will be continued by Huttig under 
the same management and person- 
nel as in the past. Samuel S. Ed- 
wards will continue as president. 
Expansion of facilities in Kansas 
City to provide better service to 
customers of American Sash soon 
will take place. 


May Is National 
Metal Awning Month 


May has again been set as Na- 
tional Metal Awning Month and 
the industry looks for this year’s 
promotion to far out-reach 1956’s 
initial campaign. More than $350,- 
000 was spent by aluminum sup- 
pliers, manufacturers and dealers 
last year to back the NMAA’s “Buy 
in May” slogan and to carry the 
advantages of metal awnings to an 
audience of more than 60 million. 
The NMAA reports that the suc- 
cess of last year’s campaign has 
gathered momentum for 1957’s Na- 
tional Metal Awning Month to the 
tune of more than $500,000. 


The astonishing climb of alumi- 
num awning sales from $2 million 


retail in 1945 to an estimated $200 
million last year is one of the 
brightest success stories in the 
home improvement field. “Con- 
servatively, the metal awning in- 
dustry should have $400 million re- 
tail sales by 1960,” NMAA presi- 
dent W. H. Wynne, Jr., says. “With 
home improvement on the rise, we 
have just scratched the surface of 
aluminum awning volume.” 


Southern Pine Assn. to 
Meet in New Orleans 


A first-hand glimpse of the tools 
that will mold the future of the 
Southern Pine lumber industry 
can be had in New Orleans, April 
8-10, when a mammoth lakefront ex- 
position will be held in conjunction 
with the 42nd annual convention 
of the Southern Pine Association. 

All the latest equipment for lum- 
ber manufacture and logging will 
be on display. According to W. R. 
Warner, Warren, Ark., chairman of 
the association’s mechanical effi- 
ciency committee, the big show will 
unveil a veritable “march of auto- 
mation.” He adds, “The integration 
of forest products manufacture has 
arrived and is spreading through- 
out the southern lumber industry. 
And it is highly significant that 
small mill operators, as well as 
large, are aware of the need for 
mechanization.” 





COMPANIES ANNOUNCE 


John A. Hash succeeds Gates Fer- 
guson as advertising manager of The 
Celotex Corp., Chicago. Hash joined 
the Celotex advertising department in 
Dec., 1944, and has been assistant ad- 
vertising manager for the past seven 
years. He will be succeeded by Robert 
M. Johnson, sales promotion manager 
for the Acousti-Celotex department. 
Gates Ferguson will continue his as- 
sociation as advertising consultant, 





Hunt 

The appointment of William H. Hunt 
as vice-president in charge of plywood 
and specialty sales for Georgia-Pacific 
Corporation is announced. Hunt was 
formerly with the United States Ply- 
wood Corp. His new headquarters will 
be at Georgia-Pacific’s general offices 
in Portland, Ore. James L. Buckley, 
vice-president who formerly served in 
the position now held by Hunt, has 
been appointed vice-president in charge 
of development and research and aide 
to the president on special projects. 
Buckley also takes over the presidency 
of a subsidiary, Georgia-Pacific Alaska 
Co. 








Hey! Don’t neglect 


More people ENTER the Back Door than any other. 


So ...choose a handsome back door design for added sales 
features. No need for mixing interior FLUSH and exterior PANEL 
doors to get ‘‘half-glass'' designs. Visador offers numerous possi- 


bilities, a few of which are illustrated here. 


Cutaway view of installed VISADOR LIGHT reveals 
beauty, strength, and quality of VISADOR hardwood 
moulding. Precision mitres are permanently held together 
by special joint-nails ... not just ordinary staples. Glass is 
bedded in full '/.-inch of caulking compound for water- 


proof fit— and is CENTERED in door by IDENTICAL halves 
of two-piece moulding. These features and many more show 
why you get MORE PERFECTION, DOOR-AFTER-DOOR in 
VISADOR quality door lights and louvers. Prices are more 
than competitive with other flush door glazing methods! 


a) [Gl 
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Insist on getting 
genuine 











Circle No. 41 on Coupon, page 130. 














LIGHTS 


SINCE 


Sold through leading Door Jobbers and Manufacturers 


The_VISADOR G- 


P.0.BOXK 10312 ° 


DALLAS, TEXAS 
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Product lines of Stocker Mfg. Co. and Angier Corp. 
were on display at the Northeastern Retail Lumbermen’s 
Association convention under their new consolidated cor- 
porate title, Ludlow Papers, Inc., Needham Heights, Mass. 
The two firms joined with a third paper converting concern, 
McLaurin-Jones, earlier this year to form the new organiza- 
tion. 


Hugh J. Jacks, Pacific Coast Co., Willits, has been elected 
new president of the California Redwood Association. 
Philip T. Farnsworth, San Francisco, was reelected execu- 
tive vice-president and Selwyn J. Sharp was chosen secre- 
tary-treasurer. 


Richard G. Kimbell, one of the coun- 
try’s leading experts on building codes 
and wood utilization, has been named 
acting executive vice-president of the 
National Lumber Manufacturers Asso- 
ciation. Kimbell will act in place of 
Leo V. Bodine, who resigned to become 
a vice-president of the Diamond Match 

0. 


Kimbell 
a 


Monroe W. Pollack, vice-president, director and member 
of the executive committee of United States Plywood Corp., 
New York City, has been appointed director of sales. . . 
Samuel N. Pritchard has been named general sales manager 
for Henry Disston Div., H. K. Porter Co., Inc., Philadelphia. 
He will supervise the sales activities of Disston’s hardware, 
industrial and export departments in the United States and 
overseas. 


The $3.3 million coreboard plant being erected by Roddis- 
craft, Inc., at Arcata, Calif., is nearing completion and 
will be ready for operation this spring. Robert K. Molloy, 
plant manager, reports the new plant will make coreboard 
from waste wood for special quality furniture, using ma- 
chinery now being installed by eight engineers imported 
from Germany, as was the machinery. 


Pack River’s Dover planing mill is pioneering the first 
use of radio-telephone for inter-plant and yard communi- 
cation in the lumbering industry in the Idaho white pine 
area. The experiment is proving highly successful, accord- 
ing to Earl Hustead, planer foreman, who estimates there 
has been a 35 to 40% saving in time in the movement of 
loads of lumber and in getting loads to the right place at 
the right time. 


At the annual meeting of Kyanize Paints, Inc., Boston, 
Mass., David S. Hall was elected to the board of directors 
and the executive committee. ... Richard D. Roseberry has 
been named chief forester for The Diamond Match Co. He 
will advise all divisions of Diamond Match on matters of 
forestry practice and timber procurement. He will continue 
to operate out of Chico, Calif. For the past 10 years, Rose- 
berry has been chief forester of the California Lumber 
Mfg. Div. of Diamond Match. He will be succeeded by his 
assistant, Charles R. Arment. 


Hugh J. Andersen, sales manager of 
the Andersen Corp., Bayport, Minn., 
has been elected a vice-president of 
the company. Andersen, a grandson of 
Hans J. Andersen, founder of the 53- 
year-old firm, will continue with the 
duties of sales manager, which he as- 
sumed two years ago. 

Andersen 


Frank S. Barker has been elected president of The Perma 
Products Co., Cleveland, Ohio, by the board of directors to 
succeed John E. Martin, who is retiring. Barker has been 
with the company for 14 years, the last three as executive 
vice-president. E. T. Allen, formerly director of sales, was 
elected executive vice-president. 


Clem Ambrose of LaGrange Park, IIl., has been ap- 
pointed sales representative for the W. H. Maze Co., manu- 
facturer of specialty nails, Peru, Ill. He replaces his 
brother, Bill, who died recently from a heart attack at the 
NRLDA show in Chicago. (continued on page 127) 
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ELMER’S® 
GLUE-ALL 


Here's the modern plastic 
glue that sticks fast and 
strong. Dries clear, won't 
stain. Ideal for wood, paper, 
cloth, pottery—any porous 
material. In handy squeeze 
bottle, plastictube, and glass 
jars; sizes from 19¢ up. 





ELMER’S® 


WATERPROOF GLUE 


It's the glue that boating ex- 
perts use. Exceeds military 
specifications for waterproof 
glue. Resistant to acids, al- 
kalis, fungus, rot. Super 
bond is stronger than the 
wood itself. Ideal for any 
outdoor project. 


A glue for every job 
... made to do a better job! 


All 3 nationally advertised 
in the leading magazines 


read by glue users 


@ SATURDAY EVENING POST 
@ POPULAR MECHANICS 

@ POPULAR SCIENCE 

@ MECHANIX ILLUSTRATED 

@ AMERICAN HOME 

@ BETTER HOMES & GARDENS 


@ SUNSET 


ELMER’S® 
CONTACT CEMENTS 


Bond plastic laminates to 
plywood quickly, without 
clamps, nails of presses. 
Highly resistant to heat and 
water. Where combustibility 
is a problem, use new 
Elmer’'s® Non-Flammable 
Contact Cement. 


a profit-building merchandising idea . . . 
a free ‘“‘Glue-It-Yourself Corner” kit 
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customer literature . 


Get yours today. Includes attractive “Glue- 
It-Yourself Corner” sign that will brightly 
flag your glue department . . . shelf strips 
... idea sheets” to help increase sales... 
. . Elmer's Glue Chart. Ask 


your distributor for yours, or write us direct. 


S$ THE STRAIGHT LINE TO GLUE PROFITS! 


The Borden Company, Chemical Division, 350 Madison Ave.. New York 17. N.Y. 
Circle No. 77 on Coupon, page 130. 
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PONDEROSA 
PINE 


DOUGLAS 
FIR 


WHITE FIR 
HEMLOCK 


and remember 


ELLINGSON 


has been a reliable 
source of supply for 


67 YEARS 


Tell us your needs. 


ELLINGSON 


LUMBER COMPANY 


Klamath Falls, Oregon 
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LUMBERMEN Bill Marquard and Ed Bijerke 
of the Sacramento Hoo-Hoo Club discuss 
the use of home building lumber with two 
Parade of Homes visitors. 


Hoo-Hoo Club's Exhibit 
Promotes Lumber Sales 


A complete forest products ex- 
hibit was sponsored by the Sacra- 
mento (Calif.) Hoo-Hoo Club No. 
109 at the Parade of Homes. Chair- 
man of the Hoo-Hoo committee re- 
sponsible for the exhibit was Al 
Baltus of the Sacramento retail 
yard of The Diamond Match Co. 

“We had three goals in mind,” 
3altus said. “We wanted to pro- 
mote the use of forest products in 
home building, to improve public 
relations for the lumber business 
and to stimulate interest in the 
services of retail lumbermen.” 

Baltus estimated that more than 
50,000 people saw the Hoo-Hoo ex- 
hibit. The club’s $564 cost for the 
project was met by a $15 per mem- 
ber assessment. 


Farm Buildings Clinic 
Highlights Course 


Employes of lumber and build- 
ing supply firms throughout North 
Carolina met in mid-January at 
North Carolina State College for 
their annual Retail Building 
Supply Marketing Institute. An 
added attraction this year was a 
one-day farm buildings clinic, 
which attracted 61 people from 
North Carolina, South Carolina, 
Georgia, New York and Budapest, 
Hungary. Discussions of rural con- 
struction centered around preven- 
tion of storm damage, prevention 
of decay and termite damage, wood 
preservatives and the planning of 
farm buildings for present and 
future needs. 

The remainder of the Building 
Supply Institute dealt with funda- 


mentals of modern retailing. Spon- 
sors for the two-week course were 
the Carolina Lumber and Building 
Supply Association, the State Col- 
lege School of Forestry and the 
College’s Extension Division. Pro- 
fessor of Wood Technology in the 
School of Forestry, Roy M. Carter, 
was in charge of the program. 


Winner of the Zenith Transistor 
radio given away at the Amerock 
booth during the NRLDA convention 
in Chicago was William Sandusky, 
sales manager of the Mathieu Lumber 
and Supply Co., Blue Island, III. 


Tom W. Gamble, executive vice- 
president of Potlatch Yards, announces 
the appointment of William E. Cressey 
as personnel development manager for 
the firm’s retail lumber operations. 
Cressey will be responsible for the 
training of sales personnel in the firm’s 
50 retail lumberyards throughout 
Washington and northern Idaho. 


Three dealers have been awarded 
wristwatches by Parents’ Magazine 
for the best displays tying in with the 
magazine’s home improvement project, 
“Finish Off the Basement to Make 
More Room for Your Family.” Win- 
ners are: Al Henjum, advertising and 
merchandising manager, Knecht Lum- 
ber Co., Rapid City, S. D.; William R. 
Willard, vice-president, The O. L. Wil- 
lard Co., Willimantic, Conn.; R. D. 
Birge, Jr., vice-president, Field-Birge 
Co., North Platte, Nebr. 


The Snow Lumber Co., Inc., High 
Point, N. C., celebrated its 76th anni- 
versary with the opening of a new 
millwork plant and retail lumber and 
building supply yard. The new plant 
required six months of construction 
work for completion. Present officers 
are: H. M. Armentrout, president; 
P. Hunter Dalton, Jr., vice-president, 
and P. Hunter Dalton, Sr., secretary- 
treasurer. 


At the recent annual meeting of 
Bailey Lumber Co., Bluefield, W. Va., 
C. I. Cheyney was retired and made 
chairman of the board. Other officers 
elected were: W. S. Owen, president 
and general manager; Albert S. Kem- 
per, Jr., vice-president; G. A. Browder, 
treasurer; H. L. Godschalk, secretary, 
and E. S. Mann, assistant secretary- 
treasurer. 


Women in the retail lumber and 
building material field traveled from 
all over Oklahoma and nearby states 
for a five-day short course on interior 
and exterior repair, remodeling, dec- 
orating and merchandising at the Uni- 
versity of Oklahoma in mid-February. 
Sponsored by the Oklahoma Lumber- 
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men’s Association, the university and 
the state board of vocational education, 
the course, though designed for women, 
also attracted a few men who handle 
front office sales. Ira Crews, the asso- 
ciation’s president, gave a talk on 
“What Women Want in a Home.” 


Stuart C. Campbell, Jr., became 
president of Campbell & Summer- 
hayes, Inc., Louisville, Ky., recently. 
He replaces Jesse C. Ringgenberg, who 
retired after 27 years of service as 
estimator, vice-president and _ then 
president. Campbell is the eldest son 
of one of the company’s founders, 
Stuart C. Campbell, Sr., who died in 
1954. 


William R. Stuck reports the sale of 
Stuck Bros., Jonesboro, Ark., retail 
luniber business to Barton Lumber Co. 
in the same city. The sale included all 
merchandise and real estate of the 
lumber firm. Stuck will continue to 
operate his building construction, busi- 
ness and will continue to devote a 
major portion of his time to the man- 
agement of Citizens Federal Savings 
& Loan Association. 


Main Line Introduces 
Four New Models 


Main Line Lumber and Millwork 
Co., Wayne, Penna., designers and 
manufacturers of precut, panelized 
homes, is introducing four new 
models this year, reports president 
Ralph K. Madway. Each of the new 
models will feature multiple level 
living. 

Compactness and spaciousness 
are the features of the tri-level 
Malvern; the Narberth appears 
from the long, low-slung 49’ front 
to be a rancher, but from the rear 
it’s styled as a split-level dwelling. 
Both the Berwyn and the Gladwyne 
have three bedrooms and one and 
a half baths. Main Line now offers 
do-it-yourself home builders a se- 
lection of 14 styles of precut homes 
and 60 styles of precut garages. 
Many of the home models include 
garages in the styling of the home. 

Main Line opened its seventh 
branch sales office and exhibition 
area recently on the Governor 
Ritchie Highway, south of Balti- 
more, Md. Last year, the firm 
opened six branch sales areas in 
Vineland, Camden and _ Linden, 
N. J., Allentown and Harrisburg, 
Penna., and Wilmington, Del. 


ARTIST'S SKETCH of the Malvern, one of 
four precut, panelized home designs to be 
introduced by Main Line this year. 
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GREENLEE TOOL CO. 
2263 Twelfth St., Rockford, Ill. 


GREENLEE 


another reason why you profit from 


ASSURED QUALITY 


Greenlee Tools for Craftsmen 


Your customers who rea//y know tools can instantly 
see the extra quality, extra value they get in a 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
edges are true . . . screw points are accurately 
hobbed . . . squares are perfect . . . the cold-formed 
shanks never vary. Here’s example again of the 
assured quality you and your customers get from 
GreENLEE — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 

GREENLEE tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 


FREE... HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost. 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in seconds. Free to hardware and 
building supply dealers . . . send 

request on your letterhead. 


Chisels and Gouges 
Other fine tools 


Electric Drill Bits ¢ 
Drawknives ® 


Auger Bits °@ 
Expansive Bits ¢ 
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MOBILE MERCHANDISING has proved successful for Southern Sash Wholesale, Inc., 
Sheffield, Ala. During the past two years the firm has used a converted transit bus to 


bring its products to dealers in five states. 


Mobile Showroom Rolls through Five States 


Making the rounds of retail deal- 
ers and distributors, a converted 
bus carries the sales message of 
Southern Sash Wholesale, Inc., to 
five southern states. The Sheffield, 
Ala., firm launched the bus two 
years ago and since in area after 
area it’s served as a liaison between 
architects, builders, manufacturers, 
wholesalers, retailers and prospec- 
tive home buyers. 

Displayed in the bus are life-size 
samples of the 15 aluminum win- 
dows in the Ualco line, hot water 
heaters, hardware, wood and vinyl 
flooring, roofing and siding, wood 
and plastic laminate paneling and 
light fixtures. 

Each trip begins and ends at 
Sheffield. Prior to the trip, dealers 


on the itinerary are notified by 
mail. Printed post cards announcing 
the arrival date of the bus are en- 
closed in the letter. These the deal- 
er mails to his contractor custom- 
ers. 

For several days before the visit, 
the distributor sponsors newspaper 
ads and radio spot announcements 
heralding the bus’ arrival. In each 
territory, the regional salesman is 
aboard the bus. This has proved a 
major help in establishing and 
maintaining a cordial relationship 
between salesman and customer. 

The bus has been touring Ala- 
bama, Georgia, Arkansas, Kentucky 
and Tennessee. The bus has done 
such a good merchandising job that 
several more will be purchased. 





Foresee Record Crowd 
at NBMDA Spring Meeting 


In reviewing its plans for the 
spring meeting of the National 
Building Materials Distributors As- 
sociation in New Orleans starting 
May 15, the board of directors 
recommended housing be arranged 
for 600-700 persons. 

Vice-President T. J. Dougherty 
of Cincinnati made this recom- 
mendation in the light of previous 
NBMDA meetings, which have 
brought increasing attendance fig- 
ures. 

At the spring meeting at the 
Jung hotel, round-table discussions 
will be held to discuss various as- 
pects of building materials and spe- 
cialty distribution. In addition, dis- 
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cussions will be held on _ rising 
trucking costs, compensation and 
incentive plans and cost of doing 
business. 


Southern Sash Jobbers 
Look To Bright Future 


Despite tight money, the eco- 
nomic outlook for 1957 is bright 
and the building materials industry 
faces tremendous opportunities in 
both new and repair markets. 

This optimistic picture was paint- 
ed by W. W. Overton, Jr., chairman 
of the board of the Texas Bank 
& Trust Co. at the recent meeting 
of the Southern Sash & Door Job- 
bers Association in Dallas. 

“Money is tight,” he told the 400 


people attending the meeting, “but 
because of our controls, that’s to 
our benefit. The long-range outlook 
is bright. My suggestion to your 
organization is that you confine 
your efforts to new housing where 
competition will continue to be keen 
and that you exploit the ever-in- 
creasing replacement market.” 


Armstrong Sets Date for 
Distributor Meeting 


The 10th annual meeting of 
wholesale distributors of Arm- 
strong Building Products will be 
held in Macon, Ga., April 2-3. More 
than 500 wholesalers, special guests 
and Armstrong representatives will 
attend. On the agenda is a tour 
through the firm’s new Macon plan, 
which turns out insulation board 
products, including sheathing, in- 
terior finish and Cushiontone acous- 
tical ceiling material. 

Ten years ago Armstrong held 
its first annual meeting in Macon. 
Since then the meet has been held 
in Lancaster, Penna. 


Wholesaler Shorts 


Broyles Wholesale Co., Santa Bar- 
bara, Calif., has begun construction 
of a warehouse and yard to distribute 
building materials in a three-county 
area. Partners A. C. Broyles and B. J. 
Broyles will begin servicing retail 
dealers in March. 


Arthur D. Ruff has been appointed 
general sales manager of the whole- 
sale division of Edward Hines Lum- 
ber Co., Chicago. Ruff joined the Hines 
organization in 1951 and has directed 
its hardwood sales division since 1953. 


Roy Gullet has been appointed con- 
sumer service manager of Southern 
Sash Sales & Supply Co., Inc., Shef- 
field, Ala. Gullet will be coordinator 
between customers and other depart- 
ments of the firm. 


Clem Lumber & Distributing Co., 
Cincinnati, has leased a warehouse in 
Columbus, Ohio, to service retail deal- 
ers in the central Ohio area. Sam R 
Ferguson is manager of the 33,000- 
square foot warehouse. 


Distributors Announced 


Appointment of new distributors for 
Armstrong Cork Co. has been an- 
nounced. The wholesalers are: Bab- 
cock Lumber Co., Pittsburgh, Penna.; 
B. H. M. Materials, Inc., Springfield, 
Ill.; Tip Top Distributing Co., Water- 
loo, Iowa; Allied Building Materials 
Co., Ine., Bridgeport, Conn.; Krauss 
Brothers Lumber Co., Tampa, Fla. and 
Jackson Wholesale Building Supply 
Co., Jackson, Miss. 


The Building Products Supply Co., 
St. Louis, Mo., has recently added 
Crestline Millwork for distribution 
throughout Missouri and Southern 
Illinois, reports president Eugene H. 
Fahrenkrog. 
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Get your 


6 Oa. ° fra i 
‘Srancht(se of the Yule 
TODAY! 


You'll make MAXIMUM PROFITS 
in the modernization BOOM as a 
Hotpoint Custom-Kitchen Specialist! 


Don’t pass up this high-profit, skyrocketing opportunity. All you need is a 
good name—a good organization—and the complete “package” offered only 
by Hotpoint. Adding Hotpoint Custom-Kitchen sales to their business has 


doubled the income of dealer after dealer! 


Find out about the Franchise of the Fucure—the only franchise that gives you 


all of these advantages . . . 


1. Nationally-respected appliances « + » unequalled in acceptance, quality, variety—and 


ease of installation 


2. Profitable arrangements ... . . with cabinet and accessory manufacturers—AND with 
local sub-contractors—all arranged by your Hotpoint 
Distributor' 


3. Kitchen Planning Service . .... to make you the outstanding kitchen modernization 
authority in your community 
4. Powerful merchandising and advertising materials .. . to bring you a steady 


flow of prospects 


5. Versatile finance plans 2 © © © « » for you and for your customers 





Send for your free copy of “The Connecticut Story” 
—the documented facts about the Hotpoint Custom- 
Kitchen Specialist Program. Don’t delay—get your 


“Franchise of the Future’ today! 


Write to: 


, i AUTHORIZED 
Hotpoint Company, Builder Division 
5600 West Taylor Street +» Chicago 44, Illinois ' CUSTOM-KITCHEN 


SPECIALIST 


THis IS TO CERTIFY THAT 





1S AN AUTHORIZED 


ere re Hotpoint Custom Kitchen Specialist 


BUILDING PRODUCTS MERCHANDISER Circle No. 79 on Coupon, page 130. 





Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


display 


Here’s a display fixture you can 
use many, many different ways: 
with or without adjustable shelves 
on front, end or back, overhead 
panel, storage cabinet and bin- 
ning; and either open or closed 
on the ends. 

A basic half island unit 48” high, 
60” wide and 2434” deep which you 
ean use in your show window, 
against the wall, and singly or two 
units back-to-back as a full island. 

Estimated price if bought at re- 
tail: $190.00 plus shipping. 

By building it yourself, you can 
save more than $100.00! Complete 
plans, working blueprints, step-by- 
step instructions, materials and 
materials source list and details on 
modifications, only $8.75. Avail- 
able by return mail from American 
Lumberman. Fill-in and return 
coupon below today. . 


fixture | 


@American Lumberman Dealer Service Dept. 
139 N. Clark St., Chicago 2, Illinois 


Please send me postpaid the four blueprints and com- 
plete instructions for the retail lumber dealer half shang 
unit display fixture. | am enclosing $8.75. (Please sen 
check or money order.) 


Name — 





0 SS a ea 


Street__ — 





City Zone____ State. 
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THE LUMBER MARKET 


Tacoma—Orders Light, 
Prices Appear Firm 


TACOMA—The market generally 
is relatively quiet. Inquiries and 
orders have been light, a situation 
not too unusual at this season. 
Prices appear to be firm, with the 
slight increases of a few weeks back 
still in effect. Production is main- 
taining its customary steady pace, 
with operators getting set for the 
anticipated upswing that is expected 
to accompany spring construction 
activities. 

Announcement was made here 
this week of a contemplated merger 
of the Kieckhefer Container Co. and 
the Eddy Paper Corporation of 
Camden, N. J., and Chicago, into 
the Weyerhaeuser Timber Co. The 
announcement, made jointly by 
Frederick K. Weyerhaeuser, presi- 
dent of the Weyerhaeuser Co., and 
John W. Kieckhefer, chairman of 
the board of the other two, said the 
proposed merger has been “ap- 
proved in principle,” and would be 
on the basis of exchanging Weyer- 
haeuser stock for the stock of the 
other two concerns. Details, they 
said, are subject to further negoti- 
ation and stockholder approval. 

Barge movement of lumber from 
Alaska here, mainly Alaska spruce, 
continues on an extensive scale. The 
largest single shipment ever to be 
barged here from the _ north, 
600,000’, is due here from Ketchi- 
kan. Other than a shipment of 800 
pieces of 40-50- and 60’ piling for 
the Orient, waterborne lumber 
movement in the past two weeks has 
been light. 


Production Declines; 
Prices Vary 


KANSAS CITY—Chief interest 
in the southwest in recent weeks has 
been the sharp decline in production 
of lumber. The “peckerwood” mills 
are dropping by the score because 
they cannot get a suitable price for 
green lumber following price mark- 
downs by the concentration yards. 
Since the little mills, those moving 
about the area, have to pay a fixed 
price for a tract of land, the amount 
requested by the land owner will not 
permit the cutter to come out with 
a profit on today’s market. Then, 
too, the larger mills have cut back 
output and many are on a three-day 
week. The net result is that total 
production is down considerably 
from a year ago. 

Price variations are rather ex- 
treme in some parts of the region, 
depending on the need for business 
and the supply of lumber on hand. 
It is not uncommon for prices to 


vary $5 a thousand for the same 
item in the same area. Business, for 
the most part, has picked up a little 
as weather moderated. Prices are 
not sliding anymore because inven- 
tory is not large. The amount of dry 
lumber held by mills is small and the 
continuous rains have kept mills 
from getting lumber ready for ship- 
ment. 

A few items, notably 1x 4, No. 2 
boards and 2x4, No. 2 dimension 
stock, are particularly short in sup- 
ply. Board prices are $80 to $82 a 
thousand for 1 x 8, No. 2 air-dried 
grades. Kiln-dried lumber is about 
$2 a thousand more. The 2 x 4, No. 2 
grades in 16’ lengths bring $87 and 
12’ lengths command $82. The 2x 6 
and 2x8 sb in 12 to 16’ lengths are 
quoted at $85. There is very little 
kiln-dried dimension available. 

On finish, the market still is 
plagued by an oversupply and price 
variations range from $10 to $20 a 
thousand. Some mills quote c & btr 
at $130, and others up to $150. The 
inventory will not be worked off un- 
til housing starts increase. The 
market on gum for the box trade 
holds steady, with No. 2 grades sell- 
ing at $48 to $50. Upper grades are 
stronger. 

What lumber is being ordered 
calls for immediate shipment and a 
considerable portion of the business 
placed requires direct shipment 
from the mill to the job. 


Bad Weather, Building 
Slump Stall Production 


SAN FRANCISCO—A partial 
reason for the continued slump in 
the Northern California lumber 
market is the fact that last year’s 
29% drop in new home construction 
appears to be carrying over into the 
new year. 

In the northernmost part of the 
area, lumber workers are beginning 
to migrate elsewhere in search of 
jobs, which are presently non- 
existent in their industry. 

Mill production has not yet recov- 
ered from severe weather conditions 
and many logging operations remain 
suspended. Unusually cold periods, 
accompanied by heavy rains, also 
contributed to the slow-down in 
construction. 

Industry spokesmen in San Fran- 
cisco glumly predict that demand 
will not perk up until late March 
and possibly even April. 

“What we need,” they say, “is a 
long period of sunny days, a loosen- 
ing of the tight money problem and 
a return to building of new homes 
at a rate sufficient to meet the need, 
which still exists.” 
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@ BETTER SERVICE 


(Within 600 mile radius) 
Coast-to-Coast Rail Shipment 


P.S. Here is beautiful top-quality 
flooring that is manufactured from 
genuine Ozark Mountain Oak. 
End-matched, NOFMA graded and 
carefully seasoned makes Padgett-Smith 
Oak Flooring easy to sell at a nice profit 
for you. It will pay you to investigate. 


Representatives in most states. Write or phone for particulars. 


Pancerr. OC mith FLOORING COMPANY 


BETTER QUALITY 


Phone 31 
Mountain View, Mo. 
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REDUCE INVENTORY, SAVE SPACE 


SELL ONE 
’ PLASTIC PAINT 


axe “POROUS OR NON-POROUS 
PAINTED OR UNPAINTED 
WET OR DRY SURFACES 


iy | | An | 


ALL-PURPOSE, READY-MIXED 


MASONRY PAINT 


Sells fast all year ‘round, for 


ASBESTOS SIDING, BRICK, 
CEMENT, STUCCO, ASPHALT ROOF 
SHINGLES, PLASTER, INSULATION 
BOARD ... for use with BRUSH, ROL- 
LER, SPRAY GUN. Won't fade, bleed, 
eel, blister, scale or yellow with age. 
ast drying, water-soluble TVP resists 
water, keeps out dampness, beautifies 
AND protects . . . for years! 
6 SMART COLORS AND WHITE ~ 
IN QUART AND GALLON CANS 
Write today for Free Color Cards, 
Sales Helps and Prices 


RESISTS WATER, 
WEATHER, SALT, 


ACID AIR, 
INDUSTRIAL FUMES 
7. MM Ss INDUSTRIES, INC. 

228 N. LaSalle St., Chicago Le MW. 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, iii any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 


Dept. U-3. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 
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Clear All Heart 
Clear All Heart... 
. Clear All Heart 


Clear All Heart 
. Clear All Heart 
Clear All Heart 
Clear All Heart 
.G. Clear All Heart 
%x12 V.G. Clear All Heart 
Note: A grade V.G. Redwood Siding $5.00 less 
for '/2, % and % in above sizes. 


Finish 


JLUMBER PRICES 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 
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DOUGLAS FIR WESTERN PINES 


Vertical Grain Flooring Ponderosa Pine 
B&Btr. Cc 5/4 RW Ix 4 Clear Heart S4S 
170.00 5 Selects and Ix 6 Clear Heart S4S.. 
S 4/4 RW 6/4 RW 8/4 RW Ix 8 Clear Heart S4S 
Flat Grain Flooring 5 00 280.00 295.00 \x!0 Clear Heart S4S 
i |. . D RL 225.00 240.00 J 1x12 Clear Heart S4S 


1x6 

Drop Siding oP 
Ixé (Pat. #10 55 f 144, 
Ix6 (Pat. # 


Ceiling " 4 
Shx4 20.00 —— 72.00 
1x4 130.0) 





Idaho White Pine 
Boards and Shiplap and 2" (Green) Selects $2 or 4S 


1x8 WESTERN HEMLOCK 
Construction ; 0 59.00 


Standard 51.00 y 205.00 ‘ 236. Vertical Grain Flooring 
Utility 48.00 


Construction Dimension 
nA she 16’ ‘ F . . 2 ‘ Flat Grain Flooring 
2.( ‘ : a7 | : ugar Pine \x4 20.00 
71.00 71.00 74.00 0 : Selects $2 or 4S ey : ‘ 4 
74.00 72.00 s or ee : , 40.00 
75.00 ; . J J J Drop Siding 
245. : Ixé (Pat. #106)... 130.00 
Stand Ix6 (Pat. #116) 130.00 
. ‘ f J i i r Ceiling 
> 8 y ; J 5x4 ; 105.00 
2x10 x4 y ‘ 115.00 
2x12 ‘ d : Boards and Shiplap and 2" (Dry) 
Utility Dimension r/I only OAK FLOORING IR 
% 4 Clear Plain Construction - 74.00 
2x x : Hx, Uxi', x2 Standard 
White 175.00 160.00 172.00 : Utility 
BOE. scwensnds 195.00 180.00 172.00 


B&Btr Cc 
Ix4 ... 145.00 





Sel Pi Construction Dimension 
cage e! Plain 12’ 
8 ( — oo 
AS ORE In ae Sor, Sry See White ...........160.00 150.00 162.00 147. 76.00 
Red .. ae ..175.00 168.00 162.00 , 76.00 
78, 
#1 Com. | aa 
RED CEDAR SHINGLES White .. ..132.00 115.00 135.00 . 2x12 76.00 
Royals Sere ... 140.00 125.00 135.00 
No. | 24" 4/2 . Standard Dimension 
No. 2 24°" 4/2 50-10. eye 2 4 71.00 
No 3 5" “3 wade | Plain White & Red 65.00 45.00 65.00 50. » b 71°00 
Perfections 2! Com. & Btr. 2x 8 73.00 
Sorte 2x10 73.00 
“ag - ’ 2x12 71,00 
No. 2 ror x or P . j 5 ‘ 
No. 3 % iy i Utility Dimension r/! only 


XXXXX 
No. | , 5/2 25-10. SOUTHERN - PINE 
No. 2 i 5/2 .25- 5. Vertical Grain Flooring 
No. 3 5/2 .75- 4: B&Btr. s 
1x4 200.00 195.00 


Flat Grain Flooring 
WESTERN RED CEDAR Ix ry eee 


1x6 
Prices for red cedar siding in mixed cars, new 
bundling 5° to 18 are: Drop Siding 
Beveled Siding, '/2 inch Ixe #106 160. 150.00 
‘B" x6 #116 . 150.00 














Ye by 4 inch.... . C i . 8 Shiet 
by 5 inch... - . i r joards plap 
‘A by 6 inch . ; 90. t 1x6 1x10 ENGELMANN SPRUCE 
fA by 8 inch... i F No. | (D grade) 125.00 125.00 
No. 2 +. 84.00 81.00 Boards and Shiplap (Dry) 
Clear Bungalow Siding, % Inch. : ope eureewee : ; 
NO. 2 ..scs nse se S900 71.00 ix6 
8 inch ; 155.00 F 
lS een 150.00 , r No. | Dimension (Dense) No. 2 and on... ae 
12 inch .... 215.00 Y f 12" 14 6 18" No. 3 79.00 
Finish, B and Btr. S2 or 4S, 2x4 100.00 100.00 l 
6' to 16° or rough 2x6 100.00 103.00 P ! 
2x8 97.00 96.00 . | 
! 
! 


00 No. | Dimension 
00 J 12° 14’ 
00 : 74.00 74.00 
00 74.00 74.00 
00 78.00 76.00 
77.00 78.00 
107.00 13. 2x12 76.00 76.00 
D 100.00 t No. 2 Dimension 
100.00 97.00 j 12' 
145,00 95.00 j 91.00 105.00 ; 2x 4 68.00 
. “ 86.00 115.00 , 2x 6 4 
Discount on mouldings 6' to 20' odd lengths No. 3 Dimension R/L Only 2x 8 y 
Series 8,000— eae Gi < g 4 Ae Ly -4 
Listing under 2.00—list plus 35 per cent 2x6 ee ; * , 
Listing 2.00 and over—list plus 40 per cent , j Mills are now grading boards No. 
Clear Lattice 4 x 1%"'—5' to 18" bi hmates sae eee: F common. Mills do not grade No. 
100 lin. ft . aeueees } as in fir. 
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2x10 110.00 108.00 
2x12 125.00 112.00 
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“We have investigated your saw... users recommend 


it highly ... Here's our purchase order and check...” 


—Writes Hillsdale Builders Supply Co., 
San Mateo, Cal. 


Yes Sir! The Bennett 2-Way Panel Saw sells on its 
merits. It saws any kind of panels—wallboard, ply- 
wood, tileboard, sheet plastics, aluminum, etc.— 
easier, quicker, cheaper. Remember, even a 4’x12' 
panel can be ripped or cross-cut by one man with 
the 


BENNETT 2-WAY PANEL SAW 


Investigate this saw yourself! Find out how it 
will reduce your panel-cutting costs. 


Vertical and horizontal scales enable one man to rip 


or cross-cut to any desired size. Reorders from users prove the merits of the 


Bennett 2-Way Panel Saw. Users know that all 
cuts are consistently square, that with the 
Bennett 2-Way Panel Saw it is easy to cut 
large sheets to exact size desired by cus- 
tomers. Machine is fool-proof. Completely safe 
for unskilled help. 


READ 
THE LETTER 
YOURSELF 


Richard C. Bennett Manufacturing Co. 
Laceyville, Pa. 
Thank you for your letter of Feb. 29, informing us of the 
merits of your panel saw. We have talked to several yard 
owners in this area who ore now using your saw and they 
have all recommended it highly. It seems to be the answer 
to our problem of cutting different types of wallboard to size. 
We are now using a table saw which requires the services of 
two men. Our cutting costs are higher than they should be 
and it is difficult to maintain accuracy. 

The Hillsdale Builders Supply Co. 

By: H. E. Crawford, General Manager letters. 


RICHARD C. BENNETT MANUFACTURING CO, i272. (iie? rennsyivania 


See us in Dallas, April 14-16, Booth 825 


Write for names of users, copies «. testimonial 
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more and more dealers 
are saying: 


ALL THE FEATURES 
TO CUT YOUR LUMBER 
DELIVERY COSTS! 


Lib 


DEALERS SAY... 
"lt pays 
for itself in 
delivery efficiency and 
advertising value’ 
Here’s the “good line of 





NOW AVAILABLE WITH DUALS 





With no sacrifice in over-all length, 
maneuverability or time saving fea- 
tures —the "Lumberjack, Sr."' pro- 
vides the additional carrying capaci- 
ty of dual rear tires. 


WRITE 
for complete 
information 


COMMERCIAL BODY CORPORATION 
233 W. Garden St. © DeKalb, Illinois 
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hinges to handle”... that’s 
the trade’s way of saying, 
“We like to sell Griffin 
products.” Full line of 
wrought steel butts and 
shelf hardware. Just dis- 
play them, and you'll sell 
them. Order in any selec- 
tions you know your cus- 
tomers want. 


a ® 
oo GRIFFIN 
Template Butts, Button Tips 
with permacontty attached Beariegs “since 1899” 
MANUFACTURING CO. «nig, PA. 
Circle No. 48 on Coupon, page 130. 
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Any Size 


Any Quantity 
Any Finish .. 
BE SURE 


Stock Sottheve | 


If you want to make sure your 
store is your customers’ ‘‘fastener 
headquarters'’ — stock the full Gam 
Southern Screw line! Southern 
makes only finest quality screws 
and bolts, and packages them in 
the famous soil- and moisture- 
proof boxes carrying Southern’s 
fool-proof ‘‘EZ to C’’© label on 
all slotted and Phillips head fas- 
teners by Southern. 


Stock Southern—and you're mak- 
ing an investment in repeat calls 
from satisfied customers! 


Let us send you a supply of our 
free Technical Chart No. 4... 
Lists valuable information about 
selecting and using sheet metal 
screws and tapping screws. No 
obligation whatsoever. Write 
P. O. Box 1360-AL, Statesville, 
N. C. 


Machine Screws @ Wood Screws 

Drive Screws @ Tapping Screws 

Dowel Screws @ Carriage Bolts 
Hanger Bolts @ Stove Bolts 


Sold Through Leading Wholesale 
Distributors. 


SCREW COMPANY 


STATESWNAE + mORTH Camotina 


WAREHOUSES 

NEW YORK CHICAGO 
DaLLas LOS ANGELES 
4 + 
= ot 
* 
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NEW Baelila@as 


(begins on page 64) 


Ply Welsh Plywood Paneling 


To make it easy for Mrs. Housewife 
to see a completely finished interior 
panel and to assist jobbers in the mer- 
chandising of this specialized product, 
the manufacturer has designed a beau- 
tiful dealer display (pictured above). 
This Ply Welsh display shows 10 good 
size samples of the actual product with 
an acetate sticker on each panel giv- 
ing stock sizes, details. The 4’ x 8’ 
prefinished panels are packed six to 
a box. The box, made of heavy card- 
board, contains complete installation 
instructions. Welsh Plywood Corp., 
Dept. AL, P. O. Box 5126, Memphis, 
Tenn. 
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Plastic-Finished Paneling 


The new Mark 16 Panels, by a spe- 
cial laminating process, are factory- 
finished with a clear, vinyl plastic film. 
The film, which is rolled onto the sur- 
face of the wood and held there by a 
transparent adhesive, is completely 
transparent and forms an enduring 
finish unaffected by ink, grease, cray- 
on, ete. The easily installed, com- 
pletely finished panels are 16” wide, 
8’ long and 4” thick and are avail- 
able in seven woods. Mark 16 Panels 
are packed nine to a package; one 
package will panel a 12’ wall of stand- 


ard 8’ height. Nickey Brothers, Inc., 


Dept. AL, 2700 Summer Ave., Mem- 
phis 12, Tenn. 
Circle No. 207 on Coupon, page 130. 


Mellowood Paneling & Adhesive 


A new hardwood, prefinished wall 
paneling that bonds to walls, with ad- 
hesive, is announced. The paneling, in 
16” squares and random-width planks, 
4”, 6” and 8” wide and 8’ long, will 
be marketed under the brand name, 
Mellowood. Both panel squares and 
random-width planks are about %” 
thick. Select hardwoods of leaf wal- 
nut, quartered walnut, rift oak, cherry 
and hackberry are veneered to a por- 
ous fiberboard in the manufacture of 
Mellowood panel squares and planks. 

These can be bonded to most any 
wall surface with a special Mellowood 
adhesive, which also acts as a water- 
proofing agent when applied to wall 
surfaces. Both panel squares and 
planks go right on walls without fur- 
ring, chipping or nailing. A special 
factory finish also saves on installation 
time. All five varieties of Mellowood 
are competitively priced. National Ve- 
neer & Lumber Co., Dept. AL, Sey- 
mour, Ind. 
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Prefinished Pine Paneling 


For those who want a different 
knotty pine paneling, Amerwood is 
the answer. It is a natural wood, color- 
toned, lacquered, waxed and _ buffed 
at the plant, completely prefinished 
and ready for installation. It is a-se- 
lected, solid %” kiln-dried pine with 
eased (shiplap) joint. The pine boards 
are metal abraded and wire brushed 
to etch out the soft surfaces of the 
wood. Offered in five colors: Umber 
(toast brown), sun-tint red, apple 
green, honey white and smoky grey. 
Amerwood may be ordered in any com- 
bination of widths and lengths to fit 
a particular job, regardless of sizes 
and quantity. Amerwood is also avail- 
able minus factory finish under the 
name of Ranchwood. The Southwood 
Corp., Dept. AL, P. O. Box 391, Fort 
Worth, Tex. 

Circle No. 209 on Coupon, page 130, 
(continued on page 102) 
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PORTABLE-HEAVY DUTY 


STO evectRic HAND SAW 


SAWS LIKE A DREAM 


PRECISE AS A 
SWISS WATCH 


FINEST BALANCE 
Se. LEAST VIBRATION 
{. 8 BALL AND ROLLER BEARINGS for all moving parts 
i 


Turn it on, guide it .. . a Lesto saw will do the rest. Operat- 
ing at a rate of 2300 strokes a minute, LESTO cuts finer 
than sandpaper-smooth, reaches hard-to-get-at-places. 
VERSATILE! RUGGED! POWERFUL! 

The LESTO Saw has many talents. With its 20 different 
blades, it cuts hardwood, softwood, plywood, formica, 
pressboard, plastic, metal, abrasives. It’s a rip, cross-cut, 
coping, keyhole, band, scroll and jig saw—7 saws in 1! 
LESTO has a PLANETARY GEAR-—the best known mecha- 
nism to convert the rotary motion of the motor to the 


reciprocating motion of the blade. 
Service and Parts Available Nationally—-SAWS ¢ DRILLS ¢ SHEARS ¢ NIBBLERS 
See Your Jebber or Write Direct. 


VICTOR J. KRIEG, Inc. 


PRECISION MADE POWER T D PERFORMAD 


611 BROADWAY, NEW YORK 12, NEW YORK 


—| Alea Storm and Screen 
j DOOR HARDWARE 


ONE-BORE 
PUSH-PULL LATCH 


Gueranteed quality. Fast appli- 
cation. Easy latching spring strike. 


DOOR CLOSERS 


Circle No. 49 on Coupon, page 130. 











with chain hold up spring. Self lubricated ond guaranteed for 10 years. 


ve ADJUSTABLE 


DOOR SPRING 


Quick, simple, positive adjustment. Just turn end in 
or out. 


om i 
and brand New 
FLEX-IT DOOR STOP 


Prevents injury or damage — will not mar door. 
Rubber tipped spring-steel stop screws into 
separate base. 


Neal —+ IDEAL BRASS WORKS, INC. 


250 EAST Sth STREET © ST. PAUL 1, MINN. 





IDEAL HINGES 


Plated or Stainless Stee! or 
Solid Brass. Available with 
Bronze Oilite Bearings. 








write for description, 


price and delivery on these 
and other hardware items. 
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Mac’s rolling in the stuff — since he started 
suggesting “Scotcn” Brand Masking Tape 


with every paint sale! 
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Pole-type construction with prefab- 

ricated lumber saves time and money 

on all types of farm buildings. 

J. Neils Lodgepole Pine poles and 

posts are straight, strong, uni- 

formly tapered, Penta or cre- 

osote treatment. Can be in- 

cluded with mixed cars of 

treated or untreated lumber. 

Free plans and erection instruc- 
tions are available. 


J. Neils Lumber Company 





Mill and Treating Plant 
at Libby, Montana 
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DAN T 


WARNOCK) 


Incorporated 


\ a i | 


MANUFACTURERS 
WHOLESALERS 


| 


PONDEROSA 
PINE 


and allied species 


LUMBER 
* MOULDINGS 
MILLWORK 


REPRESENTING: 


e@ White Swan Lumber Co. 
White Swan, Washington 


@ Heppner~Pine Mills, Inc. 
Heppner, Oregon 


e@ High Sierra Pine Millis, Inc 
Oroville, California 


MOULDING PLANTS AT: 
© Kiamath Falls, Oregon 
© Redding, California 


UU aa 


08. Me) wa ( o) on 
855 Santa Cruz Avenue 
Menlo Park, California 


Teletype: 
Palo Alto, 
Calif., 104 


 _—z 


Quality Merchandise 
Personalized Service 


Phone: 
Davenport 3-0004 
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NEW PRODUCTS 
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BUILT-UP ROOFING 





RIGID INSULATION 
AAVER OF SATURATED FELT (42u8TeR* 


WELDWOOD SURFWOOD- DUPLEX PANEL 








4X10 LAMINATED BEAM ON 4° CENTERS 


Ee ~ mS Ne ~S 
L 4 


TONGUE AND GROOVE \ 





TRANSVERSE SECTION SHOWING 
LIVING ROOM CEILING 


Surfwood-Duplex on Ceilings 

_ Surfwood-Duplex for beamed ceil- 
ings was introduced recently as U. S. 
Plywood’s newest product. Surfwood- 
Duplex, which is a panel of fir ply- 
wood faced with Surfwood, provides 
both a finished open beamed ceiling 
and roof deck. Illustration above shows 
transverse section of actual applica- 
tion of Surfwood-Duplex on beamed 
living room ceiling. U. S. Plywood 
Corp., Dept. AL, Weldwood Bldg., 55 
W. 44th St., New York 36, N. Y. 
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Redi-Fit Paneling 

Stanwall Redi-Fit is a solid, hard- 
wood wall paneling with a satin- 
sanded finish. Actual installation of 
Stanwall Redi-Fit is so easy that the 
homeowner could do it himself on a 
remodeling job. It is available in a 
choice of striking hardwoods, imported 
and domestic. Because Stanwall Redi- 
Fit is already end-grooved and side- 
flanged, it goes up easily and quickly. 

Stanwall Redi-Fit comes in 4”, 6” 
and 8” widths, packaged for cleanli- 
ness and protection. Each paper- 
wrapped bundle is 96” in length. Each 
package contains detailed installation 
instructions. Molding patterns are in 
matching woods for all Stanwall Redi- 
Fit paneling. E. J. Stanton & Son, 
Ine., Dept. AL, Los Angeles 54, Calif. 
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VYen-O-Wood by Long-Bell 


Fine for any room in the home as 
well as commercial interiors, Ven-O- 
Wood provides a Philippine mahogany 
finish. The manufacturer offers this 
beautiful mahogany in a satin-smooth 
veneer permanently bonded to prac- 
tical, durable pressed-wood panels— 
for luxury at a sensible price. Ven-O- 
Wood may be applied directly to wall 
studs because of its remarkable 
strength and rigidity. Its smooth, fine- 
grained mahogany surface requires no 
sanding and is ready to be stained, 
varnished or lacquered. It features 
Long-Bell’s new T&G V-Joint, which 
is designed to permit blind nailing... 
for ease of application with all nails 
hidden and _ surfaces even. Inter- 
national Paper Co., Long-Bell Div., 
Dept. AL, Longview, Wash. 
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Checkmate Resin Sealer 

In order to control the swelling and 
checking of new plywood and maintain 
a smooth surface for wax finishes, the 
manufacturer has developed a product 
known as Checkmate in a gel formula- 
tion. This is a clear, synthetic resin 
sealer for raw lumber that can be 
applied with a brush. It dries to a 
hard, transparent, colorless film in 4 
to 6 hours, after which any additional 
finish may be applied, if desired. A 
g:llon covers approximately 600 to 800 
square feet. The Wilbur & Williams 
Co., Dept. AL, 130 Lincoln St., Brigh- 
ton 35, (Boston) Mass. 


Circle No, 213 on Coupon, page 130, 


Custom Interior Stains 

Twenty-four different colors of wood 
stains that provide a complete color 
range for light woods are announced. 
The new wood coatings, known as 
Maestro Interior Custom Stains, in- 
clude colors in all popular wood shades 
plus new modern tints in reds, blues 
and greens. Maestro tube colorants 
are employed to provide the wide color 
range for new finishes. These are 
added to Waterspar Extra Pale Clear 
Varnish at the rate of two ounces to 
the gallon. The colorants are packaged 
in four-ounce, one-ounce and quarter- 
ounce tubes. It is free flowing and 
easily applied by brush. It may be used 
as a sealer on plywood, knotty pine 
paneling and other wood surfaces by 
thinning with mineral spirits. Pitts- 
burgh Plate Glass Co., Dept. AL, 632 
Fort Duquesne Blvd., Pittsburgh 22, 
Penna. 

Circle No, 214 on Coupon, page 130. 


Back Priming for Paneling 

“Back Priming” (applying water re- 
pellent sealers to the back of paneling) 
is recommended by Western Pine As- 
sociation for paneling being installed 
below the ground line in concrete or 
masonry installations, like basements. 
C omplete sealing of all sides and edges 
is also recommended for paneling be- 
ing installed in kitchens or bathrooms. 
Literature containing the association’s 
formulas for fine finishes for paneling 
and woodwork in the 10 fine woods 
from the Western Pine mills may be 
obtained from Western Pine Associa- 
tion, Dept. AL, Yeon Bldg., Portland 
4, Ore. 


Circle No, 215 on Coupon, page 130. 





Door Lift Hinge 
A brand-new lift for contemporary 
living makes its debut in a new Door- 
Lift Hinge that lifts the door 3/4” as 
it opens and lowers the door as it 
closes. It’s a magic lift that allows any 
(continued on page 106) 
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SUPERKLEEN display scores 25% more profit 


per square foot for this Detroit dealer 


Si 


: —— a1 a2 , 
4 A. ae 

diets Dee: 

—o yi pT 


Take it from the House & Garden Shops — big self- 
service hardware store in Detroit's Mack Avenue Shop- 
ping Center — Superkleen’s exclusive “Treasure Island” 
lives up to its name! General Manager Barney Golden 
reports that their “Treasure Island’ Multi-Item Mer- 
chandiser has “paid us 25% more profit per square foot 
from the day we put it on the job... and our entire 
paint department has done a steadily better business.” 

Take it from Barney Golden, too — Superkleen’s 
Continuous Dealer Cooperation Program, plus the co- 


CURRENT SALESWINNERS AWAITING YOU IN THE 
Superkleen Dealer Cooperation Program: 


Exclusive Multi-ltem Merchandisers 
® Lady Sue Self-Merchandiser 
Sellagram — Your Bi-Monthly Merchandising News 


Dynamic Sales-Mobile 


Profit-Protecting Brush Department Inventory Control 
Complete Selling Guide for Retail Salespeople 

® Brush Selector Chart 
Self-Selling Space-Saver Display Vendors 


Brush Tips Folder and Dispenser 


General Monde Barney Golden (right), of De-. 
troit's House & Garden Shops, checks stock at the 
store’s “Treasure Island" display with Superkleen w 
Paint Brush Merchandising Counselor, Bob Hellen. 


operation of a qualified Paint Brush Merchandising 
Counselor, keeps you ahead all ways. Says Mr. Golden: 
“Our Superkleen P.B.M.C. (Paint Brush Merchandising 
Counselor) keeps our paint brush inventory in top- 
profit condition and keeps us supplied with new mer- 
chandising ideas . soundest reasons why we sell 
Superkleen Brushes exclusively!” 

Gear your “Operation Profits Improvement” to the 
industry's only full-time program of dealer cooperation. 
See your Superkleen P.B.M.C., or write us, right now! 





BUILD STOREWIDE TRAFFIC 
AND PROFITS WITH THE 


SUPERKLEEN '57 SPECIAL! 


New ene priced the 

Special areal SL PERKLEEN. 
Ql ALITY ions sh * Du Pont Tynex Ny- 
lon and a natural | for tie-ins with all types 
of promotions! Flat Wall and Flat Varnish 
styles in 6 sizes. Store imprint on handle 
FREE of extra cost — ask your Superkleen 
P.B.M Cc or write for wade information. 











R 
DIVISION OF DEVOE & RAYNOLDS COMPANY, INC. 
DEPT. No. L-17 PRINCETON, INDIANA 
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why sell less 


when you can 
sell the best? 


For years, RED BRAND fence has been 
demonstrating its quality ... not in theory... 
not in laboratories . . . but in actual use. 

Photographic reports reveal the years of extra 
life in RED BRAND fence: Longer life be- 
cause it’s made of rust-resisting, copper-bearing 
wire. Longer life because it’s Galvannealed®. 
Longer life because it stays taut through the 
years without restretching. 

What’s more—your customers know this. 
For generations, they’ve looked for the red top 


wire—the only fence line that sells on sight. 

We keep telling your customers about 
RED BRAND, too. No other fence is adver- 
tised as well... in magazines...on radio... 
and now on television. 

It all adds up to these simple facts. Highest 
quality. Best known. Fastest turnover. More 
profits for you. 

With these facts, ask yourself this question: 
Why sell less when you can sell the best? For 
details, see your RED BRAND salesman. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


Makers of RED BRAND® Fence - RED BRAND® Barbed Wire « Bale Tie - RED TOP® Steel Posts - Nails « Keyline 


Poultry Netting - Ornamental Steel Posts - Non-Climbable Fence - Gates - Keymesh® + Keycorner - Keybead 


the only 
fence line 
that sells on sight 
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SOUTHERN OREGON PLYWOODS, Inc. 


Grants Pass, Oregon 


Manufacturers of 


DOUGLAS FIR PLYWOOD 


Exterior Grades — Interior Grades 


Here is a quality line with which you should 
get acquainted. Write us today regarding your 
plywood needs. 


MEMBER OF DOUGLAS FIR PLYWOOD ASSOCIATION 
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Bendix Mouldings Help 
Make the Sale! 


The house you are building will sell 
quicker, when you add that extra quality 
touch with genuine BENDIX CARVED 
MOULDINGS on closet shelves, mantels, 
flush doors, wall panels, cornices or as 
crown mouldings and chair rails. 


The elegance and glamour of BENDIX 
MOULDINGS have especial appeal to 
women, who are all important in the 
home buying decision. 


IN STOCK FOR IMMEDIATE DELIVERY 


moqiding s| 


192 LEXINGTON AVE. NEW YORK 


Write for fully illustrated 
catalog No. 977 





Circle No. 100 on Coupon, page 130. 
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CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement. 


A “best seller" because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it's put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
ded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 
Packed in 1, 5 lb. cartons; also 25, 50, and 
100 Ib. drums. 
Try it yourself. Find out why easier, foster re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 











CONSUMERS GLUE, CO. 


ISIS N-HADLEY ST ST. LOUIS 6, MO 


Circle No. 101 on Coupon, page 130. 





Another ‘Product of Merit’’’ by Consumers. 





NEW PRODUCTS 
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door to clear the carpet and dispenses 
with threshold installations, manufac- 
turer says. It’s a magic servant with 
an ingenious spiral action that auto- 
matically cleses the door—or permits 
it to remain open. Fits any door; sim- 
ple to install. Once installed, the en- 
tire door may be lifted off in 5 sec- 
onds, it is said. Cal-Palm, Inc., Dept. 
AL, 1548 N. Highland Ave., Hollywocd 
28, Calif. 


Circle No. 216 on Coupon, page 130. 
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Small Garden Tools 

Gardex announces a brand new line 
of small hand tools to list at 49¢ with 
full dealer markup. Tool heads are said 
to be of high grade steel and are fin- 
ished in green, while hickory handles 
are in contrasting golden yellow. To 
point up the price and profit-making 
dealer volume on this line, Gardex 
labels these tools The Forty-Niners. 
Five tools are available: trowel, rake, 
cultivator, transplanting trowel and 
culti-hoe. Packaged one-half dozen of a 
kind to a carton. Gardex, Inc., Dept. 
AL, 514 N. Carroll, Michigan City 1, 
Ind. 
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Air Conditioner Also Heats 
Westinghouse announces a new idea 
in dual purpose room air conditioners 
—a flush fitting wall-mounted unit, 
which in cold weather heats like a 
steam or hot water radiator. The unit 
contains a heat convector that con- 
nects to steam or hot water pipes, thus 
providing heat. The same fan, which 
circulates cool air in the summer, also 
circulates the warm air. The air con- 
ditioner, 31” wide, is designed to fit 
under a window. Only the sleeve or 
casing is placed in the wall. The re- 
movable mechanism then slides draw- 
er-like into the casing. It fits flush 
on the outside wall and projects only 
four inches into the room. Westing- 
house, Dept. AL, Staunton, Va. 


Circle No, 218 on Coupon, page 130. 
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Matico Adds 13 Colors 

Thirteen new paint-and-appliance 
coordinated colors in a marbleized pat- 
tern are now included in the Matico 
Aristoflex vinyl-asbestos line. Test- 
marketed in Matico’s western division, 
these new shades, called the Catalina 
colors, are reported to have outstand- 
ing consumer appeal. Developed by 
Margaret Lowe, Los Angeles designer, 
the Catalina colors are subtle pastels 
with muted tones especially suited for 
today’s decorating treatment. Mastic 
Tile Corp. of America, Dept. AL, New- 
burgh, N. Y. 
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Two Kitchen Yentilators 


Mounted on the cutside of the house, 
the new Kitchen-Aire 1100 CFM KA- 
170 can easily ventilate two or even 
three rooms. The 550 CFM KA-155 is 
intended for single vent operation 
from grille intakes or range hoods. 
Though both new ventilators are wall 
models, they can be quickly converted 
for roof installation, the conversion 
takes no extra time since the motor 
cover is removed to hock up the BX 
cable. Featuring a new design of the 
ba'»nced, self-cleaning centrifugal im- 
peller, the new models average 43.5% 
more efficient, it is said. Stewart In- 
dustries, Inc., Dept. AL, 320 E. St. 
Joseph St., Indianapolis, Ind. 
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Lighter, More Powerful Drills 

A new series of lighter but more 
powerful universal electric drills in 
sizes from 5/8” to 1”, ruggedly built 
for heavy duty service, is announced. 
Units in the new EN series supersede 
the company’s former UP series. They 
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are shorter, more compact, more 
streamlined and more efficiently oper- 
ated. The machines have as standard 
equipment seven feet of conductor ca- 
ble with plug, a safety switch handle, 
a spade handle and a removable dead 
handle. The EN5 and the EN6 come 
equipped with the 3-jaw chuck and 
key; the two larger models, EN7 and 
EN8, have Morse taper sockets. Thor 
Power Tool Co., Dept. AL, 175 N. 
State St., Aurora, III. 
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Cross Bridging & Joist Supports 

These two new products are rugged- 
ly constructed with pre-punched fas- 
tening holes to save up to 50% of labor 
cost of similar installations using 
wood, reports manufacturer. Modern 
Metal Cross Bridging is ready for 


instant application and eliminates cut- 
ting and fitting of wood bridging, it is 
said. Versatile Joist Supports may be 
used wherever joists do not rest on 
foundation or beam. Yeck Mfg. Co., 
Dept. AL, Dundee, Mich 

Circle No, 222 on Coupon, page 130. 
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OAK 
FLOORING 











a. 





To Builders, Carpenters and Home Owners 
5 REASONS WHY 


BECAUSE it is made from high- 
quality OAK — from the Mis- 
souri Ozarks. 


BECAUSE of the beauty of its nat- 
ural matched grain and uniform 
texture it blends perfectly with 
any color scheme. 


BECAUSE it will absorb years and 
years of abusive wear and still 
look like new. 


BECAUSE it is properly seasoned 
in modern Moore Cross Circula- 
tion kilns before shipping. 


BECAUSE it is accurately milled and precisely 

graded to NOFMA standards. 
On your next flooring order try OZARK OAK FLOORING. You 
will be glad you did — it brings repeat business. Prompt shipment, 
carefully bundled for safe, clean arrival is assured. 


The OZARK OAK FLOORING COMPANY 


BISMARCK, MISSOURI 


PHONE 115 


Circle No. 55 on Coupon, page 130 





Aluminum Sliding Windows 
Harrow aluminum sliding windows 
are designed to blend with all types of 
architecture and can be built to any 
required size, with only a simplified 
and economical installation of the com- 
plete window unit required, manufac- 
turer says. The smart modern lines of 
Harrow windows add a graceful accent 
to any interior decor and color scheme. 
The divided window panel system as- 
sures proper and correct ventilation. 
Harrow Horizontal Sliding Windows 
Co., Dept. AL, 1502 W. 132nd St., 
Gardena, Calif. 
Circle No, 223 en Coupon, page 130. 


Ladder Leveling Safety Leg 
The Rolas ladder leveling Safety 
Leg levels ladders on uneven ground. 
Made to serve the amateur handyman 
who works around the house as well 
as the industrial worker, the Rolas 
Safety Leg is made of durable, high- 
grade steel. It bolts permanently on 
any wood or metal straight or exten- 
sion ladder and extends automatically, 
lengthening one side of the ladder as 
much as six inches with a twist of 
the wing nut. When not in use, it 
adjusts flush with the base of the lad- 
der. Rolas Products Corp., Dept. AL, 

69-73 Summit St., Newark, N. J. 

Circle No, 224 on Coupon, page 130. 


Ready—Set—Drill! 

The new powerhouse Cummins No. 
383 drill shown above drills %” in 
steel, one-inch in wood. A two posi- 
tion removable handle adjusts for ver- 
tical or horizontal drilling. Auxiliary 
grip can be added for leverage and 
balance. Both handle and grip can also 
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be removed entirely for getting into 
tight spots between joists. Claimed to 
be a perfect tool for laying copper 
tubing or galvanized pipe, stringing 
electrical cable, for all deep boring in 
heavy timbers. John Oster Mfg. Co., 
Dept. AL, 5055 N. Lydell, Milwaukee, 
Wis. 
Circle No, 225 on Coupon, page 130. 


Newly Designed Weathertron 


Louvered doors in front of the Gen- 
eral Electric home builder Weather- 
tron heat pump provide the grille in 
this linen closet installation for the 
return air flow. The newly designed 
Weathertron, located on an outside 
wall, can be placed in an attic, garage, 
basement, crawl space or even on a 
roof. The 2% ton unit can completely 
air condition 2-3 bedroom homes, it is 
said. Unit is all-electric; uses no fuel 
or water. General Electric Co., Air 
Conditioning Div., Dept. AL, 5 Law- 
rence St., Bloomfield, N. J. 
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Jumbo Paint Roller Pan 


Thomas Products announces a pro- 
fessional size paint roller pan specially 
designed for industrial use. Formed of 
heavy galvanized metal, the roller pan 
will hold up to 10 gallons of paint. The 
pan is so constructed that it may easily 
be carried from place to place while 
holding up to four gallons of paint. 
The new pan measures 22” x 22” and 
is designed for use with 14” and 18” 
rollers. It is equipped with a sturdy 
bracket to hold it at the proper angle 
for painting, manufacturer says. 
Thomas Products Co., Dept. AL, 8490 
Lyndon, Detroit, Mich. 
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Pen Plank in Eleven Species 


Pen Plank, a decorative hardwood 
plywood, is available in panel sizes of 
48” wide x 84”, 96”, 109” or 120” 
long. Eleven species, including birch, 
maple, ash, elm, Philippine mahogany, 
knotty pine, red oak, walnut, white 
oak, cherry and limba. Panels are V- 
grooved at random width, veneer joints 
in a contrasting planking effect. Pack- 
aged six pieces to a carton. Spliced- 
wood Corp., Dept. AL, Mellen, Wis. 

Circle No. 228 on Coupon, page 130, 
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Rain Cap for Chimney 

An improved rain cap for the brick- 
design panel housing of Van-Packer 
factory-built masonry chimney is an- 
nounced. Supported by four corner 
posts, the new Van-Packer rain cap 
is designed for faster, more efficient 
dispersion of smoke. It also provides 
increased protection against rain and 
downdrafts, according to Van-Packer. 
Produced of asbestos-cement, it is fire- 
proof and weatherproof. The new 
housing cap unit retains the recently 
introduced snap-on feature, which is 
said to cut installation time to 30 sec- 
onds. Van-Packer Co., Div. of The 
Flintkote Co., Dept. AL, P. O. Box 
No. 306, Bettendorf, Iowa. 

Circle No. 229 on Coupon, page 130. 
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Louver Steel Folding Doors 


New steel folding doors with lou- 
vers have been added to the line of 
Full-Vu folding doors. Designed for 
installation in homes, apartments, ho- 
tels, they may be installed with top 
track and a threshold-type floor track, 
or top track and floor pivot plates, 
which allow a clear threshold across 
the width of the opening. Louver 
style Full-Vu folding doors are avail- 
able in 6’8” height and the 8’0” stand- 
ard ceiling height, for opening widths 
from 2’ to 6’. Doors are finished in 
beige prime coat, suitable for redeco- 
rating. Leigh Building Products Div., 
Air Control Products, Inc., Dept. AL, 
Coopersville, Mich. 

Circle No. 230 on Coupon, page 130. 


Pre-Wired Recessed Line 


Moe Light now offers a complete 
pre-wired line for commercial, as well 
as residential, installations. The out- 
let boxes of all the Moe pre-wired 
recessed line are adaptable for use 
with all types of conduits: rigid, flex- 
ible and thin wall construction. All 
the recessed fixtures are equipped with 
an exclusive ‘“Pol-Spec’ reflector, 

(continued on page 110) 
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Dodge T1700 Dodge P300 
Tandem Forward-Control 


Special bodies fit readily Dodge 500 
on any Dodge chassis Stake with Beverage Body 


most POWER oF THE 
LOW-PRICED 3 


Dodge T900 
Tandem 





Dodge C.0.E. 700 Dodge 800 
Tractor Tractor 


In every weight class 

Dodge Power Giants give you an extra bonus of power. 

From 204-hp. pick-ups to 232-hp. tandems, Dodge V-8's outpower the “other two” 
by as much as 31%. This extra power reduces engine strain, saves wear. What's 
more, Dodge engines, both V-8's and 6’s deliver full power on regular gas. 

Dodge hauls more payload, too . . . up to one-third more. And Dodge offers 
major advantages in driving ease, cab comfort and prestige-building good looks. 
See for yourself. Your Dodge dealer has a Power Giant to meet every trucking need. 





DODGE TRUCKS with me ronwasr0 Loox > 
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NEW PRODUCTS 


(begins on page 100) 





which is designed for maximum effi- 
ciency in the control and uniform 
distribution of light and are UL ap- 
proved, manufacturer reports. Moe 
Light Div., Thomas Industries, Inc., 
Dept. AL, 410 S. Third St., Louisville, 
Ky. 


Circle No, 231 on Coupon, page 130. 


Tuff-Kote Coating 

A superior protector of surfaces of 
all types, wood, metal, concrete or 
brick, Tuff-Kote is pliable and durable, 
manufacturer reports, and will water- 


“LEAD-SEAL” 


TRIPLE- 
LOCK 





pres DRIVE SCREW 


furnished 
in Ring 
Shank and 
Straight 
Shank 











proof and weatherproof any surface to 
which it is applied. It can be colored 
with oil colors to match any surface; 
it can also be painted over. Tuff-Kote 
is recommended as a protective coat- 
ing for overly exposed areas as well 
as a crack-filling material. It is often 
applied with Glass Fabric Cloth so 
that the bridge over cracks is perma- 





es 


Protection and conservation of farm 
buildings, stored crops, equipment and 
machinery have always been important 
to farmers. Today, in order to meet the 
increasing demands on the farmer for 
greater and more economical production 
to satisfy the country’s multiplying needs, 
proper protective measures are more vital 
than ever before. 


Deniston’s patented ‘‘Lead-Seal’’ 
metal roofing nail with ‘Triple-Lock”’ 
and Drive Screw shank is one means of 
aiding the farmer. It was developed spe- 
cifically to insure against roof leaks which 
develop in metal roofs when applied with 
ordinary roofing nails. 


Deniston standards for raw materials 
and manufacturing are maintained at the 
highest level—the finished product repre- 
sents the finest that modern manufactur- 
ing can provide. All Deniston nails can 
be shipped in either 50 lb. or 100 Ib. 
sturdy 3-ply corrugated color-board car- 
tons with hand grips for easy handling. 


Build up your roofing nails profit 
this year. Start by selling and recommend- 
ing Deniston ‘‘Lead-Seal” roofing nails. 
Ask your jobber or write to us direct for 
descriptive circulars and complete price 
information . . . no obligation. 


30 Years of Quality Nails 


THE DENISTON COMPANY 





49th & South Western Avenue ° 


Ghicago 9, Illinois 


IN CANADA: EASTERN STEEL PRODUCTS CO., LTD., PRESTON, ONTARIO 
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nent. It may be brushed, applied with 
an applicator or injected with a needle 
nose gun. Tuff-Kote Co., Dept. AL, 
Woodstock, Il. 


Circle No. 232 on Coupon, page 130. 


Synthetic Chamois 

Clover Products, manufacturer of 
Cham-Eaze, the synthetic chamois, an- 
nounces the addition of two new and 
larger sizes to its line. To accompany 
its 16” x 16” size, Clover now offers 
17” x 22” and 22” x 23” sizes, all pack- 
aged in illustrated, transparent plastic 
bags. Each size is packed in self-selling 
display cartons. Cham-Eaze will per- 
form as well as genuine chamois, is 
highly absorbent, durable and will not 
become brittle after use, manufacturer 
says. Clover Products, Dept. AL, 1141 
Atlantic Ave., Rochester 9, N. Y. 


Circle No. 233 on Coupon, page 130, 


Portable Air Circulator 

Called the Super-Twelve, the new 
12” blade diameter fan is complete 
with Tilta-Breez stand that permits 
the fan to be turned to any angle or 
completely through a full circle. With 
its comfort grip handle that recesses 
into the top, the fan may be carried 
to any spot in a home or office. A 
locking knob on either side holds the 
portable air circulator in any position 
—even completely horizontal. Since 
the fan can be rotated through the 
stand, it may be reversed to exhaust 
air from a room. Lau Blower Co., 
Dept. AL, 2007 Home St., Dayton, 
Ohio. 


Circle No. 234 on Coupon, page 130. 
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More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 


MULLS NUUETONAA ULE 
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The perfect combination 


Here’s America’s favorite fence com- 
bination: American Steel Posts and STEEL FENCE POSTS 
their perfect partner—sturdy, long-last- 


ing American Fence. This pair of profit bs 
pullers will really put strong sales ap- AND 


peal in your American Fence displays. 


These bright American Posts are 
available in three styles—the Studded AMERICAN 
T, the “U,” and the All-Purpose “U.” 
Stock these posts along with American 
Fence and the complete line of USS 
American Products, so that you will be 
better able to meet the over-all farm 
needs of your customers. 
And those customers will be in to see 
you soon. U.S. Steel is running a strong, 
consistent advertising campaign on 
American Fence Posts, as it does on all 
USS American Products, to keep the 
farmer “in the know.” Youcan best take 
advantage of this advertising by being 
well-stocked with American Fence Prod- 
ucts and by keeping them displayed 
prominently on your floor. This year, Sf” 
make harvest time profit time. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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Marlite Institutional Film 

An institutional film, “Marlite— 
Especially for you,” tells the story of 
Marsh Wall and its products. In full 
color, the 20-minute sound-slide film 
summarizes the company history, cov- 
ers production and quality controls, 
describes the Marlite line and in- 
cludes photos of actual installations. 
The film, which is available, sells the 
viewer on Marlite’s quality, the com- 
pleteness of the line and the product’s 
suitability for every type of interior. 


Marsh Wall Products, Inc., Dept. AL, 


Dover, Ohio. 


Circle No. 235 on Coupon, page 130. 


AETNA 


will consistently meet 
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your most urgent 
plywood demands! 


Lumber dealers know by ex- 
perience that Aetna, with its 
personalized service, is the one 
plywood supplier that they can 
count on for immediate deliv- 
ery of plywoods in any grade, 
type or size. Here’s why: 


rf : " WORLD-WIDE SOURCES 


Our careful buying from countless sources and thorough knowl- 
edge of your customers’ needs assure you of a wide selection of 


quality materials. 


RELATED PRODUCTS AND SUPPLIES 


Aetna also carries a complete line of related items including pre- 
finished paneling, flush doors and trim, plastic laminates and 


many other products. 


STRATEGICALLY LOCATED WAREHOUSES 


Take advantage of Aetna’s eight convenient warehouses. Aetna’s 
services are at your command including those of its engineering 
department for all technical applications. 





Aetna PLYWOOD AND VENEER CO. 4, 


1731 Elston Avenue @ 


Chicago 22, Illinois 


© Phone ARmitage 6-7100 


BRANCHES: 
Peoria, Illinois, 301 Rock Island Avenue @ Rockford, Illinois, (Camp Grant) Bldg. 1610— Warehouse Road 
rane ee 


polis, 





, 1111 Eost 17 st. ©@ 


Detroit, Michigan, 15535 Woodrow Wilson 


Grand Rapids, Michigan, 825 Buchanan S. W. 
MILWAUKEE PLYWOOD COMPANY 
1227 West Bruce Street @ Milwaukee, Wisconsin @ Phone: Mitchell 5-7000 


BRANCH: 
Wausau, Wisconsin, 1217 South 3rd Avenue 
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Kite Twine Counter Display 

This colorful, new counter display 
contains one dozen 500’ balls of King 
Cotton cabled kite twine. Each ball is 
put on a rugged red, white and blue 
winder. John H. Graham & Co., Inc.., 
Dept. AL, 105 Duane St., New York 
Ee. Fea 68 


Circle No, 236 on Coupon, page 130. 
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Threaded Nails for Handymen 

This carousel display, which takes 
little counter space, features a dozen 
different types and sizes of Strong- 
hold and Screw-Tite threaded nails 
in transparent poly envelopes. Nails 
range from heavy-duty Screw-Tite 
hardened steel. masonry nails to 
Stronghold brad head nails for case- 
making and fine cabinet work. In- 
cluded in assortment also are hard- 
ened steel flooring nails, aluminum 
roofing and asbestos shingle face nails 
plus other types. Package labels iden- 
tify contents, suggest uses, make the 
various items self-selling. Independent 
Nail & Packing Co., Dept. AL, Bridge- 
water, Mass. 

Circle No. 237 on Coupon, page 130. 


A Hinge Selector 
A Hinge Selector which simplifies 
the selection of hinge types for spe- 
cific door and frame construction is 
offered. The four-card selector is 4” x 
9” and made of stiff, highly finished 
paper-boards with a spiral binaing. 
The third and fourth cards employ an 
enclosed slide-rule, which indicates the 
type hinge to be used. The Stanley 
Hinge Selector folds flat to be tucked 
away in pocket or brief case and 
comes enclosed in a polyethylene enve- 
lope. Stanley Hardware, Div. of The 
Stanley Works, Dept. AL, 111 Elm 
St., New Britain, Conn. 
Circle No. 238 on Coupon, page 130. 
(continued on page 114) 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 
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Your home improvement customers 


respond to “ADVERTISED-IN-LIFE” 


The do-it-yourselfers and the people who call in 
an expert agree on this: they prefer LIFE-adver- 
tised building products and materials. 

That’s because people respond to LIFE... to 
all of LIFE . . . meaningful words, memorable 
pictures and informative advertising pages. 

LIFE reaches 3 out of 5 households in the 
average community in the course of 13 weeks— 
more households than any other weekly magazine, 


Many of these households are right near you, 
thanks to LIFE’s local impact. And that means 
people in your neighborhood are pre-sold by 
LIFE on specific LIFE-advertised brands. 

So, do what more and more smart suppliers 
do, and capitalize on LIFE’s selling influence. 
Feature LIFE-advertised products... label them 
with the ‘““Advertised-in-LIFE” symbol ... and 
make it a banner year for sales. 


people respond to 


Audience source: A Study of the Household Accumulative Audience 


of LIFE. 
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SALES AIDS 


(begins on page 112) 


You can’t beat 
Hobbs Wall 
Redwood! 





papers with dealer listings in March. 
Ycungstown Kitchens. Div. of Ameri- 
can-Standard, Dept. AL, Warren, Ohio. 


Circle No. 240 on Coupon, page 130. 


Handyman Panel Merchandisers 

A compact meréhandising device, a 
portable floor-piece on wheels contain- 
ing cut-to-size panels of Evanite 
Hardboard, is announced. Called the 
Handyman Panel Merchandiser, the 
movable self-service display rack car- 
ries a first-class line of hardboard 
for the do-it-yourself market. The 
floor display is designed to increase 
the demand for panels of Evanite 
Hardboard and to stimulate the sale 
of companion items. Evans Products 
Co., Dept. AL, Plymouth, Mich. 


Circle No. 239 on Coupon, page 130. 








New High-Style Colors . 
Introduction of three new high-style 
colors to the manufacturer’s marble 
ized vinyl flooring lines is announced. 
Now available in standard, de luxe and 


Youngstown Kitchens Display 
: Youngstown Kitchens dealers are 
featuring a display like this, kicking 


off a sales promotion in which two 
15” wall cabinets are given free to 
the purchaser of a 54” or 66” de luxe 
cabinet sink. Billed as a complete 
Youngstown Kitchen, the ensemble 
carries the price of the cabinet sink 
alone. Participating dealers get a 
colorful promotion package and the 
promotion will be supported nationally 


super de luxe lines to meet popular 
style trends are the light-value colors 
Grenada white, Antiqua white and 
Riviera white. Addition of the new 
colors increases the decorator style 
combinations to 26 in each of the three 
Goodyear vinyl flooring lines. The 
Goodyear Tire & Rubber Co., Dept. 
AL, Akron 16, Ohio. 


Circle No. 241 on Coupon, page 130. 


with a large color ad in Sunday news- 





What's Your Answer? 


Milling, grading and shipping know-how 
doesn’t come overnight. Hobbs Wall has 
been engaged in producing and market- 
ing California Redwood lumber for over 1. Which item is being offered by Amerock Corp. as a Hardware Week 
YO vears. Special? ‘ 

What three things enabled a Philadelphia dealer to boost his yearly 
wood paneling sales volume to $30,000? 

How may your customers see the difference and hear the difference a 
Cushiontone ceiling makes? 

Name the two main selling sources used by Economy Lumber Co. to 
attract packaged home and garage prospects? 

Who is introducing a new threaded-to-the-head spiral nail that turns 
like a screw when driven? 

Which room now being included in most new homes is the prime target 
for paneling? 

Name three ways you can show your builder customers to get double 
value with fir plywood? 

What are two of the most important causes of nail popping in gypsum 
board wall installations? 

Why is Visqueen film said to be one of the most versatile products you 
can sell? 

What promotional offer helped a Tucson, Ariz., firm to sell 30 power 
mowers the first season? 


(Answers on page 116) 


Result? Size for size, grade for grade 
Hobbs Wall Redwood can’t be beat! 


For prompt service all, wire or 
write us. 


HOBBS WALL 
LUMBER CO. 


405 Montgomery St., San Francisco 
GArfield 1-7752 + Teletype SF-761 


Hobbs Wall is Exclusive Distributor for 
WILL!ITS REDWOOD PRODUCTS CO. 
A CRA Mill 

Circle No. 102 on Coupon, page 130. 
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It's Gardening Time 


This tool display is of durable, 
enameled metal and wire in several 
colors and will accommodate 10 or 
more garden tools. Occupies about a 
square foot of counter space. Useful 
as focal point or center of garden tool 
and implement department. In addi- 
tion, a four-color window and wall 
poster reading, It’s Gardening Time, 
is available on request, as well as en- 
velope enclosures describing Seymour 
Smith Snap-Cut Pruners and other 
garden tools. Seymour Smith & Son, 
Inc., Dept. AL, Oakville, Conn. 


Circle No. 242 on Coupon, page 130. 


Tilemaster Tile Display 


Newest redesigned point-of-sale dis- 
play to augment Tilemaster’s exten- 
sive line of sales aids is an effective 
display of actual tiles, which may be 
used as either a counter or window 
display. This corner tile display fea- 
tures Bev-Al!l Field Tile and the fol- 
lowing trim pieces, Field Outcorner 
Narrow, Field Outcorner Wide, Fea- 
ture Stripe, Stripe Outcorner Narrow, 
Stripe Outcorner Wide, Bullnose Cap, 
Bullnose Cap Outcorner, Butterfles, 
Bullnose Base and Bullnose Base Out- 
corner. Packed in a carry-easy carton. 
Tilemaster Corp., Dept. AL, 4400 N. 
Harlem Ave., Chicago 31, Ill. 


Circle No, 243 on Coupon, page 130. 


Saw Blade Display 


A new Saw Blade Display Assort- 
ment is offered as an attention getter 
for that profitable accessory item— 
the portable electric saw blade. The 
U-1137 display is light and compact; 
sturdily constructed of No. 7 gauge 
wire and heavy cardboard, it stands 
25” high, 16” wide and 18” deep. Six 
trays contain an assortment of 15 
combination crosscut blades and abra- 
sive cutting discs. In addition, arbor 

(continued on page 129) 
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“The Consistent Quality of 


GRADE-MARKED SOUTHERN PINE 
Pays Off Every Time!” 


says Robert Walker, 
Contractor, Metairie, New Orleans, La. 


*‘When I custom-build 
a house, my reputation 
is at stake every step 
of the way. So I’m 
naturally interested in 
quality building 
materials to uphold 
that reputation. 


**That’s why I always 
specify Grade-Marked 
Southern Pine. From 
my twenty years of 
experience, I know that 
ordering all Southern 
Pine by grade-mark 
assures me of premium 
quality lumber. That 
SPIB Grade-Mark is 
my safeguard for lumber 
that is consistently up 
to grade. I have to 
have that assurance to 
custom-build a house 
that will please the 
customer and be a 
hallmark of my 
reputation.” 








HE Naz SPA. 
Seasoned for 
Better Performance 


Send 


FREE 


copy ot 
“Specifications 


for Residences” 
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DEVELOPING BROADER 
INSURANCE FORMS 
* 


REDUCING INSURANCE 
COSTS 
* 


MAINTAINING AN 
INSPECTION SERVICE 


U. S. EPPERSON 
UNDERWRITING 
COMPANY, MGR. 
E. M: Lynn, President 
HOME OFFICE 
1000 R. A. Long Bidg. 
Kansas City 6, Missouri 
BRANCH OFFICES 


509 Terminal Sales Bidg. 
Portland, Oregon 


1554 Yonge Street 
Toronto 7, Canada 
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LETTERS 


Likes "Pricing for Profit" 


To the Editor: John D. Sullivan, 
vice-president and general manager 
of this company, handed me your 
publication, “Pricing for Profit and 
Making It Stick” with the request 
that I review same in the interests 
of our own operation. 

We feel it would be unfair to you 
not to convey our appreciation for 
your fine efforts to enlighten the 
lumbermen of their weaknesses. 
There isn’t a page of this publica- 
tion that doesn’t have a prescription 
that will aid some phase of our ail- 
ing industry. Therefore, we are 
ordering enough copies for our 
branch yard managers and other 
key personnel. 

Needless to say, our staff looks 
forward to receiving American 
Lumberman, which contains your 
excellent editorials —M. E. Edmis- 
ton, assistant manager, Western 
Lumber Co., San Diego, Calif. 


Editorial Hits Mark 


To the Editor: Congratulations 
on your excellent quiz on public 
relations, which appeared in your 
magazine under the title, ““What is 
Your Public Relations I.Q.?” 

May we have your permission to 
reproduce this editorial in its en- 
tirety in our “Public Relations Idea 
Library,” a service used by public 
relations executives in all types of 
enterprises? — Norman Seigman, 
The National Research Bureau, 
Inc., Burlington, Iowa. 





To the Editor: As you know, I 
have been subscribing to your mag- 
azine for many years and I read 
many of the articles, particularly 
your editorials. Imagine my de- 
light this morning when I received 
the October 1st issue and saw your 
editorial, ‘What is Your Public Re- 
lations I.Q.?” 

It so happens that I have been 
asked to make a talk before the 
Business and Professional Women’s 
Club in Statesville, N. C., next 
Monday night and your editorial 
will certainly help me a good deal. 
—L. N. Bagnal, president, Bagnal 
Lumber Co., Winston-Salem 1, N.C. 


To the Editor: I was very inter- 
ested in the editorial by Joe Evans 
on better distribution of lumber and 
building materials. There is no 
doubt that due to the policy of 
manufacturers and distributors 
throughout the United States that 
retail lumber dealers are being de- 
prived of a lot of very good business. 

For instance, some kitchen cabi- 


net manufacturers have a _ policy 
that any builders of 25 houses can 
buy direct at dealers’ or better 
prices. In this case, a builder simply 
says that he is going to build 25 
houses or more, even though he only 
builds nine or 10 each year. 

Then we have the so-called appli- 
cators of siding, roofing, kitchens, 
etc., who set up a store, sell retail 
to a few and obtain applicator 
prices. They are, in fact, only small 
contractors and not bona-fide deal- 
ers in any sense. Then there are the 
builders who build a fence near their 
building operations and buy lumber 
direct from the mills or commission 
men who also contact dealers for 
orders. In my opinion, they are kill- 
ing the goose that lays the golden 
egg. } 
It’s a tough job to correct this 
and I wish you good luck in your 
splendid endeavor to correct this 
cancerous practice.— William T. 
Huber, president, Huber-Lanctot 
Housewrecking Corp., Buffalo, N.Y. 


To the Editor: Your publication 
has done a lot to help promote alu- 
minum-covered pole buildings and 
particularly the construction of 
pole-type lumber sheds. There’s 
every indication that farmers and 
dealers alike recognize the merits of 
pole buildings, which save on con- 
struction dollars and provide labor- 
saving features. — Charles Walte, 
Jr., director, Reynolds Farm Insti- 
tute, Louisville, Ky. 
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What's Your Answer? 
(Questions on page 114) 


. Magnetic catch, which mounts 
easily on any type cabinet door. See 


ad, page 9. 


. (1) Increased interest in paneling; 
(2) advantages of factory prefin- 
ishing and (3) a new showroom dis- 
playing panels on walls. See article, 
page 58. 

. Through national TV demonstra- 
tions on the Armstrong Circle 
Theatre. See ad, pages 16-17. 


. Ads in the newspaper and in the 
classified telephone book. See ar- 
ticle, page 70. 


5. Jones & Laughlin Steel Corp. See 
ad, page 19. 


. The family room. See article, page 
46. 


. (1) By using 2.4.1 as both subfloor 

and underlay; (2) Texture One- 
Eleven as combined siding-sheath- 
ing and (3) overlaid plywood as 
both siding and sheathing. See ad, 
pages 20-21. 


8. Poor framing and improperly dried 
lumber. See article, page 82. 


9.Because of its great variety of 
uses. See ad, page 45. 


10. Trade-in. See article, page 73. 
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ABSOLUTE FINEST in OAK FLOORS= 


BE SURE HE DOES 
THIS eo 


(SUB-FLOOR MUSTS) 
—~— 


Use 1-inch, kiln-dried No. 1 or No. 2 
boards of any softwood species com- 
monly used for sub-flooring. 

Preferred widths are 4” or 6”. Unlike 
wider boards, swelling and shrinking, 
if any, are not out of proportion to that 
of the finish flooring. 

Face nail either width solidly at each 
bearing with 7 WO 10-penny nails. 

If 8” boards must be used, fasten with 
THREE 10-penny nails at each bear- 
ing. By the same token, 10” boards must 
have FOUR 10-penny nails at each 


bearing. (12” boards must not be used.) 


Y ” 


Space boards apart to allow normal 


expansion. All butt joints should rest 


on bearings. 


Do not use boards that have served as 


concrete forms. 


THEN LAYS THIS e e 
FORDYCE 


To Be Proud PAIK : ae 


Of a Beautiful , | 
Oak Floor SF & a 


gigs of — a asec 


vio FORDVGE LUMBER COMPANY 


FORDYCE, ARKANSAS 


Manufacturers of Fordyce Royal Oak Flooring; Arkansas Soft Pine, ROYAL OAK TRIM, 
WOLMANIZED* TREATED LUMBER & TIMBERS *Reg. U.S. Pat. Off. 
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SHOP EQUIPMENT was paid off in less than six months. Shop upkeep is less than 


5% of the volume of new business it creates. 


CUSTOM-CUTTING SERVICE, provided by Saul Pick, rear, is requested by an average 
of 30 customers a day. 
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Customers Like 





Custom 


Cutting 


Service 


RESULT: sales up 10%, 
equipment amortized within 
six months. How one Cali- 
fornia dealer boosts sales 
and good will. 


A workshop equipped with power 
tools and manned by competent 
personnel to cut lumber to the cus- 
tomer’s specifications is paying off 
handsomely for Saul Pick, Inc., 
Gardena, Calif. This creative mer- 
chandising idea has not only 
boosted the firm’s sales a neat 
10%, but also paid off the cost of 
the shop equipment in less than six 
months. 


“The purpose of this shop,” Pick 
says, “is to develop a market for fir 
plywood and other building mate- 
rials by making available the tools 
handymen require to do a profes- 
sional job.” 


About 30 persons have some spe- 
cial cutting done during the week. 
On Saturday and Sunday, the shop 
men handle as many as 60 individ- 
ual cutting jobs. Many customers 
drive by several yards to buy their 
materials at Pick’s and take ad- 
vantage of his special service. 
Despite the added service, Pick’s 
prices are about the same as those 
prevailing in the rest of the Los 
Angeles area. 


“The shop represents an invest- 
ment of about $1,000,” Pick says. 
“Most of this was spent on a pair 
of table saws and a bandsaw. The 
shop paid for itself in six months 
and its upkeep is less than 5% of 
the volume of new business it 
brings in. Only one man is re- 
quired to maintain the equipment 
and supervise the shop.” 


By providing this special cutting 
service. Pick is building his fir ply- 
wood business substantially. Over- 
all, his building material and hard- 
ware sales are more than $2 million. 
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Now available, the 
products buying 


14th 
ANNUAL 
ISSUE 


Makes other product 
directories obsolete 


Improved, and new, and exclusive in the 1957 Dealer 
Products File issue of American Lumberman are: 
@ an enlarged Buyers Guide, to accommodate the 
classified listing of more than 8,000 manufacturers of 
building products and equipment. 
@ Completely new, fast-reading streamlined charts 
and tables of up-to-the-minute building materials 
application and specification data. 
@ All new organization of material, making it easier 
for you to find the information you want when you 
need it. 
@ Exterior index, consisting of die-cut thumb tabs, 
gives you instant access to the title pages of major 
product and data sections. 

All these useful improvements are based on inten- 
sive personal interview research among dealers across 





most complete building 
guide ever published 








NEW THIS YEAR 

e exclusive, built-in thumb index 

¢ faster-reading charts and tables 
of product data 
enlarged BUYERS GUIDE listing 
more than 8,000 manufacturers 
improved timing, in January, for 
all year use 





the country. The result, is a dealer directory of build- 
ing products that makes other product directories 
obsolete. 

A brand new book, cover to cover, the 1957 Dealer 
Products File is the most comprehensive and useful 
guide to the buying, selling and use of building prod- 
ucts and equipment ever made available to lumber 
and material wholesalers and retailers. 


PUBLICATION DATE: January 21, 1957. 
SINGLE COPY PRICE: $2.00. 


AMERICAN LUMBERMAN SUBSCRIBERS get the 
improved, all new 1957 Dealer Products File 
as a regular part of their subscription, at no 
extra charge. 


AMERICAN LUMBERMAN 


and BUILDING PRODUCTS MERCHANDISER 


139 NORTH CLARK STREET + CHICAGO 2, ILLINOIS + Financial 6-5380 


BUILDING PRODUCTS MERCHANDISER 
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store 


Mr. Lumber Dealer: 
a basic store fixture 
designed specifically 
to display and dem- 
onstrate burlding 
matervals. 


fixture: 


Here’s a display fixture 
that shows large samples of 
roofing and siding, together, 
as they actually appear ap- 
plied on a house. 

The smallest roof and sid- 
ing unit yet devised to dis- 
play these bulky materials: 
15914” long, 46” wide and 
791%" deep. Holds and dis- 
plays 24, 3’ x 5’ siding 
samples and 26 large roofing 
samples. Forward and lat- 
eral sliding tracks enable 
you to show combinations 
quickly and easily. 

Estimated price if bought 
at retail: $550.00 plus ship- 
ping. 

3y building it yourself, 
you can save more than 
$250.00! Complete plans, 
working blueprints, step-by- 
step instructions, materials 
and materials source list 
and details on modifica- 
tions, only $8.75. Available 
by return post from Amer- 
ican Lumberman. Fill-in and 
mail coupon now. 


American Lumberman Dealer Service Dept. 
139 N. Clark St., Chicago 2, Illinois. 


Please send me postpaid thethree blueprints and com- 

plete instructions for the retail lumber dealer roof and 
it display fixture. | am enclosing $8.75. (Please 

send check or money order.) 

Name. 

Company___ 

Street. 


City — Zone | 
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Ten-Key Adding Machines 

A newly designed series of 10-key 
adding machines in the 600 line is an- 
nounced. Modernized styling and new 
color harmony make the 600 an eye- 
pleasing standout in any office. Engi- 
neered for speed and accuracy, the 
machine features Monroe’s open key- 
board for faster entry of figures, Vel- 
vet Touch action for easier operation 
and interlocks to prevent errors. Built 
with extra capacity, the 600 lists 11 
and totals 12, which makes it useful 
for ordinary multiplication. Available 
in both electric and hand models and 
in an electric-hand model. Monroe Cal- 
culating Machine Co., Dept. AL, 
Orange, N. J. 


Circle No. 246 on Coupon, page 130, 


<< 
ca i a 


Lumberlift Truck 
A modified version of the manufac- 
turer’s Model F-6R and F-7R fork 
lift trucks, the Lumberlift unit is built 
especially for handling lumber and for 
yard work. Featuring an unusually 
high mast capable of lifting 6,000 and 
7,000-pound loads a full 12’, plus Slope- 
piler and Sideshifter attachments, two 
of many optional extras, the Lumber- 
lift is an ideal machine for loading, un- 
loading and stacking loose and bundled 
lumber, wallboard and other packaged 
building materials. Plenty of power, 
dual tires and a short turning radius 
make the Lumberlift easy to handle, 
even when handling capacity loads up 
to 3% tons. Erickson Power Lift 
Trucks, Inc., Dept. AL, St. Anthony 
Blvd., N.E., Minneapolis 18, Minn. 


Circle No. 247 on Coupon, page 130. 


Diamond Drilling Machine 
Powder Tool Fasteners’ announces 

a high speed portable diamond drill- 

ing machine for drilling holes in con- 


crete, brick, granite or any hard 
masonry material. Equipped with a 
Molco water swivel, this machine will 
drill two-inch diameter holes at up 
to three inches per minute; holes as 
small as 3/16” can be drilled with ease 
in the hardest of building materials, 
manufacturer says. The flexible cable 
drive allows freedom for drilling holes 
in any position and eliminates the 
necessity of the operator holding a 
heavy unit. Machine is powered by 
plugging into any 110 volt circuit. 
Powder Tool Fasteners, Inc., Dept. AL, 
5349 W. Madison St., Chicago, III. 


Circle No. 248 on Coupon, page 130. 


Fixture for Low Ceiling 

Ultra-Lux, a shallow surface mount- 
ed fluorescent fixture for low ceil- 
ing construction, is announced. With 
Ultra-Lux, only 3%” in depth, we 
have a fixture ideally suited to lower 
ceiling construction, manufacturer 
says. Ultra-Lux is gently curved in 
profile and seems to recede into the 
ceiling. Its translucent polystyrene 
shield permits efficient light transmis- 
sion with uniform distribution and sur- 
face brightness. Units may be easily 
joined in continuous runs. Concealed 
hinges simplify cleaning and relamp- 
ing. Garden City Plating & Mfg. Co., 
Dept. AL, 1750 N. Ashland Ave., Chi- 
cago 22, Il. 


Circle No. 249 on Coupon, page 130. 


Shorcase Display-Master 

This versatile display is designed 
for complete flexibility and immediate 
conversion to any use. Within minutes, 
anyone can remove and relocate Snap- 
Set brackets, bins and shelves to adapt 
the Display Master for display of any 
item, manufacturer says. Measuring 
48” x 52” x 36”, the Shorcase Display 
can sustain a weight of several hun- 
dred pounds without affecting canti- 
lever rigidity, it is said. When not in 
use, it may be disassembled and stored. 
Shore Woodwork Co., Dept. A-AL, 894 
N. 40th St., Philadelphia 4, Penna. 


Circle No. 250 on Coupon, page 130. 
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The CHOICE 
/ 


where quality counts: 


INSTALLS FASTER 


LIFETIME GUARANTEED 


Year after year, the world’s foremost home 
prefabricator depends upon E-Z-SET for up-to- 
the-minute styling, ease of installation and trouble- 
free operation. You, too, can depend upon National 
E-Z-SET because they are priced right to sell fast. 


Available with or without 
deadlocking latch bolts in 
cegular or 5” (1 pe.) backsets 
Also matching interior sets 


Self-aligning thru-bolts 
Only 3 pre-assembled units 


In all standard finishes 


Over 25 Years Manufacturing Fine Builders Hardware Exclusively 


ATIONAL HARDWARE 
omee - e men. @ mm men, | 

Ozone Park I6, N.Y. » 205 W. Wacker Dr., Chicago 

Circle No. 63 on Coupon, page 130. 
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Butt-Weld e Trussed Design 


Don O-wal 


Rigid Backbone of Steel 
for aVERY ry Wall 


More Than 8,000 
Dealers stock Dur-O-woL 


What an 
X-Ray 
would show 
where Dur-O-wal is used in 
every second course i i c. to c. 


= SEFORAED 
SIDE RODS 


Call your 
nearest distributor 
or write Dept. 3-C 


} additional 
information 


ER CECE 


Dor-O-wal. 


Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., 

Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal of IIl., 119 N. River St., AURORA, HL. 

Dur-O-wol Products of Ala., Inc., Box 5446, BIRMINGHAM, ALA. Dur-O-wol 

Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD. Dur-O-wal Div., Frontier Mfg. 

Co., Box 49, PHOENIX, ARIZ. Dur-O-wal, Inc., 165 Utah St., TOLEDO, OHIO 
Circle No. 64 on Coupon, page 130. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities ... 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 
today. 


4 





HALLINAN LUMBER CO. 


628 S. W. Harrison St. Portland 1, Ore. 
MANUFACTURERS DOUGLAS FIR 
CApito! 8-9236 Teletype PD 457 








VAN VALER LUMBER 00. 
Radie Central Bidg. 
Spokane 4, Wash. 

Phone TEmple 8-367! TWX SP 19 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 

Teletype: PDSTS 


WALES LUMBER CO. 
OLD NATIONAL BANK BLDG. 
SPOKANE, WASHINGTON 
Our 32nd Year 














Circle No. 103 on Coupon, page 130. 
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New Literature 





Consumer Data 


Plastic-Finished Paneling. A new 
catalog describes the entire line of 
Marlite plastic-finished paneling for 
walls, ceilings and work surfaces. De- 
tails are given about the easily cleaned 
predecorated hardboards in these ver- 
sions—4’ wide sheets, tongue-and- 
groove planks (16” x 8’) and blocks 
(16” x 16”), Marlite Korelock (2’ x 4’ 
and 2’ x 8’ hollow-core panels, which 
are applied directly over framing) and 
Marlite Flax Pattern, a new product 
for economical plastic-finish work sur- 
faces. Marsh Wall Products, Inc., Dept. 
AL, Dover, Ohio. 


Circle No. 266 on Coupon, page 130. 


Celotex presents its 1957 book of 
“Todav’s New Homes.” New designs 
based on recommendations of the 
Women’s Congress on Housing are 
featured. The current book offers floor 
plans, illustrations and_ estimating 
data for 19 medium-priced homes. The 
Celotex Corp., Dept. AL, 120 S. La- 
Salle St., Chicago, III. 


Circle No. 267 on Coupon, page 130. 


Residential Skylight. A four-page 
catalog describes Ventarama, a resi- 
dential skylight for pitch roofs, called 
the picture window to the sky. Liberal 
photographs show uses in attics, ceil- 
ings, cabins, lodges, etc. Ventarama, 
Div. of Plycraft Products, Dept. AL, 
174 Main St., Port Washington. N. Y. 

Circle No. 268 on Coupon, page 130. 


Floor Products. Two new 4-page 
catalogs printed in full color on Azrock 
floor products line are available. The 
first is on the latest Azrock asphalt 
tile line; the second covers the cur- 
rent line of Azphlex vinylized tile. 
Both catalogs contain full color charts, 
typical installations and complete 
product information. Azrock Floor 
Products Div., Uvalde Rock Asphalt 
Co., Dept. AL, Box 531, San Antonio, 
Tex. 


Circle No. 269 on Coupon, page 130. 


Technical Data 


Plastics as Building Material. Char- 
acteristics of the seven families of 
plastics are discussed in non-technical 
terms. The eight-page brochure de- 
scribes various uses of plastics in 
modern construction and defines the 
difference between thermoplastic and 
thermosetting materials. Single Copies 
of “Plastics as Building Materials” 
are available from the Small Homes 
Council, Dept. AL, University of IIli- 


nois, Urbana. 
Circle No. 270 on Coupon, page 130. 


Scaffold Hardware. A new catalog 
(No. 125) features Superior’s com- 
plete line of labor-saving scaffold 
hardware. It lists the company’s Jiffy 
Jack, mortar board stand, flat back, 
folding trestle, shack jacks, Hi-Lo 
trestle, stud safety jack, sliding ledger 
and new, patented magnesium feather 
rod. Superior Scaffold Co., Dept. AL, 


5624 Bankfield Ave., Culver City, Calif. 
Circle No. 271 on Coubon, page 130. 


The complete level line of The 
Columbian Vise & Mfg. Co. is de- 
scribed in a new catalog page. Pre- 
pared in accordance with jobbers’ 
recommendations, the page is _ illus- 


trated with line sketches suitable for 
offset reproduction. Levels illustrated 
and described in detail are: aluminum, 
line and surface, magnesium, alumi- 
num and wood torpedo, pocket, car- 
penters’ wood, general purpose top 
reading, general purpose enclosed vial 
and masons’ wood. Complete level ac- 
cessories and replacement parts are 
also shown. The Columbian Vise & 
Mfg. Co., Dept. AL, 9021 Bessemer 
Ave., Cleveland 4, Ohio. 


Circle No, 272 on Coupon, paze 130. 


Portable Saw Hanger. A new book- 
let describes the new Sky-Hook port- 
able saw hanger, which permits a 
portable saw to temporarily hang 
quickly, easily and securely to the 
narrow edge of an exposed board mem- 
ber. This makes the saw convenient 
to the operator while working on ceil- 
ing joists, floor joists, sawhorses or 
other boards exposed generally on 
edge, thus eliminating laying the saw 
across two joists with a possibility 
of knocking it off with extensive dam- 
age to costly saw parts and possible 
injury to a fellow worker. Portable 
Tool Support Co., Dept. AL, Box 110, 
Ontario, Calif. 

Circle No. 273 on Coupon, page 130. 





CREDITS $30,000 


(begins on page 58) 





to help sell houses in a hard-to- 
sell market, Waldner can refer to 
his own experience. “In 1955,” he 
relates, “I built a house in Med- 
ford Lakes, N. J. Every room was 
done in a different kind of panel- 
ing. I had Marlite in the kitchen, 
Amerwood in the bedrooms, 16” 
Weldwood in the hallway. Three 
walls of the living room were done 
in mahogany, and on the fourth 
wall there was a walnut fireplace 
with a cherry back. 

“The paneling sold the house 
right now—to a lady who had just 
bought a house three months be- 
fore. She liked my house so well, 
that she sold the one she had just 
bought, and purchased mine.” 

Waldner has one word of cau- 
tion for the lumber dealer selling 
paneling. It’s not a cure-all, and it 
just isn’t adaptable to every type 
of house. For instance, most of the 
houses in the vicinity of the 
Waldner yard are row houses built 
about 50 years ago. The ceilings 
are high; the rooms are square 
shaped. These are hard to panel. 

Some home owners in the area 
have used paneling in recreation 
rooms, but their cellars are low— 
they were never intended for this 
type of conversion. Consequently, 
most of the Waldner paneling sales 
are for homes in the Mayfair sec- 
tion of Philadelphia and the sub- 
urbs. They offer an extension of 
the firm’s trade territory to the 
area where building is going on- 
and the area the company is inter- 
ested in developing anyway—for 
here lies the Waldner Co.’s and 
every other lumber firm’s greatest 
potential. 
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Use Our Display Rooms and Large 
Warehouse Stocks Solid Paneling 
to “Cash In” on Paneling Trend 


REDUCE delivery costs 





\ 


ROLL-OFF 


Above display at Chicagoland Home Building Center, LaSalle and Randolph, 
Chicago. 3 other large display rooms at 2637 South Throop. 


Luxury and Wattled 
Butternut, Walnut 
Brown & White Ash 
Colonial Cherry 
Honey Locust 
Quarter Sawn Sycamore 
African Mahogany 
Figured Maple 

Blonde Cottonwood 
Wormy Chestnut 

Red & White Oak 
Paldao, Narra 

Limba, Zebrawood 
Cypress, Willow, etc. 


THE VENEER LUMBER & PLYWOOD CO. 


2637 South Throop St., Chicago 8, Ill. 
] Phones: CAlumet 5-5673-75 


Why not offer your trade the paneling 
they really want—solid hardwood plank- 
ing? Made in our own mill, carefully 
graded and reasonably priced. Here's 
your best source of supply for paneling 
for homes and commercial jobs. Strik- 
ingly beautiful architectural effects are 
easily obtained with our 30 types, select- 
ed to fit any purpose or purse. And we 
offer doors, plywood and mouldings to 
match or contrast any paneling. 


Compicte 
Beds Shipped § 
KD. Easy 
Assembly & 
Mounting 


Unload a Load 
or Half Load at a Time 


Write, wire, phone for 
Catalog ond Prices 


The R-B Company 


1921 Guinotte, Kansas City 20, Mo. 
ome?” 


Send for complete wholesale catalog— 
Hardwoods, Cypress, Redwood, Millwork 











eee aunee ase ames ome 


Circle No. 65 on Coupon, page 130. Circle No. 66 on Coupon, page 130. 





PONDEROSA PINE— SUGAR PINE 


WHITE FIR 
DOUGLAS FIR INCENSE CEDAR 
Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 


Trade Mark 


Registered 





Sales Office at Susanville, California 





STEEL SQUARE 


GNSS TOWRGERG, 00 6000000 000000000 br0ceccce SOO 


True measurement in construction is not only a 
necessity, it is a skill. With this book, the young 
carcenter learns the many uses of, and how to use 
accurately, his most valuable measuring tool—the 
steel square. Includes illustrative problem, from 


Start to finish, of house construction. Indexed by. 


individual jobs for easy reference. 172 pages. 


150 GLUING QUESTIONS AND ANSWERS 
Thomas D. Perry .......... 


Helps your sales staff explain product construction 
features, and provide the ‘‘do-it-yourselfer'’ with 
needed information. Presents the answers to every- 
day questiens on giues—from mixing and spreading 
to equipment and methods. Covers laminating, hot 
and cold pressing, testing of give joints, core prob- 
tems as well as plywood and veneer. 


BUILDING PRODUCTS MERCHANDISER 
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THE WOODS YOU USE 


Reprinted from Wood and Wood Products... . $1.00 


Did you know that we are using commercially only 
16% of the total number of tree species? This book 
of articles gives you a quick, complete picture of 
these leading woods, including source, general prop- 
erties and specific commercial uses 





COMMERCIAL HARDWOOD IDENTIFICATION 
CHART 


$1.00 


Using the simple chartsin this book, you can quick- 
ly identify any important commercial hardwood 
with just the naked eye and a hand lens. Makes it 
@aty to separate red and white oak; birch, beech and 
maple; red gum and mahogany; Philippineand true 
mahogany; cottonwood, buckeye and black gum; 
other confusing woods, 24 pages 


Kukachka and Reno 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $___.. for 
the books | have checked below 


Steel Square 
150 Gluing Questions and Answers 
The Woods You Use 
} Commercial Hardwood Identification Chart 


Name 





Address. 





City, State 











fixture 


Mr. Lumber Dealer: 

a basic store fixture 
designed specifically to 
display and demonstrate 
building materials and 
related products. Tested 
and proved successful! 


Here’s a display fixture you can 
use with complete flexibility: open, 
with storage cabinets, shelves and 
glass binning, or with swinging or 
sliding panels. 

A basic wall unit 10034” high, 
96” wide and 32” deep, with a 
modular four-foot design, which 
you can use in series along the 
length of a wall, or singly along 

narrow wall expanses. 
Estimated price if 
bought at retail: 
$550.00 plus ship- 
ping. 
By building it 
yourself, you can 
nave more than 
$250.00! Complete 
plans, working blue- 
prints, step-by-step in- 
structions, materials and 
materials source list and details 
on modifications, only $8.75. Avail- 
able by return post from American 
Lumberman. Fill-in and send 
coupon today. 


ow Lumberman Dealer Service Dept. 
39 N. Clark St., Chicago 2, Illinois 


Please send me postpaid the four blueprints and com- 
plete instructions for the retail lumber dealer wall un ! 
display fixture. |! am enclosing $8.75. (please send chec 

or money order.) 

Name 2 ee 
Company. ____ 

Street__ 

City_ - . Zone____State__ 
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SHOW PANELING 
(begins on page 60) 





tion Attic” on the hour (it’s 21 
minutes long) every hour from 7 
P.M. on. It doesn’t take too elab- 
orate a setup to put the show on— 
out in the yard, in the shed or 
somewhere. Between showings, 
serve coffee. 

Stress the materials shown in 
the movie in the showroom—in- 
cluding tools used, etc. Have 
plenty of paneling of various pat- 
terns and grades in evidence in the 
showroom—not back in the shed. 
Make certain everyone attending 
gets literature available on sub- 
ject. Have plenty of personnel on 
hand to serve the customers—too 
often “sold” people are allowed to 
drift off because no one seems to 
want to wait on them. 

Contractors are a different group, 
of course, and the approach to 
them should be handled a little 
more differently. Yet an Open 
House type of thing might not be 
such a bad idea here, either. Rep- 
resentatives of tool manufacturers, 
local paneling experts, etc., might 
be willing to participate where 
enough of a response might be ex- 
pected from a builder-audience. 

Certainly builders are far from 
perfect in their understanding of 
paneling. It’s almost a safe bet 
that out of an equal number of 
novices and professionals who in- 
stall paneling in similar rooms, the 
novices will actually do a more 
“professional” job. We see this 
constantly. Face nailing where 
blind nailing would take no more 
time, and would make a whale of 
a difference in the finished job... 
a prime example. 


Builder competition. Perhaps 
local lumberyards in a_ locality 
could join together in a promo- 
tional program featuring compe- 
tition between builders. Using out- 
side judges, of course, they could 
offer awards or prizes to the build- 
ers who came up with top jobs of 
paneling installation in their 
homes. Resulting publicity would 
help the builders, the retailers and 
the products. Having topflight in- 
stallations to photograph and to 
exhibit in open houses and model 
homes as prime examples of panel- 
ing in homes offers wonderful pub- 
licity and merchandising material. 

The featuring of finishes for 
paneling is not a new scheme for 
mere handising the caine but it 
certainly is getting a new resur- 
gence at the moment. This could 
well be due to the fact that color 
is playing such an immense part 
in all sorts of product promotions 
—from refrigerators to automo- 
biles to fingernail polishes. 


March 4, 


Paneling in color. So why 
shouldn’t color get some stress in 
paneling, too. Stain finishes can 
add lots of color and still retain 
the natural warmth of the wood. 
Retail yards may develop a “finish- 
ing sample display” with small 
hand-samples treated in many 
types and hues of stains. Size of 
such displays could range from 
small (with a dozen or so of the 
major stain shades done in the 
primary colors) through large, with 
entire walls covered with samples, 
including all the shades and off- 
shades of the rainbow. 

Most retail yards are prepared 
to sell all the supplemental items 
that go with paneling, too, such as 
the stains, nails, sealers, sanders, 
etc. It is important in this mer- 
chandising that the dealer knows 
his product implicitly—a simple 
fact, but one too often ignored. 
Information about lumber prod- 
ucts and their use is easily avail- 
able today from the trade associa- 
tions representing the producing 
industries of most species. Knowl- 
edge of facts and understanding 
abont products is a basic item 
when it comes to good merchandis- 
ing of those products, and this 
needs some real stressing. 

There are numerous obvious 
merchandising tricks which could 
be submitted in favor of paneling, 
such as a “Paneling Corner,” 
where grades, patterns, species 
and ideas are all accumulated in 
one spot. Here it becomes a sort 
of planning center, with manufac- 
turer’s literature available on 
racks, with better pieces out on 
tables. This idea is both here and 
in displays, bring this product out 
of hiding— it’s a beautiful product, 
people spend millions upon mil- 
lions of dollars for it every year 

. so why tuck it back in storage 
—at least samples should be avail- 
able up front at all times for people 
to feel, to lift, to fit together 
(tongue and groove), to perhaps 
try their hand at sawing or sand- 
ing or nailing—it’s all part of the 
selling job. 


CNA 


Films Available 


Send for this descriptive list of 
130 films. It includes training films 
for your employes, films picturing 
your products being manufactured 
and installed. Wonderful for your 
contractor and customer clinics. 
And only 50¢. Send for your copy 
today. American Lumberman, 139 
North Clark Street, Chicago 2, II. 
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Lumber Lid eedhiies Protection 


To protect lumber stored in the open from 
sun and rain, H. E. Lauterbach Lumber Co., 
Bartonville, Ill., built weather resistant lids to 
cover the stacks. The outer frame of the lid is 
made of 1x4s reinforced with cross pieces to 
give the plywood or hardboard top greater rig- 
iditv. Handles on both ends provide a conven- 
ient grip. 


Secondary Uses 

Taking a hint from its contractor customers, 
Rosenthal Lumber & Fuel Co., Crystal Lake, III., 
developed secondary uses for second-hand lum- 
ber wrappings. Strapping a piece of wrapping 
paper over the top of a palletized load of roof- 
ing felt prevents rain and snow from filtering 
into the rolls. Builders appreciate this little 
consideration, which gives them clean material 
to work with. 





books on 


ARCHITECTURE 


SIMPLIFIED ARCHITECTURAL DRAWING 
Truman C. Buss, Jr. $5.00 


Practical help for your Design Department in making 
working drawings for remodeling and new home 
jobs. Includes more than 160 problems to fit your 
needs. 258 pages, 264 illustrations. 


ELEMENTARY STRUCTURAL DESIGN 
Charles 0. Harris $5.25 


Quickly prepares the building tradesman to solve 
common problems of structural design, through a 
working knowledge of the principles involved. The- 
oretical discussions are discarded in favor of infor- 
mation which can be put to immediate use. Each 
topic is explained in a series of short steps with illus- 
trations, and practice problems and answers. 163 
pages. 


HOW TO REMODEL A HOUSE 
J. Ralph Dalzell and Gilbert Townsend $5.25 


Here's real help in the year of “Operation Home 
Improvement”: a case history study to give your 
Design Dept. many ideas on how to solve the re- 
modeling job successfully. Contains a checklist 
method to plan the thrifty use of new materials in 
relation to materials in the original house. 528 pages, 
350 illustrations, 14 tables. 


HOW TO PLAN A HOUSE 
J. Ralph Dalzell and Gilbert Townsend $6.95 


Contains all the basic and authoritative information 
necessary to planning a house, shows your drafts- 
men and builders practical ways to work out the 
features new home prospects want in their ‘‘dream- 
house’. 584 pages, over 400 illustrations and tables. 


American Lumberman, Inc. 
139 No. Clark St., Chicago 2, Ill. 
Enclosed is my check in the amount of $ 
| have checked below. 


for the books 


= Elementary Structural Design (_) How To Plan A House 








City, State___ 





Address . 


i } Simplified Architectural Drawing {| How To Remodel A House 
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HOME finds 


new friends 


for you 


Any lumber yard can advertise the various items 
it stocks. But, to attract homeowners, your best 
prospects and biggest market, you’ll do better by 
advertising the finished home improvement pack- 
age. Here’s the helpful, friendly way to win new 
customers: 


Try sending HOME Maintenance & Improve- 
ment quarterly to either your own mailing list or 
one we can develop for you. HOME is full of de- 
tailed photos and stories on house plans, home 
remodeling and repair, all referring to you, the 
local lumber dealer who sends them HOME, as 
source of materials. 


HOME holds great interest for all families— 
those who prefer contractor help as well as those 


Circle No. 80 on Coupon, page 130. 
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who are looking for how-to information. A recent 
readership survey indicates that 98% of readers 
know the name of the dealer sending them HOME 
magazine; 75% have made purchases as a result 
of receiving it. 


Over 1600 lumber retailers have found that 
sending this helpful publication is a profitable way 
to advertise—because HOME makes it easier for 
the consumer to know what he wants to buy. It 
costs only 15¢ per copy, including your front cover 
imprint, all handling and mailing charges. 


We will be glad to send you full information 
about this outstanding promotional service. Just 
fill in coupon below and mail. Or, if you prefer, 
telephone collect. 








Service Manager, Room 2000D, 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 


( ) Send us complete information, with no obliga- 
tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de- 
tails on the new homeowner mailing list service. 


Business name 
Street__.. 
a ei 
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MANUFACTURERS 


(begins on page 84) 





Pack River Names Bopp 
General Manager 


Advancement of Jack L. Bopp 
from assistant general manager 
to general manager of Pack River 
Lumber Co., Sandpoint, Ida., is re- 
ported by J. M. Brown, Jr., presi- 
dent. Bopp will have charge of all 
of the firm’s operations, including 
the Bonners Ferry and Colburn 
sawmills, Dover planing mill and 
dry kilns and Tenex wafer panel 
plant. 

Bopp has been with Pack River 
since joining its production and 
purchasing department in 1946. 
He later became plant superin- 
tendent and _ vice-president in 
charge of production. Early in 
1956 he was appointed assistant 
general manager. 


Metal Lath Mfgrs. Elect 
Hollerbach President 


L. C. Hollerbach, manager, build- 
ing material sales, Wheeling Cor- 
rugating Co., Wheeling, W. Va., 
was elected president of the Metal 
Lath Manufacturers’ Association 


recently at the group’s t 
meeting in Cleveland, Ohio. M. K. 
Brown, general manager of sales, 


Penn Metal Co., Inc., Boston, Mass., | 


was elected vice-president. 

Speaking about the construction 
field at this meeting both Holler- 
bach and Brown emphasized the 
importance of metal lath and plas- 
ter in school construction through- 
out the country. 


Hudee Patent Is 
Upheld by Court 


The managements of Walter E. 
Seleck and Co. and Kinkead Indus- 
tries, Inc., Chicago, announce that 
they have entered into an agree- 
ment whereby Kinkead Industries 
has been granted a license under 
Patent No. 2,440,741 and _ the 
amount of damages for its past in- 
fringements has been settled. Un- 
der the license agreement, Kinkead 
Industries is permitted to continue 
the manufacture and sale of its 
slotted “T” type sink frame. 

This agreement follows affirm- 
ance by the United States Court of 
Appeals of the judgment by the 
United States District Court in the 
patent infringement suit brought 
against Kinkead Industries in 
which the patent was held valid 
and infringed and further in- 
fringement was enjoined. 








TRAINING PACKAGES 


(begins on page 62) 





the meeting accomplishes five basic 
objectives. 

1. The meeting should concen- 
trate on the paneling products dis- 
played in the store. Employes at 
their meeting should be trained to 
get maximum sales results out of 
the yard display. There is nothing 
worse than a bewildered clerk try- 
ing to show a prospect products he 
is seeing himself for the first time. 

2. The full range of products 
should be shown at the meeting with 
emphasis on specie, finishes and 
costs. 

3. The potential market for the 
various paneling must be covered. 
This means the speaker should talk 
about the best panelings for the 
home, for commercial applications. 
Experienced men know the facts but 
it should be kept in mind that high 
turnover in many yards now re- 
quires constant employe education. 

4. Customers always have ob- 
jections which must be overcome 
by the individual salesman. Pre- 
sentations will vary with the audi- 
ence but everyone wants to know 
if the product is difficult to apply, 
how much it costs, the colors and 
finishes available. 
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5. In employe meetings the part- 
time salesman should be present. 
With Saturday business growing 
the part-time employe is becoming 
much more important and he should 
be part of every store meeting. As 
we pointed out recently most re- 
modeling sales are made at night 
in the home and the part-time sales- 
man is beginning to do many of 
these calls that increase sales 
volume. 


Invitations, advertising. Man- 
ufacturers only mild “gripe” in 
staging meetings for dealers has 
been the scanty information they 
have been given on the character of 
the audience. Knowing precisely the 
makeup of the group and its size, 
is very helpful in slanting the meet- 
ing properly for best results. The 
size is especially important because 
a big crowd often merits a more 
elaborate presentation, with added 
factory personnel. 

Contractors usually are extended 
a written invitation, followed by a 
phone call a day or two before the 
meeting to verify attendance. 

Consumer meetings draw a ca- 
pacity crowd with adequate news- 
paper advertising, direct mail and 
store posters. Some retailers limit 
the meetings to regular customers 
because the typical meeting normal- 
ly draws a capacity crowd. 


annual | 





. /customers 
will be 
asking 


TWICE-DIPPED in MOLTEN ZINC 


- NAILS 


eo”, 


THERE'S NOTHING LIKE 'EM! 


v¥ WON'T RUST, STAIN, 
OR STREAK! 

Vv HARD STEEL CORE... 
DRIVE BETTER... 
HOLD TIGHT! 

Vv STRONGER THAN 
ALUMINUM ... 

COST ABOUT 
1/3 LESS! 


FOR 


All 
EXTERIOR 
WORK! 


@ ROOFING 
@ SIDING 
@ TRIM 


Wa From Coast to Coast- 


MES petits Meath 
Gnd MORE PROFIT! 


It's easier to make money selling Maze quality nails 

. attractive dealer prices! Maze's STORMGUARD 
line is backed by advertising to reach more cus- 
tomers for you—builders, carpenters, siding and 
roofing applicators. 


A TYPE FOR EVERY NEED... 


including Anchor (ring-shank), Spiral, Barbed, Plain 
Shanks . . . also Colored Siding Nails —11 stock 
colors . . . Full Range of Sizes! 

Don't forget Maze's other Profitable nail lines— 
group your orders with STORMGUARDS and save! 


CONVENIENTLY PACKED 


Ready-Packed for Display... 
Handy 5-lb. Cartons & 50-Ib. 
Bulk Cartons. 


WRITE FOR FREE HANDBOOK & SAMPLES 
! 


NAME 








| 

j FIRM 
| STREET 
| STATE 








“IT PAYS TO BUY MAZE" 
ina |W. H. MAZE COMPANY 


PERU 7, ILLINOIS 
Circle No. 104 on Coupon, page 130. 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 
1 Time —25¢ per word for each insertion. 
Minimum charge of $1.25 per line. 
3 Times—20c per word for each consecutive 
insertion. Minimum charge of $1.00 
per line. 
Add $1.50 per insertion for blind ads bearing 
box number. 
No agency commission or cash discount al- 
lowed. 
All ads for classified section must be in 
Publisher's office 14 days preceding date of 
publication. Advertisements are set in uniform 
6 point style. No cuts or special borders al- 
lowed. 
Replies forwarded without additional charge. 
Ceunt five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





OPPORTUNITIES UNLIMITED 


We need men who are experienced retail yard 
managers. South Florida is experiencing tre- 
mendous growth which necessitates the ex- 
pansion of our operation. 

You can enjoy the benefits of working for a 
well established pany with unlimited pro- 
metional opportunities and the ideal living 
cenditions of South Florida. Write in complete 








HELP WANTED 





DETAILER AND BILLER—Large midwest archi- 
tectural millwork company has opening for two 
experienced detailers and billers qualified to 
make shop drawings for schools and churches. 
Send resume of experience, age, salary de- 
sired and availability. Excellent opportunity 
for right man. Reply Box V-20 American Lum- 
berman, Inc. 


SALESMAN: Must have general experience 
selling in lumber yard. knowing paint, hard- 
ware, etc. and capable of handling kitchen 
cabinet sales and kitchen layouts. Reply to: 


Myers Lumber Company Inc. 
125 Warren Street 
West Hazleton, Penna. 





WANTED: Manager. experienced, for lumber 
yard. Salary, bonus. Population 8500. 40 miles 
north of St. Louis—County Seat. Age between 
— Address Box V-26 American Lumberman, 
ne. 


SALES REPRESENTATIVES 
WANTED 





MANUFACTURERS AGENT 


Manufacturers Representatives with estab- 
lished trade among retail lumb pani 

building supply firms, hardware stores, etc., 
to represent 50 year old leading manufacturer 
of ladders and redwood furniture. Exclusive 
territories. Liberal commission arrangement. 
Inquire Box T-36 American Lumberman, Inc. 








Well established Michigan concern manufac- 
turing a complete line of sliding door track 
and hardware, seeking repesentation in North- 
east and Central States, all inquirers confi- 
ay Address: Box S-55, American Lumber- 
man, Inc. 


SALES REPRESENTATIVES WANTED to call on 
lumber yards, in North Central States. to sell 
new type rustic fence. Attractive, easy to erect, 
costs less than half other styles rustic fence. 
Write fully regarding territory covering and 
other lines carried. Denning Mig. Co., Box 
1396, Joliet, Ill. 





SITUATIONS WANTED 





Thoroughly experienced in special millwork, 
listing, detailing. some gy buying. 
selling, billing, supervising. Know bench and 
machine work, sober, reliable, best references. 
Reply Box No. T-43 American Lumberman, Inc. 





Detailer-Biller: Experienced with top refer- 
ences. Could be available on short notice. 
Address Box T-44 American Lumberman, Inc. 





details outlining your experience in the 1 
business and personal background enclosing 
@ recent oo one and mail to Box No. S-58, 
American Lumberman. Inc. 





Wanted: 


Manager for Mill Manufacturing Mouldings 
and Interior Trim in Wisconsin. Must be ex- 
perienced and aggressive. 

Good salary with percentage of profits. 
Address: Box S-60, American Lumberman, Inc. 





Wanted: 


Assistant Manager for Retail Lumber Yard in 
Southern Wisconsin, must be experienced and 
capable. Six to eight employees. Able to take 
off list from Blue Pints. 


Address: Box S-61, American Lumberman, Inc. 





MILLWORK FOREMAN 


Experienced in Detailing Architectural and 
Custom Millwork. Good expediter. For medium 
size mill in connection with large lumber yard. 
Permanent position with 50 year old firm. Lo- 
cated in large mid-western city. All replies 
strictly confidential. Give brief resume of ex- 
erience, salary desired, etc. Address Box 
-22 American Lumberman, Inc. 





ASSISTANT OFFICE MANAGER 
One largest building supply & lumber yards 
West Coast Florida hm assistant to Sitice 
Manager. Must have retail. lumber and build- 
ing supply experience. Man or woman. Ad- 
dress Box T-28 American Lumberman, Inc. 





Applications being accepted for salesmen by 
one of largest building supply and lumber 
yards on West Coast Florida. Preference will 
be given to former yard line managers. Salary 
and liberal share of profits. Good men should 
earn in excess $600.00 month. Write Box T-29 
American Lumberman, Inc. 


Married man 56 wants work in West. Book- 
keeper, sawmill and planing foreman and 
eastern hardwood inspector. Address Box T-46 
American Lumberman, Inc. 





BOOKKEEPER 


Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Fa- 
miliar lumber terms. Been self employed for 
some time. Desire otherwise. Address Box V-22 
American Lumberman, Inc. 





Wholesale Lumberman seeking opportunity in 
Southwest. Have had Sales (Southern Pine and 
Cypress) and management experience. 23, 
married, college education. Would consider 
retail opportunity. but more interested in 
wholesale or commission. Address Box V-23 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





We are seeking FACTORY REPRESENTATIVES 
for our Flextrip design-patented Aluminum 
Horizontal Sliding Primary Windows for new 
construction. We are an old and honored name 
in windows and enjoy excellent reception. Our 
roduct backed by solid national advertising. 
hoice territories still open. Storm King Cor- 
poration, 505 E. Pearl Street, Miamisburg, 
Ohio. Telephone 6-2471. 





Manufacturers’ Representatives—We are old, 
well established door lock manufacturers ex- 
panding our line and sales organization. A 
few territories are being made available on 
commission basis for capable sales repre- 
sentatives selling to lumber, building material 
and hardwae trade. Mention lines carried, 
territory covered. Our men know of this ad. 
Address Box S-62, American Lumberman, Inc. 


Detroit, Michigan, concern with full line of 
folding closed doors seeking manufacturers 
representatives with established accounts in 
California, Pennsylvania, Virginia, West Vir- 
ginia, Kentucky, Indiana, Wisconsin, Iowa. 
Minnesota, North and South Dakotas. Apply 
Box 20, Frazer, Michigan. 





SALES REPRESENTATIVES 
AVAILABLE 





Established representative selling millwork 
and building materials jobbers in East Coast 
area from Washington, D. C. to New England 
desires additional volume items. Address Box 
T-37 American Lumberman, Inc. 





QUALIFIED salesman with good finances 
wishes to make straight commission deal with 
reliable lumber mill. Address Box 973, New 
Iberia, La. 





COMING TO CHICAGO? 
Let's get acquainted. Have sold Lumber Yards 
thru Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43 — R. T. Hosking. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 


1000 Good Serviceable 
Kiln Trucks in stock 


M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 





STEEL RAILS 


16#, 20%, 25H. 3H. 354%. 404% and heavier. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





BUSINESSES WANTED 





Wanted—Young man with education and abil- 
ity for assistant manager of small yard in 
Central Illinois. Line yard company, chance for 
advancement. Address Box Vi American 
Lumberman, Inc. 
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Producer of quality Hardwood Pallets, skids 
and platforms since 194] wishes sales repre- 
sentation Louisville, Ky., Cincinnati, Ohio, 
southern Ohio and Indiana. Corinth Hard- 
wood Co., Bristol, Tenn. 


WANTED TO PURCHASE OR LEASE 
Lumber or Building Supply Yard in town of 
approximately 1000 or more population, and 
with sales of at least $150,000. G. E. Morton, 
Rock City, Ill. 
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LUMBER & DIMENSION WANTED 


BUSINESSES FOR SALE 





Will accept transit cars of Spruce—Fir—Hem- 
lock and Cedar Dimension Lumber on 60 to 90 
| terms. Phone Buffalo, New York, Ludlow 





MISCELLANEOUS WANTED 





WANTED—Sawdust kiln dried—car or truck 
loads. 


WOOD PRODUCTS COMPANY 


421 Phillips Ave. 
Toledo 12, Ohio 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough, 

surfaced or S2S&R/S. Quality Hardwood Pal- 

ees Corinth Hardwood Co., Box 581-A, Bristol, 
enn. 





BUSINESSES FOR SALE 





Two profitable retai] building material yards, 
central Iowa, one yard towns of 1000 popuia- 
tion each. Good building and equipment, 
located on main street. Owner has to sell on 
account of health. Address Box T-40 American 
Lumberman, Inc. 





Builders Supply coal and paint business 
$200,000 annual volume. Can be increased 
Best 4000 town in state of Michigan. One of 
best looking Lc ards anywhere. Excellent profit. 
$40,000 wil] handle. Reason other interests. 
Address Box T-41 American Lumberman, Inc. 





For Sale, retail lumber and building material. 
One yard town, southwest Iowa, Building and 
equipment $4000.00 plus inventory approxi- 
— $6000.00, approximate gross $40,000.00. 

e increased. Reason for selling—other 
business interest. Address Box V-24 American 
Lumberman, Inc. 





HELP YOUR HEART 


BUILDING PRODUCTS MERCHANDISER 


West, Central Ohio 


Lumber & Builders Supply fronting on two 
streets. Lot 88’ by 212’, Railroad siding length 
of lot. Showroom 58’ frontage, Redwood ex- 
terior. Insured, $89,000. Plenty parking space, 
Black top street: excellent part of city. 


$80,000 cash 
20,000 cash 
25,000 cash 


Without inventory 
10 year terms 
15 year terms 


Ralph Bollenbacher, Realtor 
Van Wert, Ohio Ph. 2385 





Lumber and Building Supply business in fast 
growing area south of Buffalo, New York. Well 
established—excellent opportunity. Health of 
owner forces sale. For information write Heim’s 
Lumber, Springville. New York. 





Lumber yard in Wisconsin city of 15,000 with 
extensive building program. Annual sales av- 
erage $125,000. Inventory about $25,000.00. 
Land, buildings and equipment, $14,000, plus 
inventory. Write Box V-25 American Lumber- 
man, Inc. 





USED MACHINERY FOR SALE 





Onsrud Single Speed Shaper Type W-200— 
5-4716 Encased Motor 71/2 H.P. $800.00 
8’ Hermance Sticker 15 H.P. Globe Electric 
1750 RPM, miscellaneous knives for sticker 
$525.00 
Hermance Rip Saw #333—15 HP. 3600 RPM 
Line Start Ind. Motor $1450.00 
24'° Newman Planer #600—5 H.P. Motor 7 
Type Motor 3600 RPM $875.00 


3 Drum Sander Berlin Machine Royal 


Invincible #12972 (without motors) $400.00 


Call Mr. Vance, Chicago Fire Brick Co., 1467 
Elston, Chicago. Tel. Brunswick 8-8000. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“Timber-r-r’’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS. Box 167 
Long Beach I, Calif. 





BOOKS FOR SALE 





LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to gain a better un- 
derstanding of logging methods employed. 
Price $5.00. 


BLUEPRINT READING. By Dalszell, McKin- 
ney and Ritow. A practical book of self. 
instruction on blueprint reading as applied 
to the building trades. The popular question 
and answer method is utilized and two sets 
ef plans are included. Price $1.75. 


CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definitions, illustrations, charts and 
tables to assist lumber and building material 
dealers in the operation of their business. 
M 1 of Fund tals of light construction 
and building materials for lumber dealers. 
Excellent presentation. Price 50c. 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chieago 2, Il. 








SALES AIDS 


(begins on page 112) 





hole adaptors are included to permit 
use of the blades on most portable 
and bench saws. The Black & Decker 
Mfg. Co., Dept. AL, Towson 4, Md. 


Circle No. 244 on Coupon, page 130. 


A Half Mile of Wood Moldings 
Three hundred and sixty-five pieces 
of wood molding are easily handled on 
a new display, called the Craftwood. 
It is designed as a self-service wood 
molding department for walk-in trade 
and occupies only four square feet of 
floor space. All moldings are kiln-dried 
and come in full 8’ lengths. More than 
20 patterns are available. An attrac- 
tive three-color display card mounts at 
eye level and illustrates the many uses 
for wood moldings; the sign also 
carries a place for pricing. Craftwood 
Corp., Dept. AL, Oconomowoc, Wis. 


Circle No, 245 on Coupon, page 130. 
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Right on tne “World's Mosi 
Famous Beach” Swimming ; 
pool, 3 golf courses, putting 
green, shuffleboard, fishing, 
dancing. planned entertain- 
ment. Excellent food, intimate 
cacktail lounge. Choice hotel 
rooms and apartments. jon ¢ 


Write for color brochure. men 


DAYTONA PLAZA 


Daytona Beach, Florida 
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4 REASONS WHY.. 


@ Exclusive Ball and Socket 
adjusting unit lifts greater 
loads easier. 

@ Adjusting plate is self-align- 


ing. 
@ Designed of heavy tubing. 
@ Dip-enameled inside and 
out. 


No. 93 TELESCOPIC ADJUST- 
APOST 





Single pin. Adjusts to 7'-9"’. 
In cartons. 


No. 500 TELESCOPIC ADJUST- 
APOST 








Double pin. Meets Canadian 
structural requirements. Ad- 
justs to 8’. In carions F ‘ 
ADJUSTA-COLUMNS Above is average of timber being cut today on our second 
Structurally acceptable for cycle cutting on 200 Thousand Acres of timberland. Annual cut 
mortgaged-financed proper- 20 Million for past half century under exacting Forest Manage- 


hes ° 
ment Plan without depletion. 


STANDARD BASEMENT 
COLUMNS 


ane in oh popu HARDWOODS — WHITE PINE — HEMLOCK 


lengths 
Write for 
descriptive literature. DEFEND YOUR TRADE WITH 
Save on freight! Whole- 

















salers — order All your 


posts from Adjusta-Post. 
MENOMINEE INDIAN MILLS 
ADJUSTA-POST Neopit, Wisconsin 


DISTRIBUTED aU 
THRU WHOLESALERS @et.3 MFG. CO. hir-dried QUALITY LUMBER  Kiln-dried 
IN THE UNITED STATES AND CANADA AKRON 7, OHIO 




















Circle No. 71 on Coupon, page 130. 





K 
yse THIS _ 


keep informed on “WHAT’‘S NEW! 


ee: ee ie! i ee ee ee 


20 

FOR INFORMATION ON 22 23 as 27 29 30 31 32 33 34 35 36 37 38 39 40 
s a2 43 4s a7 49 SO 51 52 53 S4 5S 56 57 58 59 60 

80 


Advertised Products 62 63 6s 67 69 70 71 72 73 74 75 76 77 78 79 
82 83 85 87 89 90 91 92 93 94 95 96 97 98 99 100 
102 103 104 105 106 107 108 109 110 144 112 113 114 145 116 117 118 419 1420 
4122 123 124 4125 126 127 128 129 130 131 132 133 134 135 136 137 138 139 140 
142 143 144 145 146 147 148 149 150 151 152 153 154 155 156 157 158 159 160 
162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 
182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 
FOR INFORMATION ON 


a” h “ul 
W at’s New Items 201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 


221 222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 
241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 
261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 


Nome. Position 
(Please Print) 





Street 








Mail to American Lumberman & Building Products Merchandiser, 139 N Clark St. Chicago 2, Ill 
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Federal Hardware Products, Inc.. 


Fordyce Lumber Co. 
Fry Roofing Co., Lloyd A. 


Gabriel Steel Co..... 

Georgia-Pacific Corp. 

Gerlinger Carrier Co., 
Subsidiary Towmotor Corp. 

Graham & Co., Ine., John H. 

Greenlee Tool Co... 

Griffin Mfg. Co.... 


Hager & Sons Hinge Mfg. Co., 
Hallinan Lbr. Co..... 

Hamer Lbr. Sales, Inc.. 

Hobbs Wall Lumber Co. 

Homasote Company .... 

Home Maintenance & Improvement 
Hotpoint Co. 


Ideal Brass Works, Inc. 
Insulite Div. of Minnesita and 
Ontario Paper Co. ; 


Jaeger Machine Co. 
Jones & Laughlin Steel Corp 


Keystone Steel & Wire Cx 
King Cotton Cordage 
Knoll-Drake Products, In¢ 
Krieg, Inc., Victor J. 
Kyanize Paints, Inc. 


Life errr ie mee sokin 
Litteral Mfg. Co. , ewer to | 
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Maze Co., W. H. 

McCracken & McCall, Inc. 
Menominee Indian Mills 
Mid-States Steel & Wire C 
Minnesota Mining & Mfg. © 
Monarch Marking System Co 
Mowbray & Robinson Lbr. 
Multiplex Display Fixture 


National Gypsum Co. 
National Hardware 
Neils Lbr. Co., J. 


Corp. 


Ozark Oak Flooring Co., The 


Padgett-Smith Flooring Co 
Pioneer Plastics Corp. 
Preway, Inc. he 
Pro-Tect-U Jalousie Corp 


Ramset Fastening System 
taynor Mfg. Co. 

R-B Co., The 

Ready Hung Door Corp. 
Red Devil Tools 

Ridge Plastics Co. 


Shure-Set 

Smith & Son, Inc., 
Southern Oregon Plywoods, 
Southern Pine Assn. 
Southern Screw Co. 


Seymour 


Standard Conveyor Co ? 
Stanley Works, The, Hardw 
Studebaker-Packard Corp. 
Superkleen Div. of Devoe & 
Raynolds Co., Ine. 


Tamms Industries, Ine. 
Tarter, Webster & Johnson, Inc 
Towmotor Corp., 
Gerlinger Carrier Div 
Trinity White Cement 


U. S. Plywood Corp. 
U. S. Steel Export Co 


Van Valer Lbr. Co. jas 

Veneer Lumber & Plywood Co., The 

Visador Co. ‘ 

Visking Co., Div. of Union ¢ 
and Carbon Corp 


arbide 


Wales Lbr. Co 

Weatherstrip Research Institute. 
Wells Lumber Co., J. W. 
Wendling-Nathan Co. . 
West Coast Lumbermen’s Assn. 
Western Pine Assn. 

Western Wholesalers 
Weyerhaeuser Sales Co. 
Wood-Mosaic Corp. 











USE 
OKOMO 
ORNERS 


© for ASBESTOS SIDING 





ASBESTOS SIDING 


COLORS 
TO MATCH 
EVERY MANU- 
FACTURER’S 


MADE OF 
ALUMINUM 





© LAP OR BEVEL SIDING 
WOOD SHINGLE SHAKES 
PLYWOOD OR HARDBOARD 


Send for Full De- 
talls, Samples and 


Prices 


OWN LUMBER 


functions as a 


nverto-Bench 


Converto-Bench 
comfortable bench or the bench 
back can be tilted and locked 
firmly into table position convert- 
ing the unit into a table and 
bench just the right height for 
dining. 

YOU FURNISH LUMBER. We sell 
you kit containing stand and hard- 
ware. Easy to assemble. . . sturdy, 
will withstand rugged service out 
of doors. High profit, quick turn- 
over. 


BUGHER MFG. CO. 


301 E. Lincoln Road, Kokomo, Ind. 


Write today for complete information 


LITTERAL MFG. CO., 1701 N. 16th St., QUINCY 4, ILL. 
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) HOME TOOL KIT 
PACKAGED ia opELING JOBS 
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COMPLETE OMLY 


ed Kit Boosts Tool Sales 


Since 90% of its $600,000 annual business is 
with home handymen, Standard Lumber & Hard- 
ware Co., Denver, Colo., made up a special tool 
kit for this market. In many cases, the customer 
wasn’t sure what tools would be required for a 
specific job, so president Joe Scavo made up the 
tool package. Besides saving customers return 
trips for necessary tools, the kit builds customer 
good will, which builds repeat business. 

“The display upped our tool sales 28% in 60 
days,” Scavo says, “and with results like that 
we just had to make it permanent. One of the 
major selling points of this display is that we 
promise the customer he’ll be equipped for any 
remodeling job around the house with this kit.” 


Handyman Shop Works Up Sales 

Starting handymen off on the right foot by 
showing them how to build a workbench is Car] 
Hanson’s method of creating tie-in sales of 
tools, vises, perforated hardboard and other 
building materials. 

The first year Hanson set up a model work- 
shop at Golden State Lumber Co., Santa Monica, 
Calif., he created tie-in sales of more than 5,000 
square feet of perforated hardboard, hand tools 
and building materials. One customer bought 
three sheets of perforated hardboard and at 
Hanson’s suggestion started picking out hooks 
for the board and ended up with 178 hooks 
ranging in cost from 2¢ to 50¢. 


Special Window Moves 
White Elephants 


Devoting a special window to displays of 
hard-to-sell items, Gary-Nees Lumber Co., 
Bowie, Texas, moves an additional $1,500 worth 
of merchandise annually. By focussing custom- 
ers’ attention on the items in the window, man- 
ager Ray Ross has moved: 

—A lavatory that couldn’t be sold in the yard 

brought a 40% markup. 

—Louver doors which bring a 40% markup 
and sell for $7.50. 

—Fireplace andirons, which were dead items 
until displayed in the window. Marked up 
from $40 to $50, they moved in a week. 

—Discontinued lines of paint, screens and 
other white elephants. 

“We keep our inventory low as possible and 
make it work for us,” Ross says. “A dead item 
ties up capital that could be invested in some- 
thing that would bring in a profit. 
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/ Floor Polisher Rug Shampoo 
f Mach 


these Clarke 


rental machines 


Floor Sander 


py Wet-Dry Vacuum Cleaner 


WER CHART 
CLARKE AM Am QUESTIONS 


and this 
business-building 
Sac 86h 


newspoper mots, radio scripts, 
envelope stuffers, window 


streamers, electric flashers and 
can top stickers. 


fees, (2) sandpaper and 
and (3) related item sales 


0 annually from each set 


SANDING MACHINE CO. 
Clarke 463 Clay Ave., Muskegon, Mich. 


Authorized Sales Representatives and Service Bronches ond Distributors in Principal Cities 


In Canoda: Clarke Sanding Machine Co. (Canada) Ltd. 21 Advance Rood, Toronto 18, Ont. 


Send me information on Clarke's ‘Three-Way Profit’’ Rental Plan 


Name 


Firm 





Address 


City 
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*50°° SCREENING SALES CAN BE YOURS 


as all America moves outdoors— 


Building 
do-it-yourself 
porches 


breezeways. 


Hill 


CHICOPEE screeninc 
easiest to sell because its easiest to work with! 


® 
CHICOPEE MILLS, INC. CHICOPEE 


Lumite Division, 47 Worth Street, New York, New York 


4 G . 
SCREENING 
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